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a Dealers Choose Officers— 


elected officers of the lowa Automobile Dealers Assn. get together for an 
| chat following their selection at the association's annual convention in Des 


. They Gre, from left, R. E. Bickelhaupt (Studebaker-international), Clinton, | 


t; Don J. Cornelison (Ford-Mercury), Atlantic, first vice-president; M. O. Kahn 


& (Dodge-Plymouth), Newton, second vice- 
{ , Des Moines, treasurer. (See story on Page 4.) 


president, and Howard R. Howlett (Chev- 


Sa les I 7% Above Year Ago; 


ickup Is Expected 


By Robert M. Lienert | 
Associate Editor | 
HE the first quarter of 1959) 
ends tomorrow, indicated new- 
registration volume will be) 
! of last year but will trail 
857, 1956 and 1955. 
_| The industry also seems headed 
a full-year total that will 
Be quite close to the oft-predicted 
| §% million registrations. 
he registration count so far this) 
has fallen somewhat below the 
pace indicated earlier. 
a result, the first-quarter reg- 
tration total will not be as hefty) 
has been projected in some quar- 


Ble: 


2 i 
r Retailers are now convinced that | 
ny potential first-quarter deliver- | 
were delayed. They are hopeful | 
recouping these sales in the next) 
ht weeks as economic conditions| 
d the weather continue to im-| 
pve. | 

| Dealers still agree that the cur- 

mt market is a solid one. 
> * : 
UTOMOTIVE NEWS estimates 
Place new-car registrations in 
e first quarter at 1,316,430. 
While this is 17.87 percent bet- 
tr than last year’s first-quarter 


Top Cars 


New-car registrations for one 
‘month, plus eight states for Feb- 


1958 
Make Pos. 
Chevrolet 109,449— 1 
Ford 83,932— 2 
Oldsmobile 31,073— 4 
Plymouth 34,262— 3 
Pontiac 22,868— 6 
Buick 28,522— 5 
Rambler 9,658—10 
Cadillac 11,346— 9 
Mercury 11,526— 8 
Dodge 12,150— 7 
Studebaker 3,696—14 
Chrysler 6,519—11 
Edsel 5,249—13 
DeSoto 5,273—12 
Lincoln 3,066—15 
Imperial 2,064—16 

37,319 Misc. 20,718 

Total All Makes 

443,801 401,371 

Further details on Page 54. 
LETT AA me 


1—112,469 
2—102,587 
3— 29,721 
4— 27,699 
, 5— 27,159 


count of 1,116,821, it is well below 
the 1957 quarterly total of 1,449,- 
915—a year when total registra- 
tions failed to reach six million. 


In considering all first quarters | 
|of the '50s, this year is just about 


on par—running 1.89 percent ahead 
of the average count of 1,291,943 in 
the years 1950-58. 

On the other hand, skipping 1958, 
one has to go back to 1954 to find 


(Continued on Page 4, Col. 3) 


1,603,000 Cais 
Due in Quarter 


March Production 
To Top 575,000 


By Martin L, Whitmyer 
Staff Writer 


aes Good Friday and in- 


ventory curtailments last week, 


the auto industry is assured of the | 
highest monthly car production of | 


the year in March and the highest 
quarterly production in two years. 


With two work days remaining 
in the month, it appears the in- 
dustry will surpass its original 
goal of 575,000 car assemblies 
and also top the 1,600,000 mark in 
first-quarter assemblies. 

These targets will be met al- 
though shutdown of Los Angeles 
Ford and Mercury operations will 
earry into this week and Buick, 
with a layoff of 4,500 employes 
last week, is continuing on a four- 
day workweek at Flint. 

* o e 


Te makers are expected to 
build more than 579,000 cars in 
March, Highest previous month of 
the year was January, when 545,757 
cars were rolled from U. S. assem- 
bly lines. A total of 525,000 cars 
are scheduled for production in 
April. 

It also is apparent the makers 
will reach the 1,603,000 mark in car 
assemblies for the first three 
months of this year, or highest 
quarterly output since the first 
quarter of 1957, when 1,790,597 units 
were built. seen 

Last week’s estimated 125,084 
assemblies compared with the 
previous week’s 135,467 units and 

(Continued on Page 68; Col. 1) 
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| climbed a fantastic 398 percent /in | 
| two years. . +e 





|the profit potential 
| cars and have placed them in their 
| showrooms next to their domestic 


| whopping 12,228 of them were 
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Import Dealer Total 


Soars 3,000 


By John K, Teahen Jr. 
Staff Writer 


| sell only imported cars. An esti- 
| mated 784 of the latter are exclu- 
. number of imported-car|sives, carrying only one make. 
dealerships in the U. S_ con- 

tinued to soar in 1958, reaching a} 
total of 14,607 at year’s end, the 
annual AvtomotTive News census 
disclosed. 

It was an increase of 28 percent 
over the 11,409 such establish- 
ments in operation at the begin- | Metropolitan (Rambler) and Mer- 
ning of the year, There now is | cedes-Benz (Studebaker). 
one import dealership for every | hee See 
2.438 domestic dealerships. The | es. OPEL, Vauxhall and Taunus 


i was one to 33 on Jan, 1, | franchises are held by their 
_ While the import total was ris- | allied domestic makes, and there 
ing, the number of domestic deal- | 4x only a few Mercedes, Metro- 
erships slipped to 35,539 at the // 

beginning of this year. It had been/) 


37,620 a year earlier, /| / Report on Security Poll 


> > > . 
OMPARING the current a | Is Expected This Week 
with those of Jan. 1, 1957, show WASHINGTON.—A report on 
that imported-car dealerships haye| how dealers voted in the NADA 
territory-security poll is expected 
shortly after Apr. 1, accordin 


The seven “captive” imports ac- 
count for 9,007 of the 12,228 U. S.- 
import duals, The captives are 
Opel (Buick), Vauxhall (Pontiac), 


There were only 2,930 import 
deals as 1957 dawned, a ratio/of | 
one foreign outlet to every |13 | 
domestic establishments. 
Imported-car franchises jum 

to 22,493 at the beginning of this 
year, compared with 17,679 a year 
ago. There were 53,298 domestic | 
franchises in effect as of Jan. 1,| 
1959. 

Countless reasons have been ad-| ' going was available. 
vanced for the astounding increase | 
in imported-car sales in recent} 
years, but there is only one valid 
explanation of the rise in the num- 
ber of dealerships handling the| 


Philadelphia, at a 

. Up until a week ago 

y, 30 percent of the ques- 
tionnaires had been returned, 
and another 25 percent were re- 
ceived last week, it was learned. 
No indication of how the voting 


| cars from overseas. 


” * > 


Qurte stated, that explanation 
is: U. S. dealers have realized 


Imported Cars Only: 
Exclusives 
Duals 
in imported 
Imported-Domestic Duals: 
makes. 
As noted, there were 14,607 es- 
tablishments handling imports at 
the beginning of this year, A 


U. 8S. Duals with Other Imports 


primarily U, 8S, dealerships. Thus, 
83.7 percent of the import deals | 
handle both foreign and domestic | 
cars. 

There are 2,379 dealerships that | 


Motor-Taunus; 
Corp.-Simea. Simea is considered a 
tabulation. 


Rambler- Metropolitan ; 


English Ford and Taunus (Ford| 
| Motor Co.), Simca (Chrysler Corp.), 


U. 8S. Duals with Captive Makes* .......... 


Total Imported-Car Outlets in U. S.. 
* Captive duals are: Buick-Opel; Pontiac-Vauxhall; Ford Motor-English Ford; Ford 
Studebaker- Mercedes 


Chrysler captive oaly 


in Year 


| politan and Simca outlets outside 
| the family. 

English Ford listed 163 non- 
company dealers among its 628 
| establishments at the beginning of 
| this year. Twelve months earlier, 
222 of English Ford’s 392 spots 
| were noncompany deals. 

Chrysler Corp. has been ex- 
tremely aggressive in making 
Simca a family operation. 

When Chrysler purchased an. in- 
terest in the French firm last 
summer, Chrysler dealers held 
about 240 of 580 Simca franchises. 
By the end of the year, Chrysler 
dealers operated some 560 of 600 
Simca outlets. 

At mid-March, there were 675 
Simca dealers, of whom 652 also 
handled a Chrysler product, There 
|were 22 exclusives and only one 
|noncompany dual. 

* > * 
~ ADDITION to the-eaptives, 3,- 

22 “dealers have taken on 

import, and their choices include 
almost every overseas make sold 
in this country, At the beginning of 
| 1958, there were 2,223 U. S. dealers 
stocking noncaptive imports. 

About 34 percent of domestic 
dealers now also handle an im- 
ported make, compared with 25 
percent a year ago. 
| Turning to the import-only deals, 
there were 784 exclusives and 1,595 
(Continued on Page 4, Col. 1) 

j . > > 





Imported-Car Dealerships in U. S. 


Jan. 1, 1959 Jan. 1, 1958 
784 
1,595 


642 
1,262 


9,007 
3,221 


12,228 


—_— 


14,607 


7,282 
2,223 
9,505 


11,409 


and 
in the Jan. 1, 1968 
© 1959, by Automotive News 





PattAL meetings with dealers in-| port that at initial. presentation 
dicate strong support for a $3% meetings at least 80 percent of their 
million promotion designed to bring dealers bought kits to promote the 
GM owners “home” for service. | program in their dealerships. 
Called “Guardian Maintenance,” | oe eo 
the new program will run nation- ERVICE officials at GM have 
wide in support of all GM dealers. voiced hope that the program 
It will get under way May 1, but | will become permanent if it proves 
magazine and newspaper ads will | successful this coming year. 
announce the program late in Year-round servicing will be 
April. featured in Guardian Maintenance, 
Spokesmen for GM divisions re- with May-June emphasizing safety; 


Inside Automotive News... 


Transistors on a fast track, Page 30. 

Dealer conventions: Alabama and Arizona, Page 
6; Iowa, Page 4; Nebraska, Page 3. : 
What’s on tap for International Show? Page 2. 
Supplier ready for small car, Page 38. 


GM Sets Dealer Servies Drive 


July-August, performance; Septem- 
ber-October, protection; November- 
December, prevention, and Janu- 
ary-February-March, dependability. 


Gracwic prices for all service 
specials will be featured in local 
Guardian Maintenance advertising. 


Plans booklets to be furnished 
GM dealers will play up the need 
for quick-service facilities and 
suggest shop rearrangements 
where crowded conditions exist. 


A film being shown at the dealer 
meetings has the theme, “Bill 
Bailey, Won't You Please Come 
Home?” The theme reflects the loss 
of service volume to non-dealer 
service shops. 


The program has been under de- 
velopment since last October and 
was endorsed by top corporation 
executives as a contribution to bet- 
| ter dealer and owner relations. 


— 





Special Cars Groomed for 


AUTOMOTIVE NEWS, MARCH 30, 1959 


Americans .. . 


Newness at International Show 


EW YORK. — Although foreign | 

car manufacturers stress styl-| 
ing stability, they recognize the| 
Sales value of new models within 
their present lines. 

This is made plain by display 
plans for the International Auto- 
mobile Show, to be staged here 
Apr. 4-12 at the Coliseum. 


Almost every import make will 
have something new to boast in 
an effort to captivate the show 
visitors and, later, buyers around 
the country. 


Some of the cars to be exhibited 
at the show will not be available 
to dealers until later this year. | 
Nevertheless, the New York show- | 
case is deemed important enough | 
that these advance exhibits are 
carried out, Sometimes, the cars on 
display are hand-built rush jobs. 

= = > 
HE show has been tabbed the 
largest auto display ever held 
in the U. S. Exhibition area totals | 
218,000 square feet, and more than 
60 different makes will be repre- 
sented by more than 300 vehicles. 

The show will cover three 
floors of the cavernous Coliseum; 
last year only two floors were 
used. 


On display will be autos ranging 
from an unassembled “do-it-your- 
self” car costing less than $1,000 
to super-luxury limousines in the 
$20,000 class. 

“With the advent of this show,” 
said Charles Snitow, show pres- 
ident, “for the first time it is pos- 
sible for the public to survey com- 
pletely all of the latest develop- 
ments of the world’s automotive 
industry under one roof. The 1959 
show will give the consumer an 
even greater opportunity for com- 
parison shopping. 

“The International Automobile 
Show is now the country’s major 
exhibition in which all types of cars 
are displayed by American manu- 
facturers along with foreign car 
makers under the same roof so 
that the consumer can evaluate 
all of the products available to him 
and select the car which best fits | 
his own family’s needs.” 

> > * 


Volvo Plans Display 


Y major show holdout is 

Volkswagen, which was on 
hand last year. Volvo, which passed 
up the show last year, is planning 
a big display in the 1959 show. 

Sales at last year’s show were | 
estimated by exhibitors to have 
exceeded $25 million, according 
to Snitow. Exhibitor hopes for 
even greater sales this year are 
extremely high. 

On Sunday, Apr. 5, the show will 
open to dealers only from 10 a. m. 
until 12:30 p. m. 

The feeling is expressed in many 
quarters that results of the 1959) 
show will be a barometer of the| 
extent to which imported-car sales | 


| design changes will 


will penetrate the U. S. market this 
year. 

Some observers feel that the new 
models and designs slated for New 
York showing indicate the true 
level of competition beginning to 
make itself felt in the import mar- 
ket. These observers caution that 
come with 
more frequency as the competition 


| sharpens. 


Others state that the additions 
to existing lines merely indicate a 
sharp economic move to continue 
broadening the base of operations 
as a merchandising aid to both 


| factory and dealers. 

With the Big Three expected to| 
enter the small-car field this fall, | 
additional interest attaches to this | 


show. Both dealer and public re- 
action will be carefully scrutinized 
as an indication of the health and 
future welfare of the market as a 


whole. 
ia 


DAF to Make Debut 


MONG new makes appearing at 
“2% the show will be the Dutch- 
built DAF. The DAF, a small car 
with a system of pulleys and belts 
supplying a type of automatic 


* * 


Buick Chosen as Pacer 


For Indianapolis 500 


INDIANAPOLIS.—T ony Hul- 
man, president of Indianapolis 
Motor Speedway Corp., has an- 
nounced that this year’s 500-mile 
Memorial Day race will be paced 
by a °59 Buick Electra convert- 
ible. 

William R. Krafft, president of 


Monarch Buick Co., and Robert | 


Dellen, president of Ogle-Dellen 
Buick, both of Indianapolis. will 
supply the pace car. It will be 
presented to the winner of the 
race. 


drive, has excited much interest in 
automotive circles. 


According to a factory source, 


price in the U. S. is expected to | 


be less than $1,500. Deliveries to 
America are scheduled to begin 


| 


| 


in July, with 4,000 to 5,000 units | 


coming in before the end of the 
year. 


Van Doorne’s Automobielfabriek, 
maker of the DAF, is currently 
| negotiating for U. S, dealer repre- 
| sentation. 

In addition to its regular four- 
| door sedan, Datsun will 


|than $2,000.” 


The Datsun sports is not ex- 
pected to reach U. S. dealers until 
next fall, but it will be on hand at 
the show to test consumer reaction. 
| Datsun also will exhibit a new 
| Station wagon and a small panel 
truck. 


Another Japanese maker, 


show a|- 
new sports car “to retail for less 


Magnette—a New Attraction— 


The new MG Magnette Mark Ill has been introduced to the U, S. market by 
Hambro Automotive Corp. This sedan is powered by a sports-car-tuned MG overhead. 


Dai- | valve engine delivering 66 horsepower. The Farina-styled body has leather upholstery 


hatsu, will show a line of three-| ond walnut interior trim. Carpeting, heater, electric clock and windshield washers 


wheeled utility vehicles. 
> * > 


IAT will show its new luxury 

sedan, the 1800, which was un- 
veiled at the Geneva show. Fiat 
|} has declined to say when the car 
|will reach the U. S. market, ex- 
|plaining that manufacturing and 
shipping schedules have not been 
worked out. 

Yet, it was determined at the 
| factory level that this new model 
should be displayed at the New 
| York show. 

A station wagon and a special- 
| finish sedan in the 1800 series are 
| scheduled for introduction later. 


| new” circle with its sleek Caravelle 
| convertible, which has a removable 
hardtop. Although shown at Paris 


|last fall, the Caravelle will not be | 


available in the U. S. in numbers 


(Continued on Page 67, Col. 2) 


But Most Folks to Buy ‘Big’ 


MINNEAPOLIS.—Car buyers in 
Minnesota like small cars, but most 
say they plan to replace their pres- 


|} ent cars with a regular-size model, 


according to a statewide survey on 
foreign and domestic small cars 


| conducted by the Minneapolis Star 


and Tribune. 

Fifty-three percent said they 
like small-cars, 36 percent dislike 
them and 11 percent have no 
opinion or offer qualified com- 
ments, the paper said. 

But if it came to buying a family 


car today, more than three of four | 


adults (77 percent) said they would 

pick a full-size American model. 
Why would they stick with the 

regular-size auto? Most believe a 


larger car would give greater rid- | 


Business Barometer 


Automotive News Economic Index — 


101.1 Percent of 


Last Week 


122.7 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—Year to date.. 

Truck Registrations—Year to date. 

Steel Production—tons ........ 

Lumber Production—Board feet... 

Segoere Production—Tons.... 

Coal Output—tons 

Oil Refinery Output—Borreis .... 

Electric ilowatt hours.... 

Barometer ht Car Loadings 
Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 

—Fiscal year to date 
Commercial and Industrial Loans 


Used-Cor 


Common 
Stocks March 25 March 18 
34, 30% 


- 59%, 60% 


1959 Range 
43% -252 
62 -50% 
59-50%, 

45Y, 45% 50%,-45% 
* White stock quotation reflects aoe split 


$66,787,273,000 
$30,097 ,000,000 
$28 365,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
100.9 168.3 
106.3 164.1 
res 110.6 
119.2 
185.7 
109.8 
111.8 
97.8 
110.1 
109.7 
112.2 
108.8 
133.0 


135,467 
25,912 
443,801 
67,351 
2,631 000 
249 425,000 
306,218 
7,620,000 
52,170,000 
12,908 000,000 
368,208 

124 

414.6 


101.0 
103.1 
99.6 
98.6 
99.5 
99.3 
100.0 
105.1 
99.4 


113.8 
100.8 
108.0 
109.5 

81.8 


101.3 
100.2 
99.5 
93.9 


$1,079 
292 


Common 

Stocks March 25 March !8 
42%, 
35% 
11% 
82% 


1959 Range 

45% -39% 
383%,-32Y, 
15%-10% 
43 «41 


March 30, 1959) 


small car would not meet the needs 
of their family or business. 


the market today. For them, econ- 
omy was the dominant reason. 
Many persons reported ease of 
handling influenced their choice of 
a small car. 

The small car was more popu- 
lar with residents of cities and 
towns than with farm men and 
women. 


Full-size car fanciers also said 
“foreign cars are hard to service 
and get parts for’... “we should 
patronize American industry” .. . 
“larger cars are safer”... “I 
don’t like the looks of the small 
|ears” ... “larger cars are made 
|better” ... “the small car is ex- 


| pensive for what you get.” 


Renault wil] join the “something- | 


ing comfort and room, or that a} 


Twenty percent said they would | 
pick a small] auto if they were in| 





ore standard equipment. 


Biggest of the Imported Wagons— 


Poll Shows Small-Car Appeal, | 


The Peugeot 403 station wagon will make its first American appearance in the 


| International Automobile Show Apr. 4-12 in New York City. The five-door Frend 


wagon’s 114-inch wheelbase is tops among conventional station wagon imports now 
| on the U. S. market. It is priced at $2,490 at port of entry. 


Newcomer fo Fiat Line— 


The six-cylinder Fiat 1800 is the newest addition to the Italian firm's line and was 
displayed at the Geneva International Salon. This four-door sedan is one of two 
models. The other is a station wagon. The 1800 is Fiat's first six-cylinder car sine 


before World War Il. 





N‘ 





|ears were filed here last week by 
| the Department of Justice, accord- 
| ing to Attorney General William P. 
| Rogers. 

| Rogers’ announcement said 
| that a Federal grand jury re- 
turned four indictments and that 
four criminal informations were 
filed by the Justice Department 
in the Federal District Court, 
Brooklyn. 


One of the indictments, it was 


Dodge Dealers Group, Inc.; Nas- 

sau-Suffolk DeSoto Dealers Group; 

Nassau-Suffolk Chrysler Dealers 

Assn. and Brooklyn & Queens 
Dodge Dealer Group. 
* ~ * 

T CHARGES that these dealer 

associations have participated in 





W YORK.—Eight criminal| combination and conspiracy, 
ases charging metropolitan-| terms of which were that the mem- 
area associations of Buick, Chry-| ber 
|sler, Oldsmobile, Dodge, DeSoto| making any retail sales of new 
|and Plymouth dealers with viola-| automobiles at prices that would 
|tion of the Sherman Antitrust Act] yield less than a certain agreed- 
in the sale and distribution of new| upon gross profit. 


the 


dealers would refrain from 


It also charges that, for the 
purpose of determining whether 
the minimum gross profit had 
been realized, the tradein value 
of the used car would be that set 
forth in an agreed-upon publica- 


27 Capital Dealers 
Are Fined $106,000 


ASHINGTON. — Fines totalling 
$106,750 were imposed here 





| stated, named as defendants the] last week on 16 Ford and 11 Olds- 
Greater New York Chrysler Corp.| mobile dealerships for violations of 
Auto Dealers, Inc.; Nassau-Suffolk | price-fixing provisions of the Sher- 


man Antitrust Act. 

The defendants had entered a 
“no contest” plea to the charge 
Feb, 2, Though technically differ- 
ent from a guilty plea, the nono 
contendere—or “no contest”—plea 
is, in effect, an act of throwing 

(Continued on Page 69, Col. 2) 





— 


U. S. Indicts Eight N. Y. Dealer Groups 


tion and that the dealers would 
refrain from price advertising. 


The indictment further chargé 
that it was agreed that periodit 
meetings of the respective associ& 
tions would be held to police the ak 
leged combination and conspiracy. 

* * & 


HE defendants named in tht 

other three indictments ar 
M & B Dodge Dealers Grou, 
Metropolitan Buick Dealers Assn, 
Inc., and Automobile Merchant 
Assn. of New York, Inc. 


The defendants named in the 
information are Nassau-Suffolk 
Chrysler Dealers Assn.; Nassau- 
Suffolk Dodge Dealers Group, 
Inc.; Brooklyn & Queens Dodge 
Dealer Group and Nassau-Suffolk 
DeSoto Dealers Group. 
Each of these indictments ani 

informations charges that, for sev 
eral years past, the dealer associ@ 
tion named has participated in ! 
combination and conspiracy 4% 
adopt, print or procure uniform ré 
tail list prices for the sale of net 
automobiles and accessories 
member dealers. 
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)sales manager of Studebaker-| 
‘Packard Corp. 


leasing. 
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an men’s minds, For example, take| will be a better time. 
recent remark by Dr. Heinz This is not just a matter of look- 


)Nordhoff, who is making a car with|ing at the bright side, but rather 
"20-year-old styling the wonder of 
the world: 


|lined up for them? 


it is also necessary that competi- 


tion be less smart.” 

Somehow the chain of thought 
led to Epictetus, born some 30 years 
after the death of Christ. He was a 
slave but his mind was never in 
chains. Speaking to one who did 
not wish to stand out from the 
crowd, Epictetus said: 

“You ought to think how you 
can be like other men, just as one 
thread does not wish to have 
something special to distinguish 
it from the rest; but I want to 
be the purple, that touch of bril- 
liance which gives distinction and 
beauty to the rest.” 

Epictetus, you know, is the guy 
who joshed those who worried too 
much about the future. 

“They keep sighing for eternity,” 
he said, “when they don’t know 
what to do with the next 15 min- 
utes.” 


* * * 
Philosophy to Sell Buy 
OWEVER, when it comes to 
philosophers in the auto busi- 
ness, we lean toward that Plymouth 
galesman from Needham, Mass., 
Fran Heppler, who said, in the 
teeth of those who kept lamenting} 
for the good old gravy days just) 
after the war: 
“For me, the good years are 
now.” 
If we are going to make the 


Galles Is Added 


To Speakers List 
For N. C. Meeting 


RALEIGH, N. C.— NADA Pres- 
ident H, L, Galles jr. has been 
added to the list of speakers for 
the 24th annual convention of the 
North Carolina Automobile Dealers 
Assn, in Pinehurst Apr. 26-29, 

Speakers previously announced 
include Benson Ford, chairman of 
Ford Motor Co.’s Dealer Policy 
Board, and S. A. Skillman, general 


pert closing. And after this, 


for the next sale. 


* * * 


Message for Industry 


man Farrand, who makes a busi- 


selling, training them and supply- 
ing them to dealers. 


recorder so that he could play it 
back to me in case I didn’t catch 
it the first time, “and the message 
is this: The auto retailing indus- 


appeal to young men, I’ve been dig- 
ging 


isn’t there.” 


* * * 


Salesman’s View 
OE FREY, a sales representative 
for Alan A. Couch (Chevrolet), 


on this subject: 

“Too much emphasis is put on 
the dealer’s integrity as a busi- 
ness man in his community, and 
not enough on the quality of men 
that represent him. 

“If you are going to have good 
men, you certainly must have a 
compensation plan that affords the 
salesman an income that makes for 
his happiness on the job as well 
as at home.” 

Frey contends that the average 
sales plan is deplorable, indicting 
dealers who chisel on the deal in 
this manner: 

“They suggest that the sales- 
man participate in the profit by 
offering him a slice of the profit 
and then hide behind the NADA 
Guidebook by placing a much too 

Another convention highlight will| 10W value on the trade-in and 
: | fleecing the salesman out of his 
be a panel on the foreign car and| portion of the deal.” 

Frey contends that any upgrad- 
ing of the level of salesmanship in 
the auto industry must start with 
the dealer. 

It is not so much a problem of 


Paul R. Lauritzen, Lauritzen Mo- 
tors, Inc., Richmond, Va., will dis-| 
cuss the pitfalls and advantages of 
imported car sales and service. | 
Thomas C. Todd, vice-president of 


Yarnall Chevrolet, Inc., Chicago, | training salesmen, he asserts, but 
will handle the leasing portion of| Of training dealers to become pro- 
the panel. ficient in building a sales organiza- 


tion that would put money in their 
pockets. 


VW Dealers Form 
Southeast Assn.; 


U.S. Group Eyed 


WASHINGTON, — With plans 
afoot to establish a national associ- 
ation of Volkswagen dealers, a 
Southeastern Volkswagen Dealers’ 
Assn. was formally organized here 
last week. The area comprising the 
new setup includes the District of 
Columbia and Maryland, Virginia, 
Tennessee, West Virginia and 
North Carolina. 

Fourteen franchise-holders con- 
stitute the initial list of member- 
ship. Officers of the newly-launched 
association are: 

President, Robert R. Crans, Silver 
Springs, Md.; vice-president, E, W. 
Hawthorne, Richmond, Va.; chair- 
man of the board of trustees, Bruce 
P. Rollyson, South Charleston, W. 
Va.; counsel and secretary, Lowell 
J, Bradford, Washington. 

Treasurer, H. R, Heishman, Ar- 
lington, Va.; trustees: Rai B. Alex- 
ander, Greensboro, N. C.; H. C. 
Snider jr., Knoxville, Tenn., and 
J, R. Harper, Charlottesville, Va. 


Paul E. Herzog, NADA research 
director, will report on extensive 
Studies made into both fields from 
the dealers’ standpoint. 
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OME words or combinations| most of this life, we must do it 
thereof set off a chain reaction) now. The chances are there never 


the acceptance of the challenge of 
selling or the challenge of life. Who} 
“It is not sufficient to be smart; | cannot sell cars when buyers are New Leader— 


WE WERE chatting about the 
problem of raising the level of 
quality of auto salesmen with Her- 
ness of recruiting men for auto 


“I've got a message for you,” he 
said, clicking on his portable tape 


try has got to raise the level of its 


into this market for many 
months now, and the material just 


Upland, Calif., writes to comment} 


Charles J. Whittey (Chrysler-Plymouth), 


But it takes a real pro to enjoy | left, Bismarck, N. D., newly elected presi- 
selling in a period when each sale} gent of the Automobile Dealers Assn. of 
calls for a campaign of careful 
planning, skillful building and ex- 
the 
real pro follows through to make 
sure of satisfaction in preparation | 


North Dakota, receives the gavel from 
the outgoing president, Gilbert Saxowsky 
(Chevrolet-Oldsmobile-Cadillac), Dickinson, 
during the association's annual convention 
ot Bismarck. R. M. Stoudt (Ford), James- 
| town, was elected vice-president. Directors 
| include Orval Roble (Chevrolet), Harvey; 
Ray Miller (Dodge-Plymouth), Valley City; 
Henry Nygard, Grafton; Bruce Theel, Rolla; 





AUTOMOTIVE NEWS, MARCH 30, 1959 


Join New-Car Promotion . 









300 Cities Organize 
‘Live-Better’ Drives 


DETROIT—Two-week sales 
campaigns have been organized 
thus far in more than 300 cities 
across the nation, according to the 
Bureau of Advertising of the 
American Newspaper Publishers 
Assn., sponsor of the “Live Better 
by Far With a Brand New Car” 
promotion. 

At the same time the bureau 
said the number of newspapers 
lining up individual dealers and 
dealer associations has soared 
past the 750 mark. The campaign 
is scheduled Apr, 6-18. 

“The enthusiastic response of 
| dealers indicates that results of 
| this promotion will far surpass 
those in last year’s Auto Buy 
drives,” said Edward A. Falasca, 
| the bureau's creative vice-president. 
| “Auto Buy drives were held in 
225 cities, so we're already 50 per- 





Ray Lorenz, Bowman; George Fitzpatrick,| cent ahead of last year’s mark in 


Stanley; Harvey Remund, Mandan, 
Russ Berrell, Fargo. 


Pa. Dealers Win Round 


and | organization,” he continued. 
The “Live Better” promotion is| 


In Sales-Tax Battle 


HARRISBURG, Pa.— (UTPS) —| edged publicly by Gov. David L. 


Pennsylvania auto dealers scored a| Lawrence after the House setback | 
first-round victory with the defeat} 


in the House of the administra- 
tion’s bid to boost the sales tax 
from 3 percent to 3% and to re- 
move the tradein exemption. 

But the dealers are continuing 
| their efforts to prevent removal 
of the tradein exemption under 
the planned recall of the measure 
for another vote. 

Vigorous opposition of the Penn- 
| sylvania Automotive Assn. helped 
defeat the bill in its first House test, 


| observers said. PAA was supported 


in its opposition by the newly 
formed Pennsylvania Independent 
Automobile Dealers Assn. 

The dealers’ role was acknowl- 


hs. Coline Ask 


Time-Sales Law 


Poll on Security Also 
Urged by Convention 





“enactment of adequate time-sales 
legislation to protect the buyer and 
retailer” has been adopted by the 
Nebraska New Car Dealers Assn. 

A bill containing “all the ground 
rules, including a requirement that 
all terms of a contract be disclosed 





to the group’s annual convention 
were told. 

The delegates also voted to have 
the association manager poll mem- 
bers on whether they are in favor 
of legislation to permit territory 
security. 


Floyd W. Pohlman, mayor of 


Auburn and former Nebraska dep- | 


uty secretary of state, was elected 


OMAHA.—A resolution urging) 


to the customer,” has been intro-| 
duced in the Legislature, delegates | 


president of the association. He) 


succeeds D. D, Davis, David City. 
Other new officers include Art 
Borror, Alliance, first vic e-pres- 


ident; Howard Gotfredson, Lin-| 


coln, second vice-president, and 
Dick McFayden, secretary- 
treasurer. 





Buffalo Dealers Warned 


On Sticker Mistakes 


BUFFALO.—The Buffalo Auto- 
mobile Dealers Assn, has cau- 
tioned its members to check care- 
fully the price labels on new cars. 
Said the association bulletin: 


“There have been cases where 
the prices were incorrectly stated, 
and where accessories listed on 
the label did not conform with 
those installed on the car, Do not 
attempt to make any changes in 
the label yourself. Notify your 
manufacturer and he will supply 
you with a new label.” 





in a question-and-answer session 


Society of Newspaper Editors at 
State College. 

Lawrence said the dealers ap- 
plied pressure on the lawmakers 
because of their opposition to bring- 
ing vehicles under sales-tax cov- 
| erage. 

In an extensive newspaper ad- 
| vertising and publicity campaign, 
PAA urged public support of op- 
position to removal of the trade- 
in exemption, pointing out it 
would double and triple the 
amount of sales tax to be paid. 
While not questioning the need 
for an increase in the tax rate, PAA 
claimed removal of the tradein ex- 
emption from the higher 3% per- 
cent sales tax would hit buyers of 
new or used cars and trucks with 
double taxation, and would increase 
the sales tax on motor vehicles by 

as much as over 300 percent. 

The levy would apply to the full 
| purchase price of every used car 
and truck. The present tax is levied 
against only the cash difference 
between the full amount of the car 
or truck and the amount allowed 
on the vehicle traded in. 








Hoggard, Nance Running 


For Mayor of N. C. Cities 


RALEIGH, N. C.—Lyman B. Hog- 
|gard, retired Rocky Mount auto 
dealer and a member of the Board 
of Aldermen for a number of years, 
has announced his candidacy for 
| mayor of the city. 

Elmer P. Nance, Lexington 

dealer, also has announced his can- 
| didacy for mayor. 





men with plenty 


Missouri dealers 


Wonder why 





Wembhoff 


theatre . 
muda and Nassau May 29-June 6 


convention ... 





as insurance agents .. . Illinois is 
exempts tradeins from taxation, 


mayor of Burlington, vt. 


at a meeting of the Pennsylvania | 


On the House. . 


The Big Job for dealers and salesmen this year 
appears to be buying tradeins at their Wholesale 
Value. And it won’t be easy, declares the Kansas 
City association, 
steady diet of grossly exaggerated ideas on tradein 
values the past few years. Better load your sales- 


target in this battle of re-education . . . Illinois and 


convention together May 7-8 in St. Louis... 


among competing makes this year . . 
will stage its 1960 auto show Jan. 16-24 at Amphi- 
. . Maryland dealers will go on a summer cruise to Ber- 


(Vt.) dealer, has donated $50,000 to building of Claremont (Vt.) 
hospital . .. Grand Forks will be site of 1960 North Dakota dealer 


Ohio is studying bill to permit auto dealers to get a limited license 


Nash, jr., (Chevrolet) has been elected a trustee of Greater Waco 
(Tex.) United Fund . .'. James Fitzpatrick (GMC) has been elected 


going over much bigger in the 
West than did “Auto Buy” last 
year, he added. Almost 100 news- 
papers in the West are participat- 
ing in the current campaign, he 
said. 

Falasca said an advertising 
spokesman for the Michigan City 
(Ind.) News-Dispatch reported 
|dealers are expecting this year’s 
drive to top Auto Buy achievements 
| by a big margin. 

The Auto Buy promotion in 
Michigan City produced sales of 
more than $500,000 in a three-week 
period and was one of the most 
successful in the nation, Falasca 
said. 

These were some Michigan City 
dealers’ reactions to the Live Better 
campaign: “Better stuff than last 
year ... greater potential for sales 

a better selling foundation.” 

The Hartford (Conn.) Courant 
reported that the Hartford Auto- 
mobile Dealers Assn, has voted 
$2,000 to promote the drive in 
| the Courant and the Hartford 

Times. 

The association also set aside 
| $1,000 for trips to Florida and Ber- 
muda to be awarded to the top 
|salesmen during the campaign, & 
Courant spokesman said. 

In Butte, Mont., the Montana 
Standard-Post said a cannon will 
be fired every time a new car is 
sold. 

The Columbus (0O.) Dispatch 
|}announced that it, the Columbus 
| Citizen and the Ohio State Journal 
| will furnish promotion kits free to 
ithe 24 dealers who endorsed the 
drive. 

Gannett Co., Inc., which publishes 
| newspapers in 14 communities in 
|New York, New Jersey, Connecti- 
| cut and Illinois, said campaigns 
|had been organized in each of the 
| cities. 

Falasca reported that campaign 
organization is particularly strong 
j}among New York State dealers. 

The Toledo Automobile Dealers 
| Assn. announced that the city’s 
| Live Better drive will be kicked off 
at a salesmen’s breakfast in the 
| Toledo Club Apr. 6. 
| The Chicago Automobile Trade 
Assn. will outline latest details 
in the city’s Apr. 4-19 campaign 
at three luncheon meetings this 
week, They will be held today 
(March 30) at the Graemere 
Hotel, tomorrow (March 31) at 
the Edgewater Beach Hotel, and 
Apr. 1 at the Del Prado Hotel. 

The Ford division has sent news- 
papers a press kit containing pic- 
tures and special articles for use 
during their Live Better campaigns. 

The newspapers are using ad 
| bureau kits to “sell” dealers on the 
drive’s potential. It contains sample 
ads, promotion ideas and campaign 
symbols for insertions in ads. 

A list of the cities in which cam- 
paigns have been organized follows: 

Aberdeen, S. D.; Akron, O; 
| Adrian, Mich.; Alamosa, Calif.; Al- 
bany, N. Y.; Albany, Ore.; Alton, 
Ill.; Anderson, Ind.; Asheville, N. 

(Continued on Page 66, Col. 1) 




















for the public has been fed a 








of ammunition to hit the wholesale 







will stage an unprecedented annual 







the resurgence of “name-calling” 
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Import-Car Dealers 
Now Number 14,600 


(Continued from Page 1) 


28% Over Last Year... 





multiples for a total of 2,379 at the| late last year, which accounts for 
beginning of this year, The Jan. 1,| the decline in Rover dealer totals. 
1958, tally showed 642 exclusives Most importers still are attempt- 
and 1,262 multiples for a total of| ing to increase their dealer bodies, 
1,904. but some are finding it a tough 
Many multiples handle seven | job. 
or eight makes, and it is not un- _One popular make, for example, 
common to find an imported-car | Signed 54 dealers during a recent 
dealer stocking up to a dozen | two-month period, but saw its 
lines. | Overall total decline by 62 outlets. 
Volkswagen dominates the exclu- | In other words, this make lost 116 
sive field among import dealerships | dealers while signing 54. 
just as it dominates the sales mara- | That’s like taking two steps 
thon. There are about 170 VW one-| backward for one step forward. 
line dealerships out of 374 outlets. | * * * 
Fiat has 68 exclusives; Volvo has BSERVERS wonder what effect 


65, and Wartburg has 52. the appearance of Big Three 
Renault claims 225 exclusives, but | 


P | small cars will have on the import 
many of them also stock Peugeot.| dealer total. It’s safe to say that 


The latter make is sold only by/ it will cut the number of domestic 
Renault dealers. | dealers who are adding imports to 
ye ome | their wares. 

A FURTHER expansion by many The fringe imports likely will 
imported makes is in the cards.| be hurt most by the Big Three 

Volkswagen, which now has 374| small cars, And there are a lot 

dealers, plans to boost the figure; of fringe makes, Nearly 70 im- 

to 600 over the years, while Renault | ported names were registered in 

is aiming at 1,000 outlets, a one-| the U. S, last year, but only 31 

third increase over its current total| of them topped the 500 mark in 

of 737. 

Singer and Humber will be moved 


sales volume. 

Some of the low-volume cars do 
into many Rootes dealerships which | not have dealers in this country, 
now offer Hillman and Sunbeam,/and their scattered 
and Rover is building a dealer) were the result of private importa- 
organization. tions. 

Rover, which formerly was About 50 imported makes do have 
handled by 80 Rootes dealers, dealer organizations, however, and 
now has its own setup in this (a study of their sales points up the 
country. The change was made | difference in volume between an 

> 


Se import franchise and a U. S. sell- 
Imported-Car ing agreement. 
Franchises in U. S. 





> 
JARORTED-CAR sales averaged 
about 17 per franchise in 1958, 
while the average U. S_ franchise 








registrations | 





Vauxhall's Milestone Car— 


The 2,000,000th Vauxhall, General Motors’ British-built car, is destined for the 
| Canadian market. Two senior officials of General Motors of Canada were on hand 
recently at the Vauxhall plant in Luton, England, to take delivery of the record-making 
car as it came from the assembly line with its “Canada” sticker. E. H. Walker, presi- 
dent, General Motors of Canada, is shown at the wheel of the latest Vauxhall, while 
E. J. Umphrey, sales director, sits at the tiller of a 1904 model, one of the first built. 


| 





| 


Sales 17% Above Year Ago; 


Pickup Is Expected 


(Continued 


from Page 1) 


Rip Labor Bills 


Oppose Reform Bid, 
40-Hour Work Week 


DES MOINES.—The Iowa Auto. 
mobile Dealers Assn., in resolutions 
adopted at its two-day convention 
here, opposed two labor bills of. 
fered in Congress by Senator Johp 
F. Kennedy, Massachusetts Demo 
crat. 

The bills are S-505, a labor- 
management reform bill, and 
S-1046, calling for an increase in 
minimum wages from $1 to $1.25 
an hour. 

The association said of the first 
bill: “Whereas it purports to be 
remedial labor legislation, it is in 
fact wholly inadequate for the pro. 
tection of employers, employes and 
the general public.” 

The second measure “would sub- 
ject about 10 million retail and 
service employes not now covered 
by the Fair Labor Standards Aet 
to that act and would embrace 
every auto dealer in America,” the 
group said. 

The association pledged its help 
in the NADA campaign to defeat 
both bills, Roland Kirks, NADA 
legislative counsel, asked the 
group to oppose the bills. 


Kirks said the NADA 





“doesn't 


a first quarter in which fewer cars| recorded in 1955, when 1,552,735 | object to the minimum-wage pro- 


were registered. 
> 


> * 


HEN sales are projected along 

the pattern established in 1958, 
which saw 24.02 pereent of the 
year’s total sales consummated in 
the first quarter, a total of 5,480,- 
558 new-car registrations is indi- 
cated for this year. 

However, if a 1959 projection is 
based on the composite of all first 
quarters in the '50s (an average 
of 23.10 percent of the year’s total 
in the first three months), the 
indicated total for the year is 
5,698,331 registrations. 

Best first quarter in history was 


Lark Sales Point 
To Good Year, 
Churchill Says 


SOUTH BEND.— Sustained de- 


| mand for the Lark points toward a 


successful year for Studebaker- 
Packard in 1959, President Harold 
E. Churchill said in the company’s 
annual report, released last week. 


As previously reported, the com-| 


pany had a loss of $13,391,000 on 
sales of $180,658,000 in 1958. The 
company had a loss of $22,533,000 
at the end of the first nine months 
but cut the deficit on the basis of 


| high sales of the Lark in the fourth 


quarter plus favorable year-end ad- 
justments. 
The 1957 report showed a loss of 
$11,135,000 on sales of $213,204,000. 
Churchill said, “If public demand 


Jong 7en:,' | was worth 80 sales. 
Twenty-two imports sold fewer 

a were ey ; —. = | than five cars per dealer and nine 
hate M rtin 21 1g | Others were between six and 10. 
A * ” goo 550 | 8ckard was the only U. S. make 
ie eee 600 «559 |t2 fall below 10. Nine imports 
Bentley many 49 40 averaged 10 to 25 sales per fran- 
Berkeley 150 50 chise, and nine were over 25. 

Ford ... 628 392 Volvo, Simca, Hillman, MG and 

Hillman 103 675 SAAB were in the 25-50 category, 

Humber 0 0 and English Ford, Renault and 

Jaguar 450 43890 | Fiat averaged between 50 and 

Metropolitan 1,571 1,214 | 100 sales per dealer. 

MG 600 «= 550 Topping the pack was Volks-| 
Morgan 280 234 | wagen with more than 200 sales) 
Morris 600 550 | per franchise, a performance that 
Riley 600 550 | put the German entry well in| 
Rover . 40 80 | front of Chevrolet and Ford, the 
Rolls-Royce 49 40 | U. S, leaders. 
Singer 22 0 At the other end of the list, six) 
Sunbeam 630 603 | imports sold less than one car per | 
Triumph 685 450 | dealer. 

Vauxhall . 2,721 2,455 | _— 

CARS 1415 G10 Debtor’s Petition Filed 
Auto Union 297 +258 |By Vermont Auto Dealer 
BMW iM 18 | B N Vt—Smith Aut 
BMW Isetta 592 450 URLINGTON, mit uto 
Borgward 510 0=—s 400 
DKW . 27 258 
Goggomobil .............. 275 150 
tiers aceneeee = Secured claims were listed at $88,-| 

je 281 
Maico .. ie 45 26 : 
Mercedes-Benz . 400 350 
Orel Pais . aan otal a 25 percent cash dividend settle- 
Porsche... 170163 [Ment on unsecured claims 
Taunus ea ee fi 
Volkswagen .............. 374 


FRENCH CARS .......... 2,203 


Total Franchises......22,493 17,679 
Copyright, 1959, by Automotive News 


| Sales, Inc., Brattleboro, has filed a| for the convenience-sized automo- 
| debtor’s petition in U. S. District! bile continues through the year 
Court here, listing debts of $397,-| (1959), and we expect it will, Stude- 
437.57 against assets of $369,755.26.| baker-Packard should have a suc- 


new cars were registered. 

With a shrinking number of deal- 
ers this year, average sales per 
dealer have grown at a faster rate 
than have sales themselves. 


The average dealer in the first 
quarter this year sold an estimated 


37.1 units, 

oo compared with 29.4 units 
per average dealer last year and 

comes surprisingly close to the 38.5 

Sales per average dealer in the 

record-busting first quarter of 1955. 

It compares with 37.8 first- 
quarter sales per dealer in 1957, 
34.7 in 1956 and 29.8 in 1951. In 
the early postwar years, the aver- 
age was 15 to 18 units sold per 
dealer in the first quarter. 

It would appear that, from a vol- 
ume standpoint, 1959 will be an 
“average” year. From the overall 
| view of dealer performance, 


a * * 


year should be more satisfactory | 


than some of those in the recent 
past. 





| Chrysler Stocks Steel 


To Assure ’60 Start 


SAN FRANCISCO. — Chrysler 
Corp. has a big enough stockpile 
of steel to carry it 45 days into 
the 1960 model run in case of 
a steel strike in July, President 
L. L, Colbert said here last week. 

“We don’t aim to get caught 
in a bind like we did when Pitts- 


burgh Plate Glass Co. went on 


strike,” he said. “That situation 
cost us roughly 100,000 units of 
production.” 








this | 


posal, but feels that the required 
40-hour week would hurt dealers 
in the amount of overtime they 
| would have to pay.” 
The convention approved a 
| House measure providing that deal- 
ers may exclude from gross income 
finance reserves under the accrual 
method of accounting. 
| In another resolution, the associ- 
ation asked that a State law im- 
posing a $2,000 ceiling on new cars 
|the State purchases be amended 
|to provide at least a $2,500 ceiling 
David G. Reese, president of 
| the Pennsylvania Automotive 
| Assn., told the 500 dealers they 
should aim for a steady profit in 
parts and service departments as 
well as in new and used car sales. 
Jack F. Wolfram, Oldsmobile 
general manager, forecast a market 
of “eight million new passenger 
cars by 1965.” 
| The association elected the fol- 
| lowing: 
| R. EB. Bickelhaupt, Clinton, 
| Bickelhaupt Motor Co. (Studebaker- 
| International Harvester), presi- 
dent; Don J. Cornelison, Atlantic, 
Cornelison Motor Co. (Ford-Mer 
|cury), first vice-president; M. 0. 
Kahn jr., Newton, Sanders Motor 
| Co. (Dodge-Plymouth), second vice 
president, and Howard R. Howlett, 
Des Moines, O’Dea Chevrolet Co, 
| treasurer. 


Lowman Heads Sealer Unit 


WALLA WALLA, Wash. — Dave 
Lowman has been named president 
of the Walla Walla Auto Deales 
Assn. Darrell Coyle has been elected 
vice-president and William Me 
Laughlin, secretary-treasurer. 







































2-Millionth DeSoto— 


L. L. Colbert, left, president, Chrysler 
Corp., watches J. B. Wagstaff, DeSoto 
general manager, put finishing touches 
on the 2-millionth DeSoto completed dur- 
ing the company's 30th anniversary year. 
DeSoto built the first million in 20 years, 
and completed the second million in half 
the time. 


cessful year.” 
Meanwhile, Sydney A. Skillman, 


The firm asked to be permitted| general sales manager, reported re- 
to remain in business by making) tail sales of S-P products in the 


first 20 days of March ran 13.7 
percent ahead of the total for the 
like period of February. 

He said the backlog of orders 
remains high. Cars produced in the 
first three weeks of March totalled 
12,975, compared to 12,262 in the 
like period of February. 


Plymouth Notes 
Gain for 2 Options 


DETROIT. — Plymouth’s con- 
cealed luggage compartment, op- 
tional on the six-passenger station 
wagon, is becoming one of the most 
popular extra equipment items in 
the Suburban line, the firm said. 

Thus far in the 1959 mode] run, 
39 percent of all six-passenger 
wagons have been ordered with 
the concealed compartment, Plym- 
outh said. The compartment, lo- 
eated beneath the floor at the rear 
of the wagon, has a capacity of 
seven cubic feet and can be locked. 

Another optional item gaining in 
popularity is the power-operated 
tailgate window, Plymouth added, 
having been ordered on 23 percent 
of six-passenger wagons. 


























Universal Sign Language— 


Understandable anywhere in the world—that's the key to the universal sig® 
language found on the instrument panel of the German-built Taunus. Reading from 
left, the pushbuttons indicate the following: Parking lights, headlights, instrument 
panel lighting, optional equipment such as fog lights, blower fan and windshield 
wipers. Focusing attention on the symbols are young women from Ireland, Poland, 
Scotland, Korea, Italy and France, all employes of Ford Motor Co. The Taunus # 
sold and serviced through a number of Ford Motor dealerships in the U. S. 





MIs SS athlebetstias 
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cme SHREZT 2ERPTR SPEC 


LOOK INTO THE PRINZ TODAY 


Look at these features: NSU German-made, air-cooled rear 
engine gives up to 70 mph, up to 50 mpg; 4-speed shift; great 


Be re GAAP = 


: vision; room for the family; front luggage trunk; real design 
: beauty. A European history of tremendous road-ability, corner- 
‘ling qualities, mountain-climbing pep! Fabulous low price! 


ae 
; 


FOR ALOOK AT VOLUME SALES 


$1398 
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P.0.E. N.Y. HIGHER IN THE WEST 





TO LL 





Come to the International Automobile Show, April 4th to 12th at the New York Coliseum, and see the Prinz plus a new model, the NSU Sport Prinz 


FADEX COMMERCIAL CORPORATION: U.S. IMPORTERS OF NSU PRINZ: BMW.ISETTA ‘300"- BMW “600” 


EXECUTIVE OFFICES: 487 Park Avenue, New York 22, PLaza 1-7200. NEW YORK SPARE PARTS CENTER: 421 East 91st Street, New York 28, TRafalgar 6-7010 
WESTERN DISTRICT OFFICE AND PARTS CENTER: 319 Van Norman Road, P.O. Box 442, Montebello, California, RAymond 3-1348 
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Despite Winter Storms . . 


AUTOMOTIVE NEWS, MARCH 30, 1959 


Business Upswing Continues 


By Kenneth C, Kelley Jr. 
Staff Writer 

—— business pace continued 

moving ahead through the last 
weeks of winter with most areas 
reporting solid gains, monthly 
bulletins from the regional Federal 
Reserve banks show. 

However, the winter of 1958-59 
was one of the most severe in 
decades, Many of the soft spots 
reported across the nation can 
be traced to the severe weather. 
As reflected by bank debit re- 

ports, all areas of the nation are 
showing gains. The amount of 
money changing hand by check in 
February was higher than the 
year-earlier total in all of the Fed- 
eral Reserve districts. 

Here’s what the individual Fed- 
eral Reserve banks have been say- 
ing about business conditions on 
the district level. 


* * * 


New England 


ILE the usual winter slump 
can be noted, the New England 
economy is showing far greater 
strength than it did last year, ac- 
cording to the Boston FRB. 
Nonfarm employment is no 
lower than it was a year ago 
and the number drawing unem- 
ployment is down. 


Construction contract awards! 
and electric production are running | 


well ahead of the year-ago totals. 
The number of business failures 
is down and the number of new 
businesses being incorporated is 
running well ahead of the 1958 
total. 


* * * 


New York 


7 nation’s money market re- 
mains “moderately tight,” the 
New York FRB reported. 

A major factor in determining 
credit conditions is the Treasury’s 
operations in handling the Fed- 
eral debt, Not only are Federal 
offerings soaking up large 
amounts of capital but the 
Treasury is also finding it some- 
what difficult to market Federal 
securities, even at attractive 
rates. 

In recent weeks, the nation’s 
banks have found themselves bor- 
rowing more heavily from the 


Alabama Dealers 


Get Profit Tips 


NADA Seminar 
Accents Convention 


By Stuart Riddle 
Staff Correspondent 

BIRMINGHAM, Ala. — Smaill- 
town dealers can make a profit if 
they “throw away the blackboard, 
quit looking at unit sales and 
check their gross.” 

That advice was given to the 
24th annual convention of the 
Alabama Automobile Dealer’s 
Assn. here by Dave Reese, an 
a dealer in Drexel Hill, 

R. S. Hick, Decatur, was elected 

association president; Charles W. 
Slayton, Union Springs, first vice- 
president; Blaine Brownell, Bir- 
mingham, second vice-president; J. 
L. Rouse, Montgomery, third vice- 
president, and Forest McConnell, 
Montgomery, secretary-treasurer. 

Reese’s remarks were made in 
the course of NADA’s Profit Semi- 
nar staged at the convention under 
the direction of John E. Binns, 
director of NADA business man- 
agement services. 

In other convention talks, W. 
Heartsill Wilson, assistant to the 
sales vice-president of Plymouth, 
spoke on “Dynamic Selling;” E. 
Robert Langley, an Oldsmobile 
dealer in Jacksonville, Fla., dis- 
cussed “The Metropolitan Mar- 
ket,” and Harry Vickery, a Hous- 
ton (Miss.) dealer had as his 
subject, “The Country Store.” 

At the evening banquet, a plaque 
Was presented to Don Drennen, a 
Birmingham Buick dealer, as “Mr. 
Automobile ‘Dealer of Alabama for 
1959. 

About 400 dealers attended the 
convention. 





Federal Reserve System, an indi- 
cation that the supply of loanable 
funds is short. 

* +” * 


Philadel phia 
_— pickup in employment is 
lagging even more in the Phila- 


delphia district than it is nation-| 
ally, according to the Philadelphia 


FRB. 

However, the average hours 
worked in the factories of the 
district are going up at a rate 
faster than the U. S, rate, 


The bank observed that these | 


conditions may be due to the 

concentration of heavy industry in 

the district, with recovery coming 

more slowly to heavy industry than 

to other segments of the economy. 
+ aa ~ 


Richmond 


A MILD recovery may be in the 
ecards for cotton, a crop that 
once was king in Virginia and the 
Carolinas, the FRB of Richmond 
observed. 

The area which once produced 
one in every five bales of cotton 
grown in the nation has seen its 
leading position taken away by a 
number of developments, includ- 
ing the boll weevil, higher yields 
in other areas, depression-surplus 


| problems and the growth of syn- 
thetic fibers. 

| Favorable aspects in the future 

jinclude the remaining large de- 

|mand for cotton, cotton’s advan- 

tages over synthetics, 

use of cotton in clothing and the 


| benefits of textile research. 
* * * 


Deep South 


4 Deep South present a mixed 
| picture, statistics published by the 
| Atlanta FRB show. 
| While nonfarm employment is 

holding steady, the number em- 

ployed by the district’s manu- 
facturing firms moved up in the 
most recent month reported, 

While there was a slight dip in 
department store sales, the volume 
of furniture stores in the district 
shot up 13 percentage points, 

= = + 


Cleveland 


HE Cleveland Federa] Reserve 
District, which includes such 
steel centers as Pittsburgh, Cleve- 
land, Youngstown, Canton and 
Lorain, is becoming less dominant 
|in the steel industry, according to 
the Cleveland FRB. 

Where the district had 45 per- 
| eent of the nation’s steel-making 
| (Continued on Page 66, Col. 4) 





60 Million Calls for Help... 
AAA Report on Service 


WASHINGTON, — Battery and 
electrical failures have continued 
to be the primary cause of auto 
breakdowns, according to the 
American Automobile Assn.’s an- 
nual study of car service calls. 

For the 56,751,000 passenger cars 
registered in the U. S, during 1958, 


there were 60,497,000 calls for help. | 


Although total car registration rose 
slightly less than one million in 
1958 over 1957, breakdowns jumped 
by 5.6 million. 

The association attributed 
much of the increase to the 
slump in new-car sales, which 
meant that many motorists were 
trying to stretch an extra year 
out of their older cars. 

Flat tires, the historic trouble 
leader, were runner-up for the sec- 

ond successive year to battery and 
electrical failures. 

The extreme weather conditions 
in most parts of the country during 
January, February, March and De- 
cember of 1958 contributed to the 
huge number of drained batteries 
and electrical problems, but AAA 
spokesmen added that the situation 
was aggravated by the large num- 
ber of electrical accessories in- 
stalled on cars during the past 
several years. 

Still another contributing cause 


Two-Car Promotion— 


Hine Pontiac has introduced a new 
concept in automobile buying and selling 
in Dallas. Hine's plan, called the “Two- 
Car Economy Package,” is designed to 
make it easy for customers to become a 
two-car family. It allows a customer to 
buy two cars, a Pontiac and a Vauxhall, 
with one down payment and one monthly 
payment. John Hine, president, shown 
delivering one of the first double sales 
to a Dallas family, said the company 
delivered 19 Pontiacs and six Vavuxhalls 
on the first day of the promotion. 


was motorist neglect. The AAA 
pointed out that batteries are too 
often taken for granted, seldom 
checked and allowed to sink to 
| their lowest ebb during the winter 
| months. Most of the batteries that 
fail are put back into service after 
being re-charged, it is found. 

| Ignition trouble, recorded sep- 
| arately from battery and electrical 
problems, scored third in the list 


|up the largest numerical gain—up 
almost one million calls over 1957. 
The AAA again blamed the 
weather for this increase. 


The report gave several indi- 
cations that motorists are devel- 
oping better driving habits, Al- 
though there was a slight 
numerical gain in the use of tow 
and wrecker equipment, percent- 
agewise such calls dropped from 
11 to 10, There was also a reduc- 
tion in the percentage of cars 
that became stuck in mud and 
snow. Wider and more intelligent 
use of chains and snow tires was 





the probable explanation of this, 


the AAA said. 


Motorists also seem to be less 
forgetful than they were in past 
years. The AAA says the trend has 
been to fewer “out of gas” calls, In 
1958, the number dropped to 1,827,- 
000—a postwar low which moved 
the dry tank to eighth on the list. 
Calls for the aid of a locksmith to 


increasing | 


CONOMIC conditions in the} 


of motoring headaches and racked | 


Late Report... 


last week declined $5 to $1,079, 





YUMA, Ariz.—The purpose of the 
NADA questionnaire on territory 
| security is to find out what the 
members really want their organ- 
ization to strive for, H. L. Galles 
| jr., NADA president, told the an- 
nual convention of the Arizona 
Automobile Dealers Assn. 


He added that NADA need not | 


withdraw from an issue simply 

because it is controversial. 

The questionnaire, which has 
been mailed to NADA members, 
asks several questions about vol- 
ume, makes handled and trading 
area, but the final question is the 
| important one. 

It asks the dealer to state his 
position on permissive legislation 
which would allow an auto maker 
(if he and his dealers so desire) 
to include in his selling agreement 
a provision which would “increase 
the dealer’s incentive to concen- 
trate his sales and service efforts 


Towa Bill Bans 


| Sunday Car Sales 


DES MOINES.—The Iowa Senate 
|has passed the bill to ban Sunday 
sales by new and used-car dealers 
j}and has sent the measure to Gov. 
| Herschel Loveless, who is expected 
| to sign it into law. 

The bill, which was the main leg- 
islative goal of the Iowa Automo- 
bile Dealers Assn., had been ap- 
proved earlier by the House. 

Before final passage the Senate 
beat down an amendment which 
would have permitted Sunday sales 





| but would have required delivery 


of the vehicle on some other day 
of the week. 








help drivers who lost or forgot 
their car keys slipped from 10th to 
1lth place on the roster. 


A substantial gain in the number 
of stranded motorists with mal- 
functioning starters was noted, and 
the AAA said this substantiated the 
theory that more older cars on the 
road were largely to blame for the 
increase in breakdowns. Starters 
rarely give trouble until they have 
been in service for many years, the 
association pointed out. 


The following shows the percent- 
age of each major motoring prob- 
lem as projected from road-service 
calls: 


1958 1957 
Percent Percent 


Type of Service 
1. Battery & 
24.23 

22.93 

13.51 

10.93 

5.26 

3.18 

3.59 

3.41 

2.04 

1.49 

1.58 

1.22 

6.63 


100.00 
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Something for the Boys— 

The French training cruiser Jeanne D'Arc 
had no more than touched dock in San 
Francisco when a sailor unlimbered his 
camera to snap a picture of one of his 
shipmates and the first American to greet 
them—Mary McDaniels, a former student 
at the University of Sorbonne in Paris. 
They're posing in the Renauit Dauphine 
which Capt, P. Dartiques, the ship's com- 
mander, uses during visits at various ports 
of call. The Jeanne D’Arc's sister ship, 
La Grandiere, also carries a Renault for 
the use of its captains. The ships, carry- 
ing 900 midshipmen, officers and enlisted 
men, will spend a week in San Francisco 
before continuing their round-the-world 
training cruise. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


with most strength shown in the 


middle price ranges, according to Automotive News’ index. 

The price of ’55s went up $10 and ’56s advanced $6, while ‘54s 
remained unchanged from the previous week, These three models 
showed greatest strength in the market a week earlier, as well. 

Losses last week amounted to $16 on ’59s, $14 on ’57s, $12 on '52s, 
$10 on °58s and $4 on ’53s. A new low was established for ’57s and 
the previous low for 53s was matched. 


At a group of representative auctions last week, the average con- 
signment was a record 266.1 units, compared with 243.6 units a week 
earlier. The sales ratio fell to 68.3 percent from 70.0 percent. 


Auction reports begin on Page 50. 


‘Purpose of Security Poll 
Detailed at Arizona Parley 


|in his factory-assigned area of re 
sponsibility.” 

Galles also declared that 

| NADA’s directors and officers 
represent a true cross-section of 

| the American automotive scene. 

| A high percentage of the direc- 
tors head dealerships which sell 
fewer than 200 cars per year, he 
said. 

Another speaker was Robert R 
Gros, vice-president, Pacific Gas 
| & Electric Co. He said that as busi- 
ness leaders in their communities, 
auto dealers must lead the way to 
assure America’s industrial suprem- 
acy despite the Communist worlds 
| avowed goal of overtaking the U.8& 
economy in a few years. 

He pointed to the healthy condi- 
| tion of U. S. business despite the 
| 1958 recession, which he called one 
| of the shortest such downturns in 
the nation’s economic history. 

Louis V. Mason, Douglas, was 
elected president of the associa- 
tion, succeeding Lee J. Beaudry, 

Tucson. Other officers are Walter 

Bennett, Flagstaff, vice-president, 
| and Robert J. DeRosier, MeNary, 
| secretary-treasurer. 

Other board members elected 
were: J. G. Langham, Globe; Carl 
| Reinemund, Safford; Harold Smith, 
Clifton; C. M. Berge, Mesa; Roy 
|Dunton, Kingman; Bert Hatch, 
Winslow; Dean Coulter, Phoenix; 
Robert W. Paulin, Tucson; James 
Garrett, Coolidge; Mel Spencer, 
Nogales; Quenton Craft, Prescott, 
and William M. Clay, Yuma. 


‘Court Frees 7 
In Detroit Area 
Sales-Tax Racket 


DETROIT. — Seven Detroit ares 
persons have been freed of charge 
of participating in a new-car racket 
cheating Michigan out of sales-tat 
revenues. 

Recorder’s Judge John P, O’Hara 
approved the dismissals on grounds 
of insufficient evidence. 

The seven are: 

Sandy Rund, president of Rund 
Motor Sales; Clifford O. Steward 
assistant general sales manager of 
Shalla Chevrolet who was general 
used-car manager of Don McCul- 
lagh, Inc., at the time of the al 
leged offense; Ralph Sparr, sales 
manager of Dexter Chevrolet Co. 

Mrs, Catherine T. Doll, a billing 
clerk for Don McCullagh at the 
time: Mrs. Ruth Ash, Richard RB 
Shalla, president of Shalla Chevro- 
let, and James Lee, sales manage? 
of Jim Davis Chevrolet who was 
assistant general manager of T. A 
Grissom Chevrolet at the time. 





Calif. Kills Move to Bar 


Car Sales in Smog Fight 


SACRAMENTO, Calif.—A pro- 
posed ban on the sale of new 
cars unequipped with smog-con- 
trol devices was dropped from an 
exhaust-curb bill passed by the 
State Senate and sent to the 
House. 

The bill directs the State Pub- 
lic Health Department to deter- 
mine the maximum allowable 
emission from motor vehicle ex- 
hausts which would not be dan- 
gerous to human health, 

a TTR 









me PAR N BY STUDEBAKER 


IS BEING 


RENTED 


FOR 30% LESS, 
: YET WITH THE SAME PROFTT RETURN 












the . . . . . 

¢ > Evidence has accrued proving that Rental Companies can rent 2-door, six cylinder Larks 
for as much as 30% less than conventional rental cars and still return at least the same profit. Why? 
Very simple. > The Lark costs less than other six-passenger rental units. It seats its six pass- 


engers comfortably and goes a significantly longer distance on a gallon of regular gas. Its 1414 foot 


PRERBSSER SFR hs 


length gives you a bonus saving of 18 sq. ft. of parking space over conventional cars. > (Multiply 
that by the number of cars in your fleet.) Insurance and repair costs are also lower. The Lark’s 


«1 bolt-on grille assembly and fenders cut sheet metal repair expenditures and reduce time in the 


- shop. > People everywhere (your customers) are talking Lark. The word’s around. It’s fun to 
4 drive; it’s smart; it has consumer acceptance. And, in addition, high resale value is assured. > 
‘al 

il 

+ | It’s the perfect car for rental or fleet use. 

ig 

R 

* BASK THE COMPANY THAT OWNS A FLEET: 

. TAX! COMPANIES: Peoples Cab Co., Pittsburgh; Dynamic Cab Co., New 


York City; American Cab, Kansas City; Yellow Cab Co., Spokane 
National Cab Co., Richmond. 


MUNICIPALITIES: City of Memphis, City of Cedar Rapids, City of 
Kansas City, Metropolitan Miami, City of Phoenix. 


BUSINESS CONCERNS: Dallas Power & Light Co., Peoples Gas Co., 
Pacific Gas & Electric, Armour & Co., and many others, including major 
, telephone companies across the country. 


STATES: State of California, State of Indiana, State of Iowa, State of 
Louisiana, State of Nebraska. 






FOR MORE INFORMATION, WRITE TO MR. A. E. FITZPATRICK, MANAGER, FLEET DEPARTMENT, STUDEBAKER-PACKARD CORPORATION, SOUTH BEND 27, INDIANA 
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Dealer Law Assailed ... 
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Ford Pleads ‘Fifth’ 
In Good-Faith Suit 


SAN FRANCISCO. — Ford Motor! by granting a right of action to 
| dealers against manufacturers, but 


Co, has pleaded the “Fifth Amend- 
| not to manufacturers against deal- 


ment” in a defense against a suit 


under the Automobile Dealer Fran- 
chise Act of 1956. 

Ford maintained that the statute, 
known in the trade as the good- 
faith law, violates the Fifth Amend- 
ment of the U. S. Constitution in 
that it “deprives defendent (Ford) 
of its liberty and property without 
due process of law.” 

The Ford statement was made 
in reply to a suit entered in U. S. 
District Court here by Raleigh 
R. Leach Co., a Ford dealer in 
Oakland from 1939 until it re- 
ceived a termination notice last 
Oct. 2. 

Leach sued Ford for $4,843,500 
under the good-faith law, claiming 
treble antitrust damages under the 
Clayton Act. The termination ac- 
tion was termed “arbitrary and 
capricious,” and Leach accused the 
factory of setting “arbitrary and 
unrealistic” sales quotas. 

By calling the good-faith law un- 
constitutional, Ford became the 
third car manufacturer to adopt 
such a position in a court proceed- 
ing. Chrysler Corp. and American 
Motors used the unconstitutionality 
argument previously. 

Fifth Amendment violations 


ascribed to the good-faith law by} 


Ford are as follows: 


1. It is “incomprehensible, vague, | 


indefinite and uncertain.” 

2. It “arbitrarily discriminates 
between automobile manufactur- 
ers and manufacturers in other 
fields.” 

3. The law “arbitrarily discrimi- 


nates between automobile manu-| 


facturers and automobile dealers 





First Indictment 
For De-Stickering 
Approved in N. C. 


SALISBURY, N, C—Brown Man- | 


gum, Charlotte (N. C.), Volkswagen 
dealer, was indicted by a Federal 
grand jury here on eight counts of 
selling automobiles after the manu- 
facturer’s price labels had been 
removed. 

The warrant charges that he “did 
willfully remove and cause to be 
removed” the price stickers be- 
tween Nov. 7 and Jan. 7. 

The indictment is believed to be 


the first of its kind brought under | 


the law passed by Congress last 
July, which requires that labels 
remain on new cars until they are 
delivered “to the actual custody 
and possession of the ultimate pur- 
chaser” 


or a year in jail, or both. 


Mangum originally was charged | 


Feb. 4 at Charlotte under the Fed- 


eral Code, but the case was dis-| 
missed when it was found that the | 


code section dealing with the law 
contained a typographical error. 
This time, the case was brought 
under the law as enacted, 

Trial of the case is scheduled for 
the April term of U. S. District 
Court at Charlotte. 

In six of the counts, Mangum, 
who operates Brown’s Motor Co., 
Inc., 1410 W. Morehead St., is 
charged with removing price stick- 
ers from Volkswagens. In two 
counts he is alleged to have re- 
moved prices from Karmann-Ghias. 

The case was brought by Assist- 
ant U. S. District Attorney William 
J. Waggoner under the new Auto- 
mobile Information Disclosure Act. 





Louisville Sticker Plan 

Illegal, Kentucky Rules 
LOUISVILLE.—The plan to put 
windshield stickers on cars which 
Pass voluntary safety inspections 
here would violate State law, the 
_ attorney general’s office has 
ruled, Start of the program had 
been delayed pending a ruling. 
However, the office said the 





ers.” 
4. It “arbitrarily and unreason- 
ably interferes with defendant’s 


freedom of contract.” 

5. It “purports to grant an auto- 
mobile dealer a right to damages 
for acts of defendant in perform- 
ing its contract with such dealer.” 

6. The law “impairs the obliga- 
tion of automobile manufactur- 
ers’ contracts with their dealers, 
including those of this defend- 
ant.” 

No Federal District judge has yet 
ruled on the constitutionality of the 
good-faith law, although Judge 
Ralph M. Freeman in Detroit has 
had under advisement for nearly 
three months a Chrysler motion 
asking dismissal of a former deal- 
er’s suit on such grounds. 


American Motors asserted uncon- 


stitutionality as a second defense | 
in a former New York dealer’s suit | 


heard before a New Jersey judge, 


but the suit was dismissed on a} 


summary judgment and the judge 
did not address himself to the legal- 


ity question. Staten Island Motors, | 


the plaintiff against AMC, has de- 
cided not to appeal the District 
judge's decision. 


In answering the Raleigh Leach 





and which provides a} 
maximum penalty of a $1,000 fine | 





charges, 


good-faith law 


“invades the powers reserved to 


|the states under the Tenth Amerid- 


ment,” Ford argued. 

Raleigh Leach, the company 
said, failed to accuse the com- 
pany of acting in bad faith be- 


tween the time it signed a new | 


franchise agreement in 1957 and 


receipt of the termination notice | 
last fall. A hearing before the | 
Board was | 


Ford Dealer Policy 
held Oct. 22, 1958, and Ford re- 
affirmed its notice of termination 
Dec, 9. 


Ford declared that the) 
“unlawfully dele-| 
gates to the judiciary the legisla-| 
| tive powers of Congress.” It also 


—_ 





Ford Anniversary— 


A. D. Dorsett jr., left, Ford dealer in 
Salisbury, N. C., and a member of the 
first class of the Ford Merchandising 
School in 1947, stands ready to receive 
the first piece of the school’s 12th anni-| 
versary cake from J. O. Wright, Ford | 
general manager. Ford dealers attending | 
the anniversary observance in Dearborn 
heard Wright say that nearly 5,000 men 
have graduated from the various train- 
ing courses since the school was founded. | 
More than 1,000 graduates have become 
dealers, and the others have assumed 
management posts in the merchandising 
end of the Ford business. 


Slichter’s Bombshell . . 


Auto Mechanics Tally Up 
Decade of Wage Gains 


By Frank Gawronski 
Staff Writer 

UTOMOBILE and truck me- 

chanics who are members of 
the International Assn. of Machin- 
ists are earning an average of $2,- 
100 more for a full year’s work than 
they were a decade ago. 


The steady raises which IAM 


|mechanics have been negotiating 
| for the past 10 years 


have increased pay 

rates by a total of 

$1.01 an hour, ac- 

cording to a report 

released by the Ma- 

chinists’ Grand Lodge Research 
Department. 

In a full year, 2,080 hours of 
work, that makes a $2,100 differ- 
ence in pay, Carl Huhndorff, IAM 
research director, noted. 

Last year’s 16-cent average in- 
crease was the largest in the 
past 10 years, The smallest aver- 
age increase was of 5 cents an 
hour negotiated in 1949. 

Starting with a $1.60 wage rate in 


1948, the annual average increase | 


Foe of ‘Sacred Cows’ 


By William Uliman 
Washington Bureau Chief 
WASHINGTON. — Opening hear- 
ings before the Senate-House Joint 
Economic Committee with regard 
to problems and prospects of the 
American economy, Dr. Sumner H. 
Slichter, of Harvard, put in all of 
the first day jolting the 16-member 
panel with such observations as 
these: 

1. The way to solve the present 
unemployment problem is for the 
Federal Government deliberately 
to “plan a deficit of several 
billion dollars in the cash budget 
for the fiscal year 1960.” 

2. This might be mildly inflation- 
ary, he said, but the way to restrain 
prices from rising would be to cut 


The dealer “failed to provide ade-| tariffs and abolish import quotas. 


quate representation for defend- 
ant’s products and failed in their 
obligations to defendants,” Ford 


| said, 


Moreover, said the factory, Leach 


| “failed to act in good faith within 


the meaning of the Automobile 
Dealer Franchise Act of 1956.” 
The latter defense by a manufac- 
turer is specifically permitted in 
the good-faith law, which defines 


|good faith as “the duty of each 


party to any franchise, and all of-| .¢ american employers to wage de- 


ficers, employes or agents to act 
in a fair and equitable manner 
toward each other so as to guaran- 
tee the one party freedom from 
coercion, intimidation or threats 
of coercion or intimidation from 
the other party.” 

Dealers are allowed to sue 
manufacturers failing to act in 
good faith in performing or com- 
plying with any franchise terms 
or in terminating, cancelling or 
not renewing franchises. 

The Leach dealership is a co- 
partnership composed of Raleigh 
R. Leach, his wife Gladys V. 
Leach and their sons, Eugene R. 
and Russell A. Leach. 





Japanese Three Wheelers— 





3. “If you are not willing to do 
that,” he declared, “you shouldn't 


|}complain about rising prices.” 


4. At the moment, asserted the 
Harvard professor, prices are rela- 


| tively steady and inflation is not 


creeping. 

5. “Foreign competition,” Slichter 
testified, “by making it more diffi- 
cult for American firms to pass on | 
increases in labor costs to cus- 


| tomers, would stiffen the resistance 


mands and would retard the tend- 
ency of rising wages to push up 
prices.” 

Slichter drew smiles from the 
panel, and laughter from the 
audience, when, in apparently | 
grim earnestness, he said that | 
Congress should start at once on 
“a program that would gradually 
eliminate all duties and quotas 
within the next 10 years.” 

“What do you think would hap- 
pen to the American auto industry 
if we did that?” he was asked by 
Rep. William Widnall, New Jersey 
Republican. 

“It would go on making cars,” 





These 12-horsepower Daihatsu Trimobile models will be on exhibit at the Interna- 
tional Auto Show in New York Apr. 4-12. At the left is a back view of a utility wagon 
and at the right is the “Versatile” pickup with metal cover. Prices start at $999.50. 


and, of course, 
same time to raise prices.” 





replied Slichter, adding that “as a 
matter of fact more competition 
would be a good thing for American 
industry.” 

The Harvard economist insisted 
that the most important anti infla- 
tionary step the Federal Govern- 
ment could take would be to cut 
tariffs and abolish import quotas, 
“thereby exposing American indus- 
try to more competition from 
abroad.” 

Just now the economy needs to 
push up purchasing power, which 
would accelerate buying and result 
in economic growth, Slichter told 
the committee. 

Larger personal consumption 
is needed, he said, but this is 
unlikely to come from tax cuts 
which are “out of the question 
because of the bad state of Gov- 
ernment finances” and there is 
no likelihood that people will dip 
further into personal savings. 

“This leaves wage increases as 
the principal source of additional 


personal consumption expenditures | 


during 1959,” he said. 

“Wage increases are a strong 
stimulant to the economy—they 
generate expenditures and incomes, 
they tend at the 


Slichter was quite critical of 
that school of economists who 
claim that the rising prices of re- 
cent years have been caused by 
employers artificially raising prices. 

“The facts do not support this 
charge,” he said. “One must ex- 
pect a strong seller's market to 
be accompanied by some arbi- 
trary price increases, Neverthe- 
less, such increases do not ex- 
plain much of the rise of prices 
in recent years because profit 
margins have dropped, not in- 
creased.” 

The Harvard economist was the 
lead-off witness in what is planned 
to be a year-long delving into the 
state of the American economy. 
Senator Paul Douglas, Illinois 
Democrat, is chairman of the in- 
quiry committee. 

Douglas thanked Slichter for his 
ideas and noted, more or less rue- 
fully: “During your visit with us, 
you certainly have kicked a lot 
of sacred cows around.” 





Rambler Sales Reach 
Third Highest Rate 


DETROIT.—The third largest 10- 
day sales total in Rambler history 
was posted in the March 11-20 
period with retail deliveries of 10,- 
017 units, it was announced Thurs- 
day by Roy Abernethy, vice-presi- 
dent of automotive distribution and 
marketing. 

In the first 20 days of March 
dealers sold 18,197 Ramblers, more 
than were sold in the entire month 
of March last year when deliveries 
totalled 14,139 cars, Abernethy said. 











come-tax evasion. 


amounted to 5 cents in 1949, 343 
cents in 1950, 8 cents in 1951, 7 
cents in 1952, 15 cents in 1953, g 
cents in 1954, 10 cents in 1955, 14 
cents in 1956, 8 cents in 1957 ang 
16 cents in 1958. 

The wage report is based upon 
annual surveys conducted by the 
IAM research department. 

« + * 


AEE Machinists report re. 

vealed that employes in 6 
more shops and plants across the 
country voted for the IAM as their 
union in National Labor Relations 
Board elections during the last 
three months of 1958. 

Dealerships whose employes 
voted for the Machinists include 
Ray Clanton’s East Georgia Mo- 
tors (Lincoln-Mercury), Savan- 
nah, Ga.; Frank Mere Mercury, 
Inc., Bedford, 0.; W. T. Smith 
Buick Co. and McKethan Olds- 
mobile, Inc., both of Charleston, 
S. C.; Nodell Cadillac, Inc., and 
Jaeger Oldsmobile, Inc., of Mil. 
waukee, and Globe Motors, Inc. 
Savannah, Ga. 

In Montreal, a two-year contract 
renewal providing for wage in- 
creases and better vacations, layoff 
and seniority clauses has been ne- 
gotiated by Machinists Lodge 869 
at Rolls-Royce of Canada, Ltd. 

Wage increases of 8 to 15 cents 
an hour are payable immediately, 
with a further increase of 8 cents 
an hour and a cost-of-living pay- 
ment up to 6 cents an hour due in 
1960. Top machinists’ rate in 1960 
will be $2.27 an hour. 

Meanwhile, the Teamsters Union 
has suffered a setback in its cam- 
paign to organize service depart- 
ment employes at dealerships in the 
South. 

The Teamsters’ drive was halted 
when employes voted against rep- 
resentation by Teamsters Local 398 
in NLBR elections at five dealer- 
ships in West Palm Beach, Fla. The 
dealerships and the results of the 
votes are as follows: 

Blank & Smith, Inc. (DeSoto), 
16-1; Florida Dodge-Chrysler, 11-3; 
Stewart Pontiac Co., 15-5; Gulf 
Stream Motors, Inc, (Studebaker), 
13-1, and Palm Beach Motors, Inc, 
13-1. 

In the steel industry, the United 
Steelworkers will meet Apr. 30 and 
May 1 to draft wage demands for 
presentation to steel producers in 
negotiations scheduled to start May 
18 in New York. 


U.S. Fines Mass. Dealer 
$3,000 for Tax Evasion 


BOSTON.—Llioyd I. Small, presi- 
dent of Broadway Chevrolet Corp, 
Somerville, was fined $3,000, given 
a six-month suspended jail term 
and placed on probation for two 
years in Federa] Court here after 
pleading guilty to charges of in- 








Story of Goodwill— 


Graham Greenberger, center, young 
Australian winner of the Victoria Autome 
bile Chamber of Commerce Scholarship for 
Overseas Mechanics Training, has com 
pleted his two-year course at Val Strougl 
Chevrolet Co. in Oakland, Calif., and i 
ready to return home—fully qualified 
manage the largest automobile servict 
shop. Amos T. Crowl, right, managef 
Northern California Motor Car Dealers 
Assn., and Vern Richards, Val Strough 
general manager, present a plaque ' 
Greenberger during a luncheon in his 
honor. It was Crowl and Richards wh? 
arranged visas, posted salary guarantees, 
found living quarters, checked and fe 
checked the many details that enabled 
Greenberger to complete the course. 
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It Pays To Be A Rambler Dealer... 








| Rambler Dealer 
| Profits Average 


| 9 Times Greater 
| Than Industry As AWhole! 


@ Rambler Popularity Means 
More Profitable Sales. Pros- 
pects Say—“I Want That 
Car!” 


@ 1959 Rambler Sales Up 145% 
Over Same Period Last Year 
... Gives Dealers Profitable 
Volume. 


a eo 


@ Rambler Quality Construc- 
tion Cuts ‘“Pre-Delivery” 
Time and Cost... Means More 
Satisfied Customers. 


Wouldn’t You Like to Go and Grow with Rambler? 


* Profit as percent of sales based on Industry Operating Averages as reported in Automotive News, February 23, 1959 


We Have the Product for the 


Exploding Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
in Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 












MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
Dear Sir: Will you please provide me with more complete informa- 


tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Feir and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of 
governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Case of Cautious Prospect 
And Today's Cars 


TIME goes on there will be increasing public specula- 


Ss 
A tion over the smaller cars to be introduced by General | 


Motors, Ford and Chrysler. 


Such speculation will tend to cause many of this year’s 
prospective buyers to wonder if they should not wait to see 
what 1960 brings to the auto market. Even among sales- 
men and dealers this idea creeps in. You hear them indicate 
that they are waiting for the smaller cars. 


The thought that salesmen must guard against is that 
the smaller cars will sweep cars of today’s size off the 
market. 


When you examine this idea, it is obviously ridiculous. 
There is no denying that the small cars of Europe and the 
compact cars of America have appeal to American buyers. 
They have carved out a market for themselves. They will 
gain a larger market with the new entries. 

But, remember this: The so-called big cars that hold 
the bulk of today’s market got that way in response to 
public demand. Auto makers do not build cars to please 
themselves. They build them to fit the dreams of the ma- 
jority of auto buyers. 

The variety of offerings of American auto makers will 
be broadened with the introduction of compact cars, but 
the offerings will still include cars as long and as low and 
as powerful as today’s cars. 

And with these cars priced within $100 to $300 of the 
smaller cars, do you think they will have no appeal? 

We are not discounting the compact-car market. We are 
sure it will grow. 

But if you are faced with a hesitant buyer, you may in 
all honesty assure him that cars of today’s size are here to 
stay. 





ine and oll taxes, collected by states and federal | 
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Coming 
Events 


Dealer Conventions 


Apr. 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Garden City 
Hotel, Garden City, Long Island. 

Apr. 9% Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence. 

Apr. 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

Apr. 26-29—North Carolina Automobile 
Dealers Assn., Pinehurst, N. C. 
May 2-4—South Dakota Automobile Deal- 
ers Assn., Sheraton Johnson Hotel, Rapid 

City. 

May ey Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 17-19 — Texas 
Assn., Hotel Texas, 

May 21-22—Oregon 
Assn,, Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 


June 21-23—Spring Meetin fies Golf 


Automotive Dealers 
Fort Worth, 


Automobile Dealers 


Tournament, New York Stéte Automo- 
bile Dealers, Whiteface Ing, Whiteface, 
—, Ve 


June 21-24—Michigan Automobile Deal- 


ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. %11—Georgia Independent Auto- 
mobile Dealers Assn.. General Ogle- 
thorpe Hotel, Savannah. 

Sept. 13-15—Wyoming Automobile Deal- 


ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2i—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Oct. 18-19—Florida 
Assn., Hotel 
ville. 

Oct. 31-Nov. 2—Texas Independent Auto- 
mobile Dealers Assn. Hilton Hotel, 
San Antonio. Tex. 

* * . 


Auto Shows 

Apr. 412—international Auto Show, New 
York Coliseum, N. Y. 

Apr. 61!—Denver Auto Show, 
Auditorium, Denver. 

Apr. 10-12—Foreign and Sports Car Show, 
Duval County Armory, Jacksonville, Fla. 

Apr. 17-19—Cheyenne Automobile Show, 
Cheyenne. 

Feb. 10-13—1960—Automotive Service In- 


dustries Assn. Show, Colesium, New 
York City, 


Automobile Dealers 
Pobert Meyer, Jackson- 


Denver 


General 


March 31—Apr. 3— National Aeronautic 
Meeting, Aeronautic Production Forum 
and Aircraft Engineering Display, Hotel 
Commodore, New York. 

Apr. 1822—American Society of Tool 
Engineers’ Annual Meeting, Hotel 
Schroeder, Milwaukee. 

Apr. 26-30—Annual Spring Meetin 
Operations Council, American 
Assn.. Leamington Hotel, Minneapolis. 

May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York. Toronto. 

May 2%-28— Design Engineering Confer- 
ence and Design Engineering Show, 
Convention Hall, Philadelphia. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 1417—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Furum and Display, Milwaukee 

Auditorium, Milwaukee. 

Oct, 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 21- Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas Tex. 
Oct. 26-28—National Transportation Meet- 

ing, La Salle Hotel, Chicago. 

Oct, 27-28—Nationa! Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 


30 Years Ago... 


Truck 
rucking 






Automotive Cartoon 


Of the Week 
















“Good morning, gentlemen—could | have a word 
with you while you're w-a-i-t-i-n-g for your bus?” 





Letterbox 


Foe of Protection 
I am the president of the Bacons’ | uation exists not only with our cor- 


Sales Co., 
rated under the laws of California. 
Said corporation is engaged in the 
primary business of retail sales of 
new and used motor vehicles and 


holds a franchise as a Ford dealer-| 


ship from the Ford Motor Co. 

I have read a great deal of litera- 
ture concerning so-called “territory 
security” 
After discussion regarding this 
matter with the attorney for the 


corporation, with the board mem-| 


|bers of my corporation and with 
other dealers in my area, I have 
come to’ the conclusion that such 
“protective territory” would be in- 
|jurious to the industry as a whole 
and particularly to a dealership 
such as The Bacons’ Sales Co. 
The Bacons’ Sales Co., is located 
in Hermosa Beach, Calif.; Hermosa 
Beach is a small town with a pop- 
ulation of 16,000. Through extensive 
and costly advertising programs, 
our corporation has been success- 
ful in developing into one of the 
largest dealerships in California. 
These efforts would be subse- 
quently destroyed in the event that 
we.were unable to draw from sur- 
rounding cities and even counties 





The Big Stories 


Car and truck production in the U. S. and Canada for February, 
1929, was the biggest February output on record, according to the De- 
partment of Commerce, February production was listed at 497,371 
units, a gain of 4,828 over the previous record month of August, 1928, 
when 492,543 units were produced. U. S, production totalled 466,084 
units, made up of 407,589 cars and 58,495 trucks, U_ S, car production 
also set a record, the previous high being 400,593 in August, 1928. 

Chrysler Corp. rolled up a profit of $30,991,795 in 1928, as compared 
with $19,484,880 earned in 1927, according to the corporation’s direc- 


tors. 


The total number of General Motors common and preferred stock- 
holders for the first quarter of 1929 was 104,202, compared with 71,185 
in the fourth quarter of 1928 and 72,986 in the first quarter of 1928. 


—From the Files of Automotive News. 





‘Security Injurious ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


a corporation incorpo-| 


for automobile dealers.) 
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| for our course of business, This sit- 


poration, but with all other large 
| dealerships. 


I write to you to solicit your as 


sistance in defeating any legisla 
tion which would tend to make law 
this so-called “protective territory.” 
| It is the opinion of the board of my 
corporation and my personal opin- 
j}ion that the “protective territory” 
theory would more likely be a de 
structive business program.—LestTm 
C. Bacon, Hermosa Beach, Calif. 


The Auto’s Contributions 


The great contribution made by 


the automobile to a town, state and 
nation can be found 
which I presented at a recent town 
planning board meeting considering 
parking and zoning problems. 


in figures 


In the 37 years since 1920 the 
number of cars in Wellesley, 
Mass., have increased 3,000 per- 
cent, from 500 vehicles to 14,361. 
During the same period there 
was an increase of only 380 
cent, from 500 vehicles to 14,361 
number of homes. 


In one year the town took in 


$458,293 in excise taxes on 12,00 
cars and $31,000 in parking fees. 


The State averaged $45,000 in 


license fees from 18,000 drivers and 
$72,000 in auto registrations, The 
State gasoline tax netted another 
$845,000 from community drivers. 


At the Federal level the excise 


tax on 1,300 new cars totalled $360,- 
000 and the Federal gasoline tax 
added another $591,000. 


Thus in this particular year the 


auto contributed a total of $2.5 


million to the town, State and 
nation. 


In addition, 60 percent of all 


Massachusetts insurance policies 
are for autos and this contributed 
another $2.4 million. Then there 
are further financial gains in auto 
financing, highway toll charges and 
the Federal taxes on oil and auto 
motive parts.—James E. Lez, Lee 
Chevrolet Co., Inc., Wellesley Hills, 
Mass. 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I’m on the throughway or driving in bumper-to-bumper traffic in the city.” 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I'm at ease even when taking the children to school.” 


Bendix * Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix fivrsios South Bend, IND. 
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brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes a good “talking piece’’ for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*TRADEMARK 









FROM DENVER: “There's new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In al! kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 
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AUTOMOTIVE WASHINGTON 


No Great Peril Found 
In Speed, Horsepower 


By William Ullman 


Washington Bureau Chief 


—o horsepower and moderately high speeds do not pro-| 
duce a higher accident rate on our nation’s highways, 





the Department of Commerce has told Congress. 
The findings were made public in a comprehensive report | 

to lawmakers entitled “The Federal Role in Highway | 

Safety.” It was prepared by® 

the staff of the Bureau of «@ 


Public Roads in response to 
a directive in the Federal Highway 
Act of 1956. The act required the 
Secretary of Commerce to deter- 
mine what action can be taken by 
the Federal Government to increase 
highway safety. 

The report said a study conducted 
in 11 states showed that higher : 
horsepower vehicles, as such, are the country.” 
not relatively more hazardous in| William Ullman The bureau also 
actual use. | found that “the number of injuries 

“In fact,” Public Roads officials| on a miles-travelled basis is at its 





found, “the lower-| 
powered vehicles | 
are the ones as- 
sociated with the 
highest accident 
rate, as shown by) 
extensive studies 
on 600 miles of 
rural highways in 
represent- 
ative sections of| 
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Over twenty-nine feet of Butyl is used 
as a seal around the large windshield ; 
and rear window of new Imperials. 
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ENJAY BUTYL 


creates a world of quiet in new Imperials 


Enjay Buty] adds to the comfort and enjoyment of new Imperials in two 
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minimum in the speed range of 45 
to 70 miles per hour.” 

The discovery that speed on high- 
ways built for speed is safer than 
crawling along 


realistic speed control practices 
based on engineering studies,” the 
report observed. 

From a legislative standpoint, 
the major finding of the report 
was that Uncle Sam should keep 
interference in highway safety at 
@ minimum. 


authority 


ernments is concluded to be im- 
practical and would only weaken 


| state and local authority,” the re-| 


port declared. 


The bureau made only two spe- 
cific proposals for Federal action. 
The first would set up a list of all 
motorists who have had their per- 
mits suspended or revoked. States 
could then check names against 
this list. At present, the report 
said that means of checking this 
information is “cumbersome and 
relatively ineffective.” 

Two bills aimed at setting up 
such a register of names within 
the Department of Commerce have 
been introduced in this session by 


a - ore 


gress ‘ 
. . Sa 


— 


A a 


‘is of much sig-| 
| nificance and should lead to more 


| mental 
| headed by the Secretary of Com-| 


| other 


| commissions. The President’s Com-| | J c 
| mittee for Traffic Safety would act| Weakness in automotive design ang 
| as advisor. 
“Direct projection of Federal 
into highway safety) 
functions that have been the re-| 
sponsibility of state and local gov-| 





For complete information... 
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Rep. John J. Rhodes, Arizona Re-| dustry is giving increasing atten. 
publican. tion to this phase.” 

It also observed that mech aniggy 
defects play a small role in the 
overall accident rate. In nine of 


would establish an interdepart- accidents, it stated, the fault em 


. |be traced directly to the dri 
Highway Safety Board, | not the car or the road. = 


* * * 


Safety Board Proposed 
a bureau’s second proposal 


merce. The board might 


* * * 
include | * ° 
Cabinet members and the | Braking Progress Hit 


chairmen of certain regulatory! Fas gan wine onresiduelll 
e report fo leg 


| function.” 
For example, the bureay 


| 
Working closely with state and | claimed that there has been littl 


local highway officials, the board 
would “coordinate all official 
Federal traffic safety programs 
and all research activities of the 
Federal Government in the field 
of traffic safety.” 

It is significant, with the great 
number of traffic safety bills intro- 
duced in Congress during the past 
few years, that these two proposals 
were the only ones made in the 
lengthy Commerce Department 
document, 

The report had a good deal to 
say about the design and operation 
of motor vehicles, however. Some 
of the findings were compliment- 
ary; some weren't. 

The bureau noted that “today’s 
motor vehicles are structurally 
safer than heretofore and the in- 


o 


improvement in braking in com- 
parison with the increased size, 
weight, horsepower and speed of 
vehicles, It called for more em- 
phasis on the development of non- 
skid braking. 

Sometimes, said the bureau, the 
industry eliminates one hazard only 
to create a new one in its place, I 
noted that “it appears that en. 
gineering advances for safety ar 
not always as great as they are 
billed.” 

While praising the big rear win- 
dows on newer cars, the bureay 
noted that “the sweeping tail fins 
tend to obscure rear vision in back. 
ing.” 

It thought that wraparound 
windshields were probably good 
but it observed that “in bad 
weather, the wipers fail to clean 
the end and central areas of such 
windshields.” 


> = > 
Tail Lights Bring Praise 

THER plus-and-minus com- 

ments: 

1. Lower cars mean improved 
stability, but poorer vision and 
less effective brakes. 

2. Auto makers should be com- 
mended for adding brighter tail 
lights. Some makers, however, have 
lowered them to where they are not 
readily visible over a rise in the 
road. 


3. The “projectile-like compo 
nents of bumpers, projecting hoods 
and fender ornaments” are “need- 
less hazards to pedestrians.” 

In making these comments, the 
bureau did not suggest that Con- 
gress enact legislation affecting 
auto design. Bureau experts appear 
to think that the auto industry is 


capable of making changes and 
improvements on its own. 
> > > 


49 Attend NADA Session 


ie COST ris managers and 


dealers, representing a dozen 
U. S. and foreign makes, met for 
two days this month at NADA 
headquarters here to trade ideas on 
the management of salesmen. 


Discussions covered pay plans, 
the sales manager's job, hiring 
the right man and training him, 
and supervision. 

The “right man” for a sales job, 
the group agreed, is a “decent” sort 
of guy, between 20 and 50, who 
believes that the wife’s place is in 
the home. They decided that they 
wouldn’t be interested in hiring 
anyone whose wife works. 


As far as the sales manager’ 
job is concerned, the group decided 
that he has to be a jack-of-all- 
trades. Participants in the seminar 
|}came up with 20 different jobs 
| which have to be handled by each 
manager, ranging from hiring 
salesmen to maintaining car in- 


ventories. 
> > +. 


Reserve Bill Up Again 


EP. WILBUR D. MILLS, Ar 
kansas Democrat and chairman 
of the Ways and Means Committee, 
has reintroduced the dealer reserve 
bill in this session of Congress. 
The measure seeks to write into 
law court rulings to the effect that 
the amount of a dealer’s finance 
reserve is not definitely determin- 
able and therefore not includable 
in the income of a dealer using 


important ways: by sealing out sound and weather. Enjay Buty] is ideal 
for applications involving exposure to sun and weather, for Buty] is highly 
resistant to heat, sunlight, aging and ozone. Buty] also offers outstanding 
resistance to chemicals, abrasion, tear and flexing ...superior damping 
properties ... unmatched impermeability to gases and moisture. Tough, 
low-cost Butyl is the right rubber for many varied uses. Find out how 
this versatile product can improve your product. 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY COMPANY, INC. 
15 West 51st Street, New York 19, N.Y. 
Akron + Boston + Charlotte « Chicago « Detroit « Los Angeles + New Orleans + Tulsa 


write or phone your nearest Enjay office. 
Enjay’s extensive laboratories and expert 
staff are always glad to provide informa- 
tion and technical assistance. 


accrual accounting. 
- + . 


Finance Hearings to Resume 


EARINGS on bills to divorcee 

GMAC from GM and to keep 
other auto makers out of the ca? 
financing and insurance business 
are expected to resume now 
Congress is returning from it 
Easter recess. 

The Senate antitrust subcommit- 
tee will hear additional testimony 
from at least one representative 
an independent finance company. 


The back pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are You? 
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Message to 


We of the British Automobile 
Manufacturets Assn. in the U. S. 
have arranged this special section 
about our motor 
industry, on the 
occasion of the 
International 
Automobile Show 
in New York. 

In the follow- 
ing pages, our 
main manufactur- 
ers collectively 
tell you some- 
thing of the 
widely experi- 
enced, long estab- 
lished and comparatively very 
strong industry which is behind the 
British imported car business in 
this country. 


We want to tell you, after 12 
or more years of import experience 
here since the war, of the factory 
bases we have established—includ- 
ing very substantial parts stocks, 





4. T. Panks 





MORE THAN 20 makes of British 
cars, including some names new to 
the American market, will be on 
display Apr. 4 through Apr. 12 at 
the New York Coliseum. 

The British cars form the largest 
national exhibit, covering 34,700 
square feet. Prices range from below 
$1,500 to over $15,000. 

Largest English importer is the 
British Motor Corp. which will 
show in the Hambro Automotive 
booth three mew Farina-styled 
sedans in the M.G. Magnette, 
Austin A40 and Austin ASS series. 
The Hambro display also includes 
M.G. (now with twin overbead 
camshaft engine), the Healey six- 
cylinder and Healey Sprite, the 
latter the currently fastest selling 
Sportscar in the country. 

Another group showing four dif- 


ADVERTISEMENT 


BRITISH AUTO NEWS 


A Special Section for American Dealers in Imported Cars 


U.S. Dealers 


service and technical facilities—in 
support of your efforts and invest- 
ments. 


What is more, we continue con- 
stanily improving and building on 
these, so as to support you more 
and more to maintain profitable 
and expanding dealerships. 

We believe you will be inter- 
ested to read this special section 
of Automotive News, describing 
the backgrounds of the British 
manufacturers and their part in 
American car sales. 










We also want you to come to 
New York, Apr. 4 through Apr. 
12, for the really fine International 
show at the Coliseum. Be sure to 
visit the British exhibits there, meet 
our executives and see the whole 
line of new, 1959 British cars. 











Jobn T. Panks, 
Chairman, British Automobile 
Manufacturers Assn. 


































New American Demand 
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Filled by Car Imports 


By JOHN DUGDALE 


IN THEIR year-end report in 
January, British automobile manu- 
facturers stated they expected to in- 
crease sales in 1959, in spite of 
increased competition. 

Sales during the first quarter to 
date indicate that such confidence 
was not misplaced, since most com- 
panies are showing good gains and, 
in some cases, new records. 

Given below are some estimates 
on January-through-March sales: 


SALES ESTIMATES 
1959 
Jan. /Mar. 1958 
estimated Jan./Mar. 


B.M.C©C, (Austin, M.G. 


Morris, Healey) ..10,500 5,599 
English Ford . 12,000 5,442 


Vauxhall ..... . 5,000 2,201 


ferent makes is Rootes, with Hill- 
man, Humber, Singer and Sunbeam 
models on display, including many 
not previously seen at the New York 
Show. 

The other two big British sellers 
in the economy sedan category are 
English Ford, showing nine cars. 
Then there is Vauxhall, currently 
running second in sales with its 
Victor sedan and station wagon. 

Triumph, also a big seller, is 
showing economy sedans along with 
its famous TR-3 sportscar, now with 
disc brakes. 


The British are famous for their 
specialist and deluxe models such as 
Jaguar, this year starring its 1959 
Mark IX sedan with 225 h.p. en- 
gine, automatic transmission, power 
steering and new power disc brakes, 
all as standard equipment. Most lux- 

See SHOW, Page H 





Rootes (Hillman, 
Humber, Singer, 
Sunbeam) 6,700 

Triumph . 4,900 


The 1959 forecast for British im- 
ports was 185,000 cars and the 
above first-quarter rate, of course, 
is at least as high a rate. However, 
the year is likely to become in- 
creasingly competitive not only 
among the different European im- 
porters themselves, but also from 
increased attention in the economy 
sedan field by Detroit manufactur- 
ers. 


3,372 
2,449 


oS > 
IMPORTED CAR opinion gen- 
erally is that Rambler and Lark, 
with others to follow from the 
Big Three, will in the long run 
expand the whole acceptance of 


20 British Makes on Display at New York Show 


DRAWING ATTENTION to the British auto exbibits as a whole, in the 
Grand Foyer at the New York Show, will be Britain's world championship 
racing car, the Vanwall, built by Vandervell Products, Ltd., Acton, London. 
In 1958, Vanwall won six of the 10 Grand Prix races. 


more compact and economical 
cars. It is believed that, with the 
general U. S. car market expected 
to increase this year from four 
million to better than five million, 
imported cars will gain likewise. 

The British base their optimism 
also on their improved new models, 
greatly strengthened dealer organ- 
izations and strong factory parts and 
service backing. 

A further protection against the 
future is offered British franchise 
holders, who are well able to meet 
the growing demand for sports and 
personal cars. Although sports cars 
have fallen as a proportion of im- 
ports from about 30 percent five years 
ago to 12 percent last year, never- 
theless unit volume continues to 
increase strikingly. 

.e ¢ 


BRITAIN ALONE sold more than 
30,000 sports cars to Americans in 
1958, which is more than total im- 
ports from all countries five or six 
years ago. Such specialized sales 
today represent over a quarter of 
British total volume. In fact, the 
British Motor Corp., with M.G. and 
Austin Healey, is producing more 
than 1,000 sports cars a week for 
world markets. 

That the sports car total volume 
continues to gain can be seen from 
the following: 


SPORTS CAR SALES 











1958 1957 1956 
M.G. 16,110 13,496 6,044 
Triamph .12,216 6,473 2,447 
Austin 
Healey 5,446 3.680 2,788 
Jaguar 4,633 4,022 3,685 
Sunbeam 1,551 809 496 
39,956 28,480 15,361 


These factors point to the excit- 
ing and progressive future for im- 
See DEMAND, Page H 


Why Imported Cars? . . . a New Look at the Facts 


EDITOR’S NOTE: The follow- 
ing is a digest of an article 


appearing in a U. S. national 
magazine. 
 — 
By RICHARD MILES 
Economist 


RECENT BIG SUCCESSES in sell- 
ing foreign products in the United 
States market has caused manufac- 
turers here to worry. Autos are the 
outstanding example. Some feel it 
rough justice that the countries they 
have helped in the past should now 
assault their markets; others wel- 
come competition but wonder is it 
fair, and what about corresponding 
opportunities for Americans in over- 
seas markets? 

A fair judgment on such ques- 
tions calls for a new look at the 

basic economic facts. The very real 
problems of individual manufac- 
turers must not be allowed to ob- 
secure them. 


In the first place we must not lose 
sight of the fact that the United 
States is still the world’s biggest ex- 
porter. It accounts for 20 per cent 
of the world’s exports. This is a re- 
markable achievement for a country 
with only 6 per cent of the world’s 
population and about 7 per cent of 
the world’s land area. 


But for the western world as a 





_ whole, engaged as it is in a perennial 
| Struggle to balance its accounts, it 
is a headache; for although the 





United States is also the world’s big- 
gest importer, she imports only 75 
per cent of what she exports. 
Healthier world economics will 
result only when America’s trading 
partners achieve a better balance. 
The U. S. has encouraged them to do 
just this and should not be too 
alarmed when they begin to succeed. 
In the second place, the huge 
slice of the world’s business—in 
terms of exports and imports — 
which belongs to America is only 
a very small slice of America’s 
overall business activity. Exports 
represent no more than 5 per cent 
of the national product; imports 
about 3 to 4 per cent and perbaps 
7 per cent of the working popula- 
tion are concerned in one way or 
another in foreign trade. Foreign 
trade is thus a marginal activity— 
if an important one—to the coun- 
try which accounts for 40 per cent 
of the world’s production. 
Britain, by contrast, imports about 
half of its basic food supply and 
virtually all its industrial raw ma- 
terials, except coal. Broadly speak- 
ing, the ratio of exports to gross 
national product is three or four 
times higher in the bigger countries 
of Western Europe than it is for the 
United States. For smaller European 
countries, like Belgium, Switzerland 
and Sweden, it is said to be from 
five to nine times as great. 
In short, other countries live by 


foreign trade and have always done 
so, on a far bigger scale than does 
America, although, in absolute terms 
America is the biggest trader. 

. 2. 


IN THE THIRD place, and most 
important, greater success in selling 
here will oblige America’s trading 
partners to open their doors wider 
to American goods. Mostly they want 
to do this anyway. They recognize 
the need for United States products, 
but as long as serious balance of 
payments deficits exist between them 
and America, they must—in common 
prudence—limit their expenditure of 
scarce dollar earnings. 

See how quickly Britain, for one, 
has responded to the improvement 
in its dollar balance. Since the sum- 
mer of 1958, Britain has removed 
the former import controls on nearly 
all foodstuffs, raw materials and 





United Kingdom Trade 
With U.S.A. 


(U0. 8S. $ MILLION) 


1950 1956 1957 1958 
U. K. Im SAREE APS 
cbt $592 $1,142 $1,352 $9385 
(f.0.b.) 316 619—«AsC7GB 
U. K. Re-Exports 
(f.0.b.) 40 “4 41588 
Apparent — «a= seas. ence 
deficit $236 $ 479 $ 647 $164 


enna 


machinery and has promised to 
tackle those on consumer goods this 
year, if the improvement keeps up 
and sterling weathers the impact of 
convertibility which it has done very 
well so far. 

Britain has been no less prompt 
in accelerating its debt payments. 
Its ministers have said repeatedly 
that controls will not be kept a 
moment longer than is necessary. 


The foregoing facts and figures 
should be taken into account if any- 
one “views with alarm” the recent 
increase in imports from countries 
overseas. Even the dramatic rise in 
British sales in the U. S. market has 
not so far been sufficient to match 
what Britain buys from America, as 
the table herewith shows. Quite 
clearly (and however these imports 
may affect the individual manufac- 
turer) they are not going to rock 
the boat. At most, they will succeed 
in establishing a more natural bal- 
ance in inter-country trade. 

“Trade, not aid” could become a 
fact this way, not merely a slogan. 
== 

ONLY BY expanding the world’s 
markets can the huge productive out- 
put of all the western nations find, 
in the long run, the outlets they 
need. The most rapidly expandin 
countries have since the war prov 
the most rapidly expanding markets 
for other countries’ goods as well. 
If the United. States is to play its 


share in this expansion of trade— 
and hold its share of world markets 
—it should find no difficulty in ab- 
sorbing the marginally extra imports 
that will alone make this possible. 

Particularly is this true if the 
United States economy as a whole 
resumes the expansion that is surely 
written on the cards for her. 

A greater flow of imports seems 
entirely logical if issues of ma- 
tional balance are at stake. But 
this is small comfort to the indi- 
vidual manufacturer or worker 
whose business or livelibood is at 
stake. He must bave the answers 
to such questions as: Do imported 
products compete fairly? Indeed, 
why import at all? 

To take the last question first, 
imports create jobs.. Not only jobs, 
but much of the American industrial 
base is dependent on imports. For 
instance, im recent years 60 percent 
of United States imports have been 
of raw materials. These imports are 
only about 10 percent of United 
States raw materials consumption, 
but how vital they are for United 
States jobs. Ninety percent of U. S. 
manganese comes from abroad. No 
manganese, no steel. 

Thirty different imports have been 
listed as essential in the automobile 
industry: industrial diamonds, graph- 
ite, quartz, tin, platinum and nickel 
are among the list of items which 

(Continued on Page G) 


B—British Auto News 


HERE IS ONE of the two new Rootes cars that will make their U. S. 
debut at the New York International Automobile Show in April. They are 
the Singer Gazelle and the Humber Super Snipe. The instrument panel of 
the Super Snipe is enhanced by a burl walnut dashboard and side trim. 


Rootes is re-entering the luxury car field with the Humber, which has 
particularly beautiful interior fittings and upholstery, in a unit construction 
frame incorporating a new engine design, automatic transmission and power 
brakes at an inclusive cost of $3,995. 


Rootes U.S. Operation 
Now in 12th Year 


Hillman Reaches Record 3,000 a Month Volume; 
New Humber and Singer Lines Set 


By PETER MILLER 


SINCE 1947, when Rootes first 
came to America to “appoint dealers 
in the U.S.A. and establish a market 
: ’ there have been 12 years of 
steady growth and rapidly increas- 
ing sales for the American organiza- 
tion, Rootes Motors, Inc. 


The three men from Rootes, Ltd., 
who landed in New York in 1947, 
had in their possession two Hillman 
sedans and one plaster model of a 
Sunbeam-Talbot. Sales were less than 
terrific for the new enterprise for the 
imported car was considered not 
only a rarity but a rather eccentric 
possession as well. 


In addition, the cost of a large 
U. S. car of that era was less than the 
smaller Hillman. Sales were further 


Rootes 


‘The group of 


= fine imported 
cars that 


HILLMAN MINX. Good looks. economy. Choice 
of two 4-door sedans, $1699 and $1849. 


turned a British 
tradition into 
an American 
adventure 


HILLMAN CONVERTIBLE. Famous Hillman 
engine plus clean, classic lines. $2099. 


SUNBEAM RAPIER. 


restricted by rigid dealer franchises 
and lack of used-car businessmen 
who could take over service and 
parts. 

There have been many changes 
in these past 12 years. Rootes sales 
have zoomed each year to unbe- 
lieveable highs, advertising and 
sales promotion budgets changed 
from nonexistent to mighty pro- 
portions, and 710 Rootes dealers 
are spread across the country with 
well-stocked parts depots and 
trained service personnel available 
for every owner. Hillman and Sun- 
beam cars are selling at the top 
in the imported-car field, and now 
Rootes is expanding its line of 
cars even further. 


The year 1959 was begun with a 


SUNBEAM RAPIER. Coupe de sport. Sportscar 
performance plus family-car room. $2499. 


3-position convertible. 


International rally winner. $2649. 


Look at these fine British cars. For fifty years, 
cars like these have been seen in the bush 
country of Kenya and in the wild hills of 
Ceylon. Other stay-at-home Englishmen never 
drove them further than Bredon Hill or a quiet 


road in Devonshire. 


But for eleven years now, these British ‘cars 
have been seen in increasing numbers in such 
un-British places as Chappaqua (N. Y.) and 
Santa Barbara (Calif.). As a matter of fact, you 


can buy a Hillman, Sunbeam, Singer or Humber 
(and get parts and service for it) in over 700 
towns in the 49 states—and Hawaii, too. 


HILLMAN ESTATE WAGON. 4 doors. loads of 
room, styling. economy. comfort. $2299 


How did this come about? A good six-letter 
answer is R-O-O-T-E-S. This is the British 
motor firm that produces these cars and enter- 
prisingly makes them available to Americans 
as well as the rest of the world. 

Why do so many Americans buy, drive and 
enjoy Rootes cars? Perhaps it’s the way the cars 
are made, the way they look or the way they 
save money. People will find a lot of reasons for 
making their “next” car a Rootes product. Once 
you see and drive a Rootes car, you'll probably 


HILLMAN HUSKY. A roomy 2-door station 
wagon! Now at the low price of $1639. 


find your own reasons, too. All prices port of 
entry. Western states slightly higher. 


SINGER GAZELLE. Luxury 4-door sedan $2095. 
Convertible $2349. 4-door station wagon $2425. 


HUMBER SUPER SNIPE. Seats 6. Automatic 
transmission. Can cruise at 90 — $3995. 


ROOTES PRODUCTS: HILLMAN « SUNBEAM « SINGER * HUMBER 


MEMBER 


See the Rootes Group of fine cars at booth 12, Interna- 


® tional Automobile Show, New York Coliseum, April 4-12 


ADVERTISEMEN? 


great deal of aggressive optimism, 
January, a month usually marked 
somewhat lethargic sales for all ay. 
tomobiles, proved to be the alltime 
high for Rootes. Some 3,310 Amer. 
ican buyers picked either a Hillman 
or a Sunbeam in that one month 
alone. And at the same time, Rootes 
announced that its advertising bud. 
get for the first six months of the 
year would top one-half million do}. 
lars, using all media including tele. 
vision. 
6: -- 

THE 1959 New York Interne 
tional Automobile Show will reveal 
a new show of strength for Rootes, 
Two new Rootes makes of cars wil] 
appear side by side with the now 
highly popular Hillman and Sup. 
beam lines. 


One will be the new Singer Ga 
zelle, which is entirely new to 
America. Boasting many luxury 
touches and a fine performance 
record, the Singer will be priced 
in the medium bracket to fill in 
between the economical Hillman 
Husky and the top of the Rootes 
line—the other new Rootes car, 
Humber. 


Often seen in Europe, the new 
Humber Super Snipe now enters 
this market for the first time. A truly 
luxurious car with a wealth of qual- 
ity features, the new Humber is 
listed at $1,000 less than any com- 
parable domestic or imported ar, 
Priced at only $3,995 New York 
p.o.e., this new luxury car is com 
plete with automatic transmission, 
power brakes and heater. 

All in all, the Rootes exhibit at 
the New York show will have 1 
different models on display, showing 
the full range. Five Hillmans, in- 
cluding the Husky, four-door estate 
car, Special sedan, Deluxe sedan and 
convertible will be shown along 
with the Sunbeam Rapier hard top 
and convertible. 

Representing the new Singer Ga 
zelle line will be the sedan and con- 
vertible. Topping the list will be the 
elegant Humber sedan and exciting 
new four-door station wagon. Thus, 
Rootes offers a range of cars from 
$1,689 to $4,575—for every pocket 
book and taste. 

2-56 


ROOTES pioneered the overseas 
delivery plan, opening up this new 
sales field in 1948. Looking at their 
first year’s sales in the U. S. the 
three Rootes representatives felt that 
there had to be some dynamic idea 
to boost sales from 37 cars a year 
into something which would make 
the American effort worthwhile. 
That it worked is obvious in the fact 
that sales in 1948 increased 600 per 
cent —and continued to rise. To 
day European delivery sales have 
expanded into the thousands each 
year. 

In 1948, Americans were again 
travelling to Europe for vacations, 
and it was obvious that the Euro- 
pean travel boom was on. It made 
good sense to drive around Europe 
in a car after buying it at Euro 
pean prices, and actually see the 
back roads and smaller villages 
first hand and without a rock 
bound timetable. 


It was also a good sales promotioa 
to have an American customer drive 
his “foreign” car around Europe, 
getting used to it in its native 
tat and also getting used to 4 
compact car operating with sensible 
economy. Then, when it was ship 
home, the customer linked the name 
of his car right along with the tales 
of his vacation. 


It was not particularly easy to st 
up a working overseas delivery plat, 
however, and make absolutely suft 
that the buyer got his car where 
when he wanted it. Rootes undet 
took unravelling any red tape for i 
customers, ironing out all thos 
many problems long before the us 
tomer even packed his suitcase in 
U. S. 


The process became as simple 4 
buying a car off the showroom 
as far as the customer was conce 
and the couple of slips of paper bt 
put in his pocket meant he woul 
have his car delivered to him ® 
Europe at European prices. 


Beyond the promotion of overseas 
delivery through local Raotes 
ers, the Rootes organization tied-if 
with the multimillion-dollar :ravel 
business, and today one of 
smoothest working operations on 4 
international level is the Rootes 
Overseas Delivery Plan. Rootes has 
a simple little phrase to describe this 
operation — “Go abroad and take 
your car in your pocket.” 
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ADVERTISEMENT 


The Glamour of a Name—Jaguar 


Quality and Winning Performance Make Up 
the Famed Jaguar Story in the U. S. 


By EVERETT T. MARTIN 


DURING World War II, speak- 
ing of the role played by the Royal 
Air Force in the defense of Great 
Britain, Sir Winston Churchill 
said: “Never have so many owed so 
much to so few.” 

A few years later, when Jaguar 
cars had become an important part 
of the automotive 
scene in the U. S., 
an American news- 
F paper columnist, 
| writing about Ja- 
guar, said: “Never 
have so few influ- 
enced so many.” 


What he meant, 
of course, was 
plain. Although 
fewer than 30,000 
Jaguar cars had 
been sold in the 
U. S. at that time (about two days’ 
roduction in Detroit), Jaguar had 
ocome a household word in 
America. 

Here was a car that had high 
performance, unmistakable quality 
and glamour, things Americans ad- 
mired. Those who could get them, 
bought Jaguars; those who could 
not, talked about them. In the area 
of men’s and women’s wear alone, 
more than a dozen products were 
named after the Jaguar car. Jaguar 
hats, suits, sports coats and gloves 
appeared on the market. So did 
Jaguar jewelry, Jaguar ash trays 
and Jaguar highball glasses. 

It is safe to say, perhaps, that 
never before had an automobile 
created such an impact upon the 
public in the span of such a few 
years. 


J. Eerdmans 
Pres., Jaguar 
of New York 


* * * 


JAGUAR’S GLAMOUROUS repu- 
tation in the U. S. resulted from 
two things. First was the car’s re- 
markable record on the race track, 
a record by the way, which may 
mever be duplicated. Second was 
aguar’s standard of quality, which 

never been compromised. Qual- 
ity has been, of course, a key word, 
which helps explain the tremendous 
popularity of Jaguars wherever they 
appear. It characterizes every model 
which has been produced by the 
firm’s founder, Sir William Lyons, 
from the first “‘side-cars,” as these 
appendages to the motorcycle were 
called in the early ‘20s, to the sleek, 
luxury sedans and powerful racing 
cars of today. 


When Bill Lyons, founder of 
Jaguar Cars Ltd., built bis famous 
SS] back in 1931, be immediately 
created a sensation. The handsome 
new model was headlined in one 
leading mewspaper as “The Car 
with the £1,000 look,” one thou- 
sand sterling pounds in those days 
being the equivalent of $4,000. 
The actual price was about 310 
pounds sterling, or $1,240. 


This high standard of quality was 
recognized immediately, and the SS1 
sold. New models were introduced 
—bigger cars, with bigger engines 
— until Lyons finally realized his 
dream of bfeaking the 100 mph 
mark with the SS100. 

With the end of the war, Jaguar 
started to export cars to America. 
Even at a time when most cousumer 
luxury items were practically non- 
existent, it was amazing how fast 
sports cars caught the public eye and 
imagination. Here, obviously, was a 
really fast car, which delivered bet- 
ter performance, greater reliability 
and easier handling than anything 
which had ap on the market. 
It even looked different. People who 
knew nothing of its racing history 
wanted one. 

. = 


* 

BUT IF THE Jaguar’s obvious 
quality found immediate acceptance 
here and abroad, it must be admit- 
ted that its record on the race track 
added to its appeal. 

Probably the event that did 
more than any other to cement 
Jaguar's reputation was the Le 
Mans Grand Prix d’ Endurance 
im 1951. For the first time, a fac- 
tory-entered team of Jaguars com- 
peted against such old and well- 

establis marques as Ferrari, 
Mercedes-Benz, Alfa-Romeo and 
many others. The model, the XK- 


ee 


120, had scarcely appeared on any 
race track before. Four cars were 
entered. They finished first, second, 
fourth and ninth, a record that 
has been surpassed only by Jaguar 
itself in the 1957 Le Mans, when 
Jaguar finished first, second, third, 
fourth and sixth — practically a 
clean sweep. 

While the Le Mans 24-hour classic 
is certainly the best known of the 
sports-car racing events, there are 
many others, equally as difficult, 
which have also been won by Jag- 
uar. 

It came in first, second, third, 
fourth, fifth and sixth in the Wat- 
kins Glen Seneca Cup Race here in 
this country, and won the Watkins 
Glen Grand Prix. It set speed rec- 
ords at Daytona Beach in Florida 
the following year, won the Silver- 
stone Production Touring Car Race 


and made the best time in the Mt. 
Washington Hill Climb. 

In 1955, Jaguars won the Chal- 
lenge Charles Faroux award for the 
best performance by a team of three 
cats in the famous Monte Carlo 
Rally, won the Sebring (Fla.) 12- 
hour Grand Prix of Endurance and 
set a mew record average speed of 
164.14 m.p.h. at Daytona, a record, 
by the way, which still stands. In 
1956, Jaguar won the Monte Carlo 
Rally outright. In short, Jaguars en- 
tered every type of sports-car com- 
petition and won with almost mo- 
notonous regularity. 

a 

THERE IS THE 3.4 sports sedan, 
recent winner of the Charles Faroux 
team award in the 1959 Monte Carlo 
Rally, the Mark IX luxury sedan, 
the XK-150 sports coupe, convert- 
ible and roadster; and now the latest 
additions to the Jag family, the XK- 
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NUMEROUS RACING championships have been chalked up by Jaguars. 
Here is Walt Hansgen, twice winner of the §.C.C.A. National Driving Cham- 


pionship with Jaguars, in a 
* * * 


150 “S” coupe, convertible and road- 
ster, inheritors of Jaguar's racing 
tradition. 

All of these cars range in price 
from $4,500 to $6,300, proof of the 
growing demand for quality cars 
and of the public's willingness to 





“D” type sports model. 


* * > 


pay for them. All are to be seen at 
the New York International Auto- 
mobile Show April 4. “Jaguar” has 
indeed become a household word, 
synonomous with luxury, speed and 
glamour—symbols of a way of life 
all Americans strive to attain. 


JAGUAR 


XKIS 





THE WORLD’S MOST FAMOUS SPORTS CAR. 
The XK150 series represents a unique blend of ex- 
citement and luxury best appreciated on the open 


road. The adventurous man will surely prize the convertible, the hardtop coupe or the 
roadster. Now, more than ever, the standard of the world in the sports car category. 
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FOR THE FAMILY MAN WHO LOVES SPORTS CARS. Spacious 
and generously fitted for supreme comfort, the 3.4 Sedan corners, acceler- 
ates, responds to the driver’s touch with all the spirit of a true sports car. 


JAGUAR CARS INC. | 
32 E. 57th St., New York22,N.Y. 


Member 
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Top English Importer: 
British Motor Corp. 


ane Biggest Vehicle Producer (well over 
,000 units annually) Offers Dealers 
Fully Comprehensive Line 


By TONY BIRT 


WITH THE MERGER of Austin 
Motor Co., Birmingham, England, 
and Nuffield Exports, Oxford, Eng- 
land, into the giant British Motor 
Corp. in 1952, the first step was 
taken toward consolidation of two 
lines of vehicles 
which today give 
dealers probably the 
most comprehen- 
sive line of vehi- 
cles in the world. 

British Motor 
Corp. produces a 
vast range of prod- 


and passenger buses, farm tractors, 
marine engines and taxicabs. 

The corporation exports its prod- 
ucts to markets throughout the 
world, the U. S. being the largest 
overseas buyer of sports cars and 
passengers cars. 

The sports-car factory is located 
at Abingdon-on-Thames, Ber k- 
shire, England, and produces more 
sports cars per month than any 
other factory in the world. Ninety 
percent of the production from 
this plant is exported to the U. S. 





1946, and was imported on a 
smaller scale even before the war. 
Sole concessionaire in the U. S. 
for products of British Motor Corp. 
is Hambro Automotive Corp., lo- 
cated in New York City. Hambro 
Automotive made modest beginnings 
in the imported-car business, having 
in 1952 a mere 11 people on the 
payroll. 
6s .@ 


TODAY, HOWEVER, Hambro 
has grown with the rapid rise in the 
imported-car market to employ di- 
rectly nearly 100. Working directly 
under Hambro are 12 main distribu- 
tors strategically located throughout 
the U. S., each of whom has ap- 
pointed dealers to insure adequate 
coverage in his territory. There are 
approximately 600 such dealers, each 
of whom is regularly visited by 
either Hambro or distributor field 
personnel. 


One of the most important 
phases of the Hambro organiza- 
tion lies in parts and service, since 
good and reliable service has been 
proven such a key factor in actual 
sales. In support of this Hambro 


« 
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THIS IS the 1959 MG Magnette Mark Ill sedan powered by the Series B 
engine and styled by Italy's Pinin Farina. Hambro Automotive Corp. will 
show the entire line of new Farina-styled British Motor Corp. cars at the 
New York International Automobile Show April 4. 


+ * * 


stallation of IBM equipment is 
now being undertaken in order to 
maintain accurate records of the 


ucts, includin 


sports cars, passen- 
ger cars, trucks of 
all types, fire en- 
gines, ambulances 


Britain's most distinguished family of motor cars 


% 
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S , British Motor Corp.’s leading 
sports car is the famous MG, 
which pioneered the sports-car 
market in the U. S. as far back as 


Dealers identified by the 
world famous BMC seal represent— 


With consumer acceptance at an all-time high, 
dealers representing BMC products to Amer- 
ican motorists, are in an enviable competitive 
position. 

The fine cars they handle—all backed by a 12 
months’ parts warranty—are produced by the 
world’s oldest and largest manufacturing ex- 
porter of automobiles. 


BMC Dealers’ replacement parts and service 
problems are at an absolute minimum. They 
have ready access to the most complete inven- 
tory of replacement parts maintained by any 
foreign car manufacturer in the American 


Automotive operates two vast 
parts warebouses, one in New 
York and one in San Francisco, 


is valued at over $3'/, million. In- 


AUSTIN HEALEY 100-SIX 


SPORTS ROADSTERS 


AUSTIN HEALEY SPRITE 


SPORTS ROADSTERS 


AUSTIN 


SEDANS 


MG 


SPORTS ROADSTERS AND COUPES 


MG MAGNETTE 


SPORTS SEDANS 


MORRIS 1000 


SEDANS + STATION WAGONS - CONVERTIBLES 


RILEY 


SEDANS 


market. Vast factory parts depots are operated 
on both East and West coasts. 12 distributors 
—also warehousing parts—are strategically lo- 
cated throughout the United States. 


27 nation-wide service schools—conducted by 
engineers, factory trained in the very latest 
techniques—were held in 1958. 40 such schools 
are scheduled for 1959. 


For dealer franchise information on “Britain's 
Most Distinctive Family of Motor Cars” we 
suggest that you contact your nearest BMC 
Distributor. 


BMC Distributors in the United States— 


BOSTON—Crandali-Hicks Company. 
226 Worcester Turnpike, Wellesley Hills 


CHICAGO—S. H. Arnolt, inc.—2130 N. Lincoin Ave. 
DETROIT—Faivey Motor Sales Co.—22600 Woodward Ave. 


FORT WORTH—Overseas Motors Corporation—2824 White Settiement Rd. 


LOS ANGELES—Gough Industries inc.—819 E. Ist Street 


MIAMI—Waco Motors—1301 W. Flagler Street 
# 
# Sole concessionaires in the United States 


MINNEAPOLIS—Hambro Automotive Corp.—705 W. 774 Street, South 


NEW YORK—J. S. Inskip, inc.—304 E. 64th Street 
PHILADELPHIA—Royston Distributors, Inc.—1601 Vine Street 


SAN FRANCISCO—British Motor Car Distributors, Ltd.— 
1800 Van Ness Ave. 


$T. LOUIS—Continental Cars Distributors, Inc.—5615 Pershing Ave. 
WEST PALM BEACH—Ship & Shore Motors—701 South Flagler Drive 


fe ae wee Eee we AUTOMOTIVE CORPORATION © 27 West 57th St., New York 19, N. Y. 


increasingly large stocks. 
In addition to these stocks carried 


the combined inventory of which by Hambro Automotive, eir | 
distributors carry a substantial in- 


* * + 


ventory of parts in order that they 
may supply the dealers within their 
immediate territory. 


The dealers themselves also carry 
an inventory of fast-moving parts 
so that normal maintainance and re 
pairs to customers’ cars can be car. 
ried out without any delay. The 
value of parts in this country in 
Hambro, distributor and dealer 
stocks is in the neighborhood of 
$514, million. 

Another very important division 
of the Hambro organization is the 
service school. Twenty-seven of these 
schools were held during 1958 in 
various parts of the country, and a 
total of 450 dealer personnel at 
tended instruction classes. 

The latest factory techniques in 
servicing and repairing vehicles are 
taught by instructors who have been 
trained at the factory and who are 
constantly returning to England for 
further training when new compon 
ents or methods are introduced into 
production models. During 1959 
Hambro plans to hold another 4 
service school sessions and the total 
attendance of dealer personnel is an- 
ticipated to be about 650. 


* + oo 


DEALERS for British Motor Corp. 
products have three important fac 
tors in their favor. They have a 
plentiful supply of parts available, 
latest factory instruction in servicing 
techniques, and one of the most com- 
prehensive range of vehicles to offer 
to the public. 


These vebicles run from the 
economical Morris ‘1000,’ priced 
from as low as $1,495 p.o.e., te 
the luxurious MG Magnette, de- 
signed by Italy's Pinin Farina, and 
priced in the $2,700 range. 

The sports-car range runs from 
the Austin-Healey Sprite, latest ex 
try of the sports-car factory whid 
is priced as low as $1,795 p.o.e., © 
the MG roadster and coupe models, 
which can be fitted with either push 
rod-operated overhead valve engines 
or twin-overhead camshaft engine, 
and the Austin-Healey 100 Six, 
priced from as low as $3,087 p.oe 
The Healey comes in either a s 
ard or deluxe version and also as 4 
two-seater or four-seater model. 


A comprehensive range of acces 
sories is available for the entire line, 
which will be on view at the New 
York International Automobile show 
April 4. 

All BMC vehicles are fully backed 
by a 12-month warranty on patts 
which is one of the most generous 
warranties in the trade. 

Swe 


ANOTHER large portion of BMC 
sales in this country is accounted fot 
by Hambro’s overseas delivery sec 
tion, whereby any BMC dealer caf 
sell any one of approximately 30 dif- 
ferent models for delivery at more 
or-less any point throughout the 
world. Much of the postwar red tape 
has been eliminated and the pro 
cedure for an overseas sale is noW 
quite simple. 

Dealers have the advantage om 
this type of sale of supplementing 
their income from regular ret. 
deliveries by selling cars on the 
overseas delivery scheme, from 
which almost the same profit mat- 
gin is derived and yet no prepa 
ration, delivery or servicing costs 
are involved since the car is 


livered far from their ows” 


premises. 
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__ Over 200,000 





DVERTISEMENT 






By W. G. HAWORTH 


THE ROVER CO., pioneer manu- 
facturer of fine motor cars and one 
of England's largest, is observing its 
55th anniversary, marking introduc- 
tion of the first Rover in 1904. In 
addition to its 1959 
line of sedans, Ro- 
ver also manufac- 
tures the famous 
“go-anywhere” 4- 
wheel drive Land- 
Rover in many 
body styles, wheel- 
bases and gasoline 
or diesel-powered. 

Rover's 55th an- 
niversary inau- 
gurates a long- 
range program to 
serve Rover owners, increase e 
number of authorized Rover dealers 
and to carry its quality product mes- 
sage to U. S. and Canadian people. 

To serve dealers and owners in 
the United States and Canada, 

Rover recently established The 

Rover Motor Co. of North Amer- 
ica Lid., with sales, service and 
parts centers in New York, To- 
ronto and Vancouver. Other 
branch centers are planned for 
the U. S. west coast. H. Gordon 
Munro is president of the new 
Rover subsidiary. 

Rover history lies deep in the 
automobile industry. Actually, its 
foundations were laid in 1877 when 
two engineers, John Kemp Starley 
and William Sutton, joined forces to 
manufacture bicycles, and in 1880 
the “Meteor Tricycle.” 

About the year 1896, J. K. Star- 
ley & Co. became The Rover Cycle 
Co. whose bicycles became famous 
all over the world. In 1904, an ex- 
pedition to the forbidden city of 
Lhasa, Tibet, found a Rover bicycle 
had preceded them there! 


FOR ROVER engineers, build- 
ing bicycles was a natural step to 
making motor-cycles and in 1903, 
the first Rover motorcycle of 21%, 
h.p. was introduced, followed by a 
motor car in 1904. 

From 1904 to the present, Rover 
has followed a consistent policy of 
well-engineered vehicles offering 
outstanding quality in workmanship 
and mechanical reliability, which 
has been described as “all the sim- 
plicity of the finest.” 

In 1932, major reorganization 
of Rover took place. S. B. Wilks, 
took the company helm and placed 
even greater emphasis on engi- 
neering quality and fine workman- 
ship, a policy which bas dominated 
Rover developments ever since. 

After World War Il, The Rover 
Company's large team of engineers, 
led by Mr. Maurice C. Wilks, em 
barked on the development program 
for small gas turbines suitable for 
motor car propulsion and other ap- 
plications. Early in 1951 (and for 
the second time) the Royal Auto- 
mobile Club awarded the famous 
Dewar Trophy to Rover, this time 
for development of the world’s first 
gas turbine car cited as the most out- 
standing technical achievement in 
automobile engineering during the 
preceding year, the first such award 
since 1929. 
















Gordon Munro 
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IN JUNE, 1952, a Rover gas tur- 
bine sedan was taken to Belgium for 
officially observed high speed tests 
on the Jabbeke motor road outside 
Ostend. The car established stand- 
ing and flying start mile and kilo- 
metre speed records, the world’s 
first officially recorded times for a 
gas turbine powered car. The time 
recorded for the flying mile was 
151.196 mph and for the standing 
Start mile 95.668 mph. 

In 1948, Rover introduced its 
Land-Rover, a 4-wheel drive “go- 
anywhere” vehicle in many models 
and wheelbases designed to serve a 
- multitude of mene demanding extreme 
reliability and amcrf se 
Rovers have been 


Rover Broadens 
UW. $. Program 


Observing 55th Anniversary 


built and delivered in 150 different 
countries where it performs its 
chores at good average speeds in 
mud, sand, snow, climbing roadless 
hills or cruising on roads. 

In 1959, Rover engineers pro- 
duced the new ‘Series II’ Land- 
Rover. Without sacrificing any of 
the features which have earned the 
vehicle an international reputa- 
tion, the Series II Land-Rover is 
a better looking and better 
equipped car. Its body is con- 
structed almost entirely of non- 
corroding, rustless aluminum alloy, 
with all exposed steel surfaces 
heavily galvanized. 

The new Land-Rover offers 4- 
wheel drive with 4-speed gearbox 





THE “GO ANYWHERE” Land-Rover has been sold in over 100 differ- 
ent countries, and has become the principal export vebicle of the Rover 
company since the war. A mew Series Il is introduced at the New York 
Show and all models offer four-wheel drive and alternative gasoline or diesel 
engine. Rover hopes to tap a new market in the U. S. A. with this sturdy 
country vebicle. 

+ = * * * * 


used in conjunction with a 2-speed of a 51.2 h.p. four-cylinder diesel 


transfer, giving eight forward speeds. engine. 

In addition, power takeoff points *. * * 

multiply the applications of Land- A RANGE of four well-estab- 
Rovers for agricultural, industrial lished Rover sedan models continue 


and other uses. The ‘Series II’ Land- with minor refinements in 1959. At 
Rover features a 77 h.p. four-cyl- present only the ‘90’ and ‘105’ mod- 
inder 2,286 cc. gasoline engine with els are available in the United 


overhead valves, or the alternative States, cars having an exceptionally 


athe 


John Eason Gibson 
reports on 
the Rover in 
Country Life 


cause of the manner in which it runs, but bec 
of the thoroughness with which every minor 
control does its job, and the obvious care 
taken in furnishing and fitting the interior. 
One feels comfortable and at home all the time.®® 
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high standard of engineering and 
finish. 

“Built to a standard, not to a 
price” continues as the keynote of 
the 1959 range of Rover motor cars 
which feature superb coachwork 
and accoutrements, and a wide choice 
of engine and transmission systems. 
Exterior colors include a choice of 
10, as well as 11 new duo-tone color 
combinations. 

Interiors feature Rover's tradi- 
tionally superior workmanship, 
style and comfort. Seats are up- 
holstered in natural‘ leather bide 
with front seats adjustable in three 
directions. Other features are thick 
pile carpets, hand crafted polished 
walnut woodwork, efficient beat- 
ing, folding center arm-rests and 
adjustable arm-rests on each door 
casing. 

Lubrication of Rover motor cars 
is almost eliminated with use of rub- 
ber bushings, pre-packed bearings, 
oil reservoirs and only four low 
pressure grease gun points. To keep 
noise and vibration at a minimum, 
sound-absorbing material is sprayed 
inside body panels, heavy felt floor 
coverings are fitted, along with 
rubber re between front coil 
springs and chassis, rubber bushings 
in rear springs and rubber mount- 
ings between frame and body. Door 
panels, engine hood and rear trunk 
cover are all of aluminum alloy. 


ROVER 


@@ Much of the pleasure of driving any Rover is gained by the 
impression —gained immediately and confirmed with every mile 
covered—that one is driving a truly refined car. This is not only be- 
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LAND-ROVER 





stance, climb a wall, navigate on the sea or fly . 
in the air under its own power. But exceptions, 
whether absurd or sensible, are surprisingly few — 


to all intents and purposes this remarkable vehicle will go anywhere. 


THE ROVER MOTOR COMPANY OF NORTH AMERICA, LTD. 
New York / 36-12 37th Street, Long Island City / California / 457 North Canon Drive, Beverly Hills 


The Rover Motor Company of North America, Lid. announces the establishment 
of its parts warehouse in Long Island City, New York. Further warehousing 
facilities will shortly be established as part of a long-range program to \ 
strengthen facilities for sales and service of Rover vehicles in the United States. 
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The Triumph—Called Fastest Expanding Sports Car Seller 


A Young Hard-driving Organization Which Has Pushed 
to the Top Among Importers in Five Years 


THE TRIUMPH TR-3 sports car bas been extremely successful in compe- 
tition and is shown bere at Monte Carlo. Douglas Kennedy, left, editor of 
True magazine, and Robert Halmi, New York photographer, won the trophy 
for the best performance by an American team in the rugged 2,000-mile 
European Monte Carlo Rally. 


By DAVID R. ALLEN Standard-Triumph team in this 
SINCE 1954, when Standard. Country—the TR-3 sports car, the 
Triumph Motor Co. established °COPOMY sedan, and the estate wagon 
residence in the U. S. and began —*otalled over 16,000 units in 1958, 
courting the American car buyer, ‘Presenting a 147 percent gain over 
the friendship between the two has the previous year. 
blossomed into an Standard-Triumph made its 
automotive love debut on the American scene with 
affair. Knowing its race-tested sports car, and only 
that the American's a a handful of dealers on the West 
love for his auto- ES Coast. Today, the TR-3, the sedan, 
mobile is “like the ed and estate wagon are merchandised 
cowboy’s love for am” : through nine distribution centers 
his horse,” Stand- : and a network of more than 700 
ard-Triumph has dealers covering all 48 states. A 
appealed to his de- : master parts warehouse is located 
sire for perform- , in each of the nine distribution 
ance, economy and, — = "i: ten poe he re 
bov ity. Inion, N. J.; Pensacola, Fla.; St. 
oe oe A. F. Bethell Louis, Houston, Chicago, Boston, 


These themes y 
predominate in the overall market- and Wheaton, Md. 


ing program that has stimulated Sales of the TR-3, already in sec- 
Standard-Triumph sales and won the ond place among sports-car imports, 
support of dealers. are being given an extra lift by its 

Sales of the three cars on the consistently fine performances in the 


es eT eee : 


TRIUMPH TR-3—“ist” in prac- TRIUMPH SEDAN —“Best en- TRIUMPH ESTATE WAGON 
tically every European rally for gineered” economy car. Up to 40 — Big 38 cu. ft. load space. Only 
the past 5 years—yet surprisingly mpg. 60,000 miles without major 12 ft. long, easy to handle, park. 
practical. Up to 35 miles per gal- overhaul. Well over 70 mph. Shef- 40 mpg. Unitized body. $1500 less 
lon. Dise brakes. Weatherproof field steel body. Unusually roomy, than average station wagon. 

top. Only $2675, Port of Entry quiet.Only $1699, Port of Entry Only $1899, Port of Entry 


\i, Cay 


MEMBER 


YA 


Standard-Triumph Motor Company, Inc., 1745 Broadway, New York 19 ~~ , 


important European rallies. In the 
recent Monte Carlo Rally, two Amer. 
icans—Doug Kennedy, editor of 
True magazine; and Bob Halmi, 
photographer—rode their TR-3 
the last check point, and were the 
only American team out of seven to 
finish the rally. Of the total of 322 
that started on the route, only 118 
other cars finished. 
ae) 

“TO FINISH in the Monte 
Carlo,” said the New York Times, 
“is a feat worth reporting to your 
grandchildren, for rallies such as 
this mean flat-out driving in the 
worst European winter conditions,” 


Although the basic design remains 
virtually the same, the latest TR3 
has a new and larger grille, heavier 
bumpers and overriders, and new 
interior styling. All the 1959 line 
can be seen at the New York Inter. 
national Automobile Show starting 
at the Coliseum, Apr. 4. 


Standard-Triumph introduced 
the sedan and estate wagon here 
in January, 1958, in answer to the 
demand for ease of maneuver and 
economy of operation and main- 
tenance. Both economy cars are 
capable of travelling up to 4 
miles to the gallon. 
Standard-Triumph’s awareness of 

the American's desire for quality and 
dependability in his automobile— 
his appreciation of careful work- 
manship and built-in mechanical 
stamina—is reflected in its current 
advertising campaign. Headline of 
the first ad in the new economy ar 
campaign, which appeared in @ 
newspapers, Time, Sunset and Motor 
Trend, was: “Why aircraft engineer 
calls British Triumph ‘best engi 
neered’ of economy cars.” 


According to reports, the ad has 

m sensationally successful, and is 
credited with building showroom 
traffic to new proportions and spark- 
ing numerous sales. Some customers 
have walked into the showroom with 
ad in hand, and driven out in a 
new sedan. 


Fine workmanship is an old tradi- 
tion dating back to 1903, with 
the parent company. In that year, 
Standard-Triumph Motor Co., Ltd, 
turned out one of the first horseless 
carriages in its factory in Coventry, 
a stronghold of British craftsman- 
ship. The name of the company 
stemmed from the firm intention of 
the pioneering founders to reduce 
prices by standardizing parts, 
bring the new miracle of transports 
tion within the reach of Englishmen 
of moderate means. 

a: 2 

TODAY Standard-Triumph is one 
of the largest automobile manufac 
turers in England, with over 17,000 
employes and plants in Coventry, 
Birmingham and Radford. It exports 
to more than 100 countries. 


Standard-T riumph automobiles 
are the products of a happy mar- 
riage of British craftsmanship and 
American methods and tools. 
Standard-Triumph was one of the 
first manufacturers in Britain to 
adopt American assembly-line 
methods, and many of its machine 
tools and automated machines are 
made in this country. 

As with every company, Standard 
Triumph’s success can be traced t 
certain individuals. Lord Arthur W. 
Tedder, who was deputy supreme 
commander to President Eisenhowef 
at SHAEF headquarters and was 
appointed chief of air staff for Great 
Britain in 1946, is board chairma®. 
Executive control of Standard-Tri- 
umph rests with 43-year-old Alic&k 
S. Dick, Britain’s youngest auto 
maker, who is managing director. 

On this side of the Atlantic, lead 
ership is in the hands of Alan FB 
Bethell, president of the Americaf 
subsidiary and importing arm, 
Standard-Triumph Motor Co., Int, 
in New York City. 

“Our immediate goals are to dé 
velop more streamlined methods 
distribution and marketing,” says 
Bethell, “in order to provide bettet 
service for dealers and the com 
sumer. Over the past five years we 
have experienced an almost phenonr 
enal growth, and our plans for the 
future, including p ct_ improve 
mam, igonee Suniel Tlie ae 
contin expansion in U 
market. 








i 


selats 


on 


ed 


‘gr 


PetRI AP Rear OCBEmS SRPPRERE SSS 




















ADVERTISEMENT 


By S. J. PANEK 


EVER SINCE John Boyd Dunlop 
invented the pneumatic tire in 1888, 
Dunlop Tire & Rubber Corp. has 
kept pace with exacting automotive 
requirements in terms of quality and 
types of tires. 

You always can be confident that 
Dunlop has a stock of tires readily 
available to fit every kind of im- 

rted and domestic car and a tire 
for every purpose. If you are an 
automobile dealer, such news is im- 
portant in terms of the extra profit 
you can make by selling replace- 
ment tires to your customers; if you 


are a tire dealer, the news about 
Dunlop's full line is important to 
the life blood of your business. 

If you are a car owner, you can 
rely on Dunlop for a dependable 
supply of tires designed for your 
Specific imported car requirements 
or for your domestic car. 

Aside from having originated the 
tire industry, one of Dunlop’s proud- 
est boasts is that its tires are the 
first choice of most British auto- 
mobi. manufacturers as original 
equipment. Indeed, the same is true 
of a great percentage of all leading 
makes of imported cars. 





Dunlop—First in Tires 


Original Equipment on Most British Cars; 
Firm Claims World Leadership 


As the number of imported cars 
increased, Dunlop has kept pace 
with the growth by adding ware- 
house locations throughout the U.S. 
to insure the quickest delivery pos- 
sible. In addition, in order to pro- 
vide a full selection “i sizes 
and types, the quantity of tires im- 
pened from abroad has been in- 
creased steadily. 

a ee. 

OF THE MANY types of tires in 
the Dunlop line, one of the most 
outstanding is the new RS-4 Road- 
speed. Originally designed as a 6-ply 
tire specifically for sports cars cap- 
able of sustained speeds in excess of 








Why Imports? ...a Look 


(Continued from Page A) 

are virtually 100 percent imported. 
The manufacturer, if he is to be 
free to import manganese, may not 
prevent his fellow citizens from im- 
porting foreign cars, if that is what 
they want, and he cannot expect that 
other countries, earning a much 
more precarious living, will fail to 
press for retaliatory exclusions of 
American goods. 

Also, it is probably true that for 
every job saved by excluding a for- 
eign import, a job is lost through 
the resultant blockage in the export 
line. 


* * * 
BUT WHAT about unfair price 
advantages? A great deal is said 


about “cheap foreign labor.” This 
needs putting in perspective. Wages 
are lower in Britain than in the 
U. S. U. S. Department of Labor fig- 
ures for April, 1958, give U. S. auto 
workers an average hourly wage of 
$2.50. The British Ministry of La- 
bour figures for auto workers in the 
same month was 75c. 


_ But the figures are not so far 


apart as they appear. First, nail this 
question of productivity. Product 
per man is much lower in Britain 
than America. Figures worked out 
for 1950 suggested it was only 46 
percent of the U. S. figure. This 
means that a British manufacturer 
had to pay twice as much labor to 
achieve the same product as his 
American opposite. This was the 
advantage of the better and wider 
use of capital equipment. Today, 
Britain and others are catching up— 
but are well behind still. 


Second, wage comparison means 
little except in terms of buying 
power comparisons. A dollar con- 
verted into sterling and spent in 
Britain will buy more there than 
in America—of{ most things at any 
rate. Travel, bus and train fares, 
bousing. All foods are much 
cheaper in every European country 
than in America. Only in the “dur- 
ables” range has the U. S., gener- 
ally speaking, a price advantage. 

A study made in 1955 suggested 
that in terms of what the pound 


at the Facts 


will buy and what the dollar will 
buy the present exchange rate of 
$2.80 to the pound was quite mis- 
leading. A list was made of the 
usual goods bought by Englishmen. 
A dollar’s worth there was found to 
have cost $1.48 in America—nearly 
half as much again. In spite of in- 
flation, in Britain and in Europe 
generally, prices have been lower 
ever since the war and, since 1955, 
the disparity has probably become 
greater because of the more recent 
inflation here. 
* * 

FINALLY, there is the question 
of fringe benefits. These are quoted 
as an additional cost in America 
without recognizing that they are 
a feature of most modern countries. 
In Britain, they are probably higher. 
The comprehensive system of social 
insurance and welfare built up in 
Britain since the war relieves every 
wage earner of meeting directly the 
cost not only of education or unem- 
ployment but sickness in his family, 
drugs, nursing or hospitalization. 


Standardized Flectrical Parts 


Lucas Has 6 U. S. Branches 


By ROBERT HOLLEY 


ANY REPORT on the growth of 
the British motor industry in the 
United States would not be com- 
plete unless it included the activities 
of Lucas Electrical Services, Inc. 

For this company, which repre- 
sents the Joseph Lucas Ltd. organi- 
zation here, has been characterized 

a vigorous policy of expansion 
designed to keep pace with mount- 
ing British car sales. The need for 
such a policy is clear, since Lucas 
electrical parts and accessories are 
standard equipment on the majority 
of British-made cars, and conse- 
quently in great demand as replace- 
ment parts. 


The Lucas organization in the 
United States .was started by W. 
G. Owen, vice-president and sec- 
retary-treasurer, who has overseen 
the growth of the company from 
a small sales office in New York 
City in 1946 to its present opera- 
tion, which includes six factory 


branches in key areas throughout 
the country. 


Actually, Lucas has been identi- 
fied with rapid growth since 1872, 
when it was founded by Joseph 
Lucas and his son, Harry, as a small 
workshop in Birmingham, England. 
Despite this, Lucas has guarded its 
reputation for quality. Its very first 
product, a ship's lamp called the 
“Tom Bowling” lamp was made so 
well it soon became famous. 

Today, with thirty factories lo- 
cated around the globe, Lucas is the 
largest European manufacturer of 
electrical automotive parts and sec- 
ond largest in the world. 

* *¢ * 


LUCAS MANUFACTURES many 
different components from bicycle 
lamps and bells to electrical equip- 
ment for every type vehicle—and 


now to combustion systems for gas 
turbine aircraft engines. 

Lucas pioneered the 12-volt igni- 
tion system, for example, recently 
adopted by American manufacturers. 








LUCAS 


FROM THIS modern office-warebouse building at 501 W. Forty-second 
St., New York, Lucas Electrical Services controls its six factory branches at 
New York, Los Angeles, San Francisco, Chicago, Houston and Jacksonville, 
Fla. More than 8,000 separate components are wareboused and sold through 


| 2,300 wholesale and retail outlets across the nation. 








Lucas was also the first to adopt 
alternating electrical equipment for 
use on vehicles. Its Girling division 
was instrumental in the develop- 
ment of disc brakes, used by today’s 
record breaking motor cars. And in 
the startling developments of jet 
propulsion Lucas has played a prom- 
inent role. 


The company maintains a 
unique worldwide service struc- 
ture in order to render “on the 
spot” service of consistently bigh 
standard. Lucas agents and tech- 
nicians from all parts of the world 
are rigorously schooled in basic 
engineering principles and tbor- 
oughly trained under sound, prac- 
tical conditions. In the United 
States, as elsewhere, they render 
invaluable service and advice to 
the many owners of British cars, 
as well as to the increasing num- 
ber of foreign car dealers and 
service shops who handle Lucas 
replacement parts. Each factory 
branch is staffed by these care- 
fully trained Lucas experts. 

The Los Angeles factory branch, 
located at 5025 West Jefferson Blvd., 
is managed by Norman J. Plummer, 
who is also a vice-president of the 
American company. 

In Chicago, the Lucas factory 
branch is headed by John V. (Jack) 
Bough, well known for his invalu- 
able technical assistance in racing 
and experimental runs. The Chicago 
branch is housed in a new building 
at 4937 West Belmont Ave. 

* ¢ «* 

IN SAN FRANCISCO, J. Kenneth 
Law is manager. He was formerly as- 
sistant manager of the Los Angeles 
branch. 

In Jacksonville, Fla., the manager 
is Peter H. Holland, who was re- 
cently transferred from the export 
division of the London office of the 
Lucas parent company. Located at 
400 South Edgewood Ave., the new 

(Continued on Page H) 





100 m.p.h., it came to the attention 
of Dunlop engineers that many of 
today’s saloon cars are capable of 
high speeds. And therein lies the sig- 
nificance of the simple number “4” 
in the Roadspeed designation. 

Even though the original Road- 
speed was an excellent product, Dun- 
lop research people continually found 
ways to make it better until the RS-1 
became the RS-2, etc. Today, the 
RS-4 provides all the high speed 
handling that a sports car driver 
wants, yet is comfortable and equally 
suitable for very fast sedan cars. 


Essential features of the RS-4 
are a newly designed tread which 
provides greater grip on slippery 
surfaces and longer life, coupled 
with a nylon casing possessing 
greater strength and cooler run- 
ning properties. 

The same progressive, never-end- 
ing research that produced the Road- 
speed is applied to every tire. It is 
also responsible for Dunlop tires 
being the only ones to be driven 
faster than 400 m.p.h. In fact, every 
world’s land speed record since 1929 
has been set with cars riding on 
Dunlop. 


7 7 = 
SO FAR, in this story, Dunlop’s 
activities during the last year or so 
have been pretty well taken into ac- 


British Auto News—G 


count. But what about the other 70 
years since Dunlop started every- 
thing in 1888? The story of Dunlop 
is, to a very large extent, the his- 
tory of the rubber industry. Its ac- 
complishments and growth, both in 
America and internationally, have 
brought it steadily forward to its 
present position of world leadership 
in research and production of rub- 
ber products. 


Numbered among its major ac- 
complishments have been such 
history-making events as the de- 
velopment of the first low pressure 
tire; the invention of the first drop 
center rim; the development of 
the first foam rubber; the estab- 
lishment of the first rubber plan- 
tation to be owned and operated 
by a rubber company. One of the 
latest contributions is a disc brake 
for autos and aircraft; already it is 
original equipment on 10 British 
automobile models. 


The world-wide Dunlop family 
now counts over 100,000 members. 
They man plantations, laboratories 
and 94 plants in 15 countries. The 
sum of their inventiveness, skill and 
experience is drawn upon by car 
and cycle designers, aircraft builders, 
mine operators, doctors, engineers, 
architects, furniture designers, and 
many others. 











Why does this car dealer 
have a bright future in 
the Tire business? 


Ic occurred to him that most of today’s British cars carry Dunlop tires as 


original equipment. And he knew from experience that owners insist on 


Dunlop tires at replacement time. So he expanded his service department 


to include these world-famous tires for 


sports, luxury, and economy cars. 


What's your potential on Dunlop tires? 
Estimate the number of imported cars in 
your selling area... add the number you 


expect to sell this year . . 


four .. 


your tire replacement business can be in 


the future. 


Dunlop warehouses in major cities 
throughout the country carry stocks of all 
sizes required for British and other 


. multiply by 
. and you begin to realize what 





imported cars and can supply your 


requirements without delay. 


There’s a world of confidence in 





TIRE AND RUBBER CORPORATION e 


POUNDERS OF THE PNEUMATIC TIRE 





BUFFALO 6, N. Y. 


INDUSTRY 
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facilities were the third to be opened 
during 1958. 


In Houston, entirely new facil- 
ities are being opened this month 
at 6055 Armour Drive. Michael J. 
Morral will manage that new 
branch. 


The establishment of these six 
strategically located factory branches 
has added considerable scope to the 
Lucas organization in this country. 
As a result, more dealers are reached 
with more parts, with greatly in- 
creased delivery speed. Through 
these branches the Lucas organiza- 
tion now supplies a nationwide net- 
work of over 2,500 wholesale and 


retail outlets. 
* * = 


TO SERVE American motorists, 
Lucas warehouses over 8,000 sepa- 
rate components in starting, lighting 
and ignition equipment, and a full 
line of accessories. These include 
batteries, lamps, coils, distributors, 
starters, generators, regulators, horns, 
windshield wipers, mirrors and Gir- 
ling shock absorbers and brakes. 


All these cars, and the Lucas com- 





ponents they carry, will be at the 
New York Coliseum Show, April 4. 

According to Lucas vice-president, 
William G. Owen, the company’s 
future plans call for the maintenance 
of Lucas growth, wherever necessary 
to assure the continuation of quick, 
reliable Lucas service and delivery 
to its many dealers. 


Show 


(Continued from Page A) 


urious of all English cars is, of 
course, the Rolls-Royce, and its sis- 
ter make, the Bentley (shown by 
J. S. Inskip). 

Then there is the Rover, with a 
completely new organization in 
America, showing quality sedans and 
the world famous “Go Anywhere,” 
Land-Rover. Aston Martin will dis- 
play its new DB4 coupe, claimed to 
be the fastest production car. 

Surprise at the show will be the 
Daimler sports, a new V-8, never 
exhibited publicly before and de- 
signed to bring this famous manu- 
facturer into the U. S. market. An- 
other entirely new British product 
is the Nobel, a super-economy, ultra- 
light car, with plastic bodywork by 
the Bristol Aeroplane Co. 


SERVING AMERICA 


and Britain’s finest cars 


on the highways of 


the worid 


SINCE is72 


the world’s most 


respected name in 


electrical equipment 


automobliies 


Represented in the United States by 


“LUCAS 


“ GENERATORS 
STARTERS 
DISTRIBUTORS 
COILS 
BATTERIES 
LAMPS 
WINDSHIELD WIPERS 
REGULATORS 
HORNS 
GIRLING BRAKES & 

SHOCK ABSORBERS 


ELECTRICAL SERVICES, INC. 


501—509 West 42nd Street, New York 36, N. Y. 
Offices in New York * Chicago * Los Angeles ° 
San Francisco * Jacksonville * Houston 


Parts Supply Assured 


Nisonger Represents S. Smith 


By DONALD B. MORREN 


THE INSTRUMENTS, heaters and 
radios of British cars are in most 
cases supplied as original equipment 
by S. Smith and 
Sons of Crickle- 
wood, London, 
whose American 
distributor is the 
Nisonger Corp., 
125 Main Street, 
New Rochelle, 
N. Y. 

President is Earl 
Nisonger, widely 
known throughout 
the imported car 
field since he first 
took on the import of Smiths’ com- 
ponents back in 1947. 

In the Nisonger plant, complete 
stocks are carried for Smiths’ in- 
struments and heaters and Radio- 
mobile radios. A full overhaul 
and replacement service is main- 
tained. Recently, the instrument 
re-building department has been 
doubled and, following the English 
factories’ policy, women are em- 
ployed on the benches. 

Smiths’ group of companies, which 
are the largest manufacturers of in- 
struments, clocks and watches in the 
world, utilize 10 factories in Eng- 
land and employ over 25,000. 

K.L.G. spark plugs have been on 
the vehicles which have recorded 
land, sea afd air records, and 
Smiths’ development and research 

department is one of the most ex- 
tensive of its kind. 
* * * 


NISONGER distributes in Amer- 


Earl Nisonger 


Cars on Exhibit 
At N. Y. Show 


A.C.—A.C. Cars, 8 Alden Ave., 
Valley Stream, Long Island, 
CUrtis 5-9155. 

ASTON MARTIN—J. S. Inskip, 
304 East 64th St., New York 
City, TE 8-6100. 

B.M.C. — AUSTIN, AUSTIN- 
HEALEY, M.G.. MORRIS, 
RILEY, WOLSELEY—Hambro 
Automotive Corp., 27 West 
57th St., New York City, PLaza 
9-3150. 

BENTLEY and ROLLS-ROYCE 
—Rolls-Royce, Inc., 10 Rocke- 
feller Plaza, New York City, 
CIrcle 5-1144. 

DAIMLER — Daimler Co., Ltd., 
Denis McCormack (U. S. Rep- 
resentative), Box 6790, Tow- 
son, Baltimore 4, Md. 

DUNLOP TIRES—Dunlop Tire 
& Rubber Corp., Buffalo 5, N. 
Y., Victoria 2-200. 

ENGLISH FORD—English Ford 
Motor Co., 34 Exchange Place, 
Jersey City 2, N. J., WOrth 
4-7883. 

HILLMAN, HUMBER, SINGER, 
SUNBEAM (Rootes) — Rootes 
Motors, Inc., 505 Park Ave., 
New York City, PLaza 3-0710. 

JAGUAR—Jaguar Cars, Inc., 32 
East 57th St., New York City, 
PLaza 1-1520. 

LUCAS ELECTRICAL — Lucas 
Electrical Services, 501 West 
42nd St, New York City, 
LOngacre 3-3464. 

MORGAN — Fergus Imported 
Cars, Inc., 1717 Broadway, 
New York City, COlumbus 
5-6494. 

NOBEL — York Nobel Industry, 
Ltd., 1 Great Cumberland 
Place, Marble Arch, London W. 
1, England. 

ROVER — Rover Co. of N. 
America Ltd., Mobile Drive, 
Toronto 16, Ont. Plymouth 
9-4131. 

SMITH’S ACCESSORIES—Nison- 
ger Corp., 125 Main St., New 
Rochelle, N. Y., BEverly 
5-2400. 

TRIUMPH — Standard-Triumph 
Motor Co., Inc., 1745 Broad- 
way, New York City, JUdson 
2-4866. 

VANWALL —V andervell Prod- 
ucts, Ltd., Western Ave., Acton 
W. 3, England. 

VAUXHALL — Pontiac Motor 
division, 196 Oakland Ave., 
Pontiac 11, Mich., FEderal 
2-8111. 


ica through a network of 5,000 fran- 
chised dealers handling 10,000 items 
of imported parts and equipment. 
The corporations also supply various 
other accessories and components in- 
cluding windshield wipers, luggage 
racks, brake linings, carburetors, 
clutches and fuel pumps. 

These are in addition to the main 
Smiths’ products of instruments, heat- 
ers, radios and K.L.G. spark plugs. 

Earl Nisonger has recently insti- 
tuted a Racing Car division, market- 
ing a specialized racing car called 
the “Nisonger K.L.G. Special,’ and 
which department also markets per- 
formance equipment for sports cars. 

The aim of the American corpo- 
ration is the quick supply of parts 
for both imported sedans and for 
sports cars, by continually increas- 
ing stocks carried by Nisonger it- 
self, and through its distributors 
and dealers, apart from their ex- 
pert service for the repair and 
rebuilding of Smiths’ products. 

The parent concern in England is 


ADVERTISEMENT 


still a growing one, too, as is eyj. 
denced by Smiths’ latest developmen; 
of a revolutionary automatic trans. 
mission incorporating an e!ectro. 
magnetic coupling using metallic 
powder. It is believed that this wij 
bring automatic transmission tg 
smaller cars for the first time. 


Demand 
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port sales which, it should be re 
membered, are of real benefit 
the U. S. economy as a whole bring. 
ing new business and sources of 
wealth. There are more than 10,000 
American dealers, according to Auto. 
motive News, profiting from im. 
ported car sales today, and this 
means that 50,000 people are ep. 
gaged at their sales and service 
points. 
* * #*# 

THE ARRIVAL at some 20 ports 
of entry of thousands of cars 4 
month means a big advance in busi- 
ness for marine and inland freight 
industries, for insurance, for broker. 
age and warehousing concerns. 

It is calculated that customs 
duty on imported cars and parts 
brought the U. S. Federal Govern. 
ment $50 million last year. 


NISONGER 





Whether it hugs the earth or rides the stratosphere’s jet 
streams, modern transportation has one uncommon denom- 
inator—stainless steel. 


America’s first supersonic bomber —the world’s lightest full- 

size, railroad passenger car—the trucking industry's highest capacity lightweight 

trailer—all owe their existence to stainless steel’s extraordinary strength-weight ratio 
and almost indestructible good looks. 


ag: 7/ Every American auto on the road today uses stainless steel functionally and decoratively 
i ---! — to protect painted and treated surfaces, because only stainless steel requires no protective 

As a treatment to preserve factory freshness and assure lasting customer satisfaction. And its 
“unusual workability means that finished product costs are usually lower than for any other 


bright metal. 


Whether your primary interest is function or form, J&L 
provides consistent quality for uniform production. 


J&L leads the industry in melt shop standards for stain- 
less steel—the point where quality starts, and production 
economies begin. 


, / 
{i STAINLESS 
Plants and Service Centers: 


/ Los Angeles + Kenilworth (N. J.) * Youngstown «+ Louisville (Ohio) « indianapolis « Detroit SHEET « STRIP + BAR WIRE 


Jones & Laughlin Steel Corporation + STAINLESS and STRIP DIVISION e« Box 4606, Detroit 34 





No. 1 Magazine 
Imported Car 
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VOLVO 444 ARNOLT-BRISTOL FIAT-ABARTH 
Ake Hogman Bolide 750 GT 
OR a oa Neil Finnicum Patricia Flaherty 
Volvo Distributing, Inc. Sales Mgr. Sports Div. Ass’t to Pres. 
S. H. Arnolt, Inc. Roosevelt Automobiles, Inc. 


ERCEDES-BENZ 
300 SL Roadster 
Count Marcus Clary 
Sales Mgr. 
Daimler-Benz N.A. Sales Mgr. 
Mercedes-Benz Sales Inc. 


=NAULT —"———Ow#AILLMAN =) Sd SUNBEAM.) —<“<~SCAETLLLMAL “MGA —s AUSTIN-HE: 
Sunroof Convertible Rapier Sedan David Ash 100 Six 
Odette Jean Jack Kent Peter Miller John Panks Sales Mgr. George Jessop 


Marketing Mgr. Ase’t to Pres. Sales Mgr. Adv. Dir. Pres. J.S.Inskip, Inc. vp, 
Renault of France, Inc. Renault of France, Inc. Renault of France, Inc. Rootes Motors, Inc. Rootes Motors, Inc. J. S. Inskip, Inc. 
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893B TRIUMPH TRIUMPH DKW DKW DKW PORSCH! 
McWilliams TRS Hardtop TR3 Hardtop Station Wagon 4 Dr. Sedan Frick Filius 
.- David Allen Alan Betheil’ Charles Callanan Robert E. Lee Jr. H.C. Hoppe Gen. Mgr. 
B Motors Inc. Adv. Dir. Pres. Sales Mgr Pres Pres Porsche of America, Inc. 


Standard Triumph Standard Triumph Lee Motors, Inc. Lee Motors, Inc. DKW American 
Motors, Inc. Motors, Inc. Corp. 
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MORRIS-MINOR pee PANHARD 
1000 Sedan 
Hans Blocher 
Sales Mgr. 
Citroen Cars, Inc. 


... who couldn’t make the luncheon 


From its very beginnings, SPORTS 
ILLUSTRATED has attracted the 
kind of families who are apt to 
have five figures in their incomes, 
and two or more cars in their 
garages.* They are also the kind 
of people who are likely to re- 
spond to the idea that driving 


(and owning) a car should be fun. 


In SPORTS ILLUSTRATED they 
found the first general magazine 
dedicated to restoring adven- 
ture to its original place in the 


wonderful world of automobiles. 


And that is why, in a period 
when their sales have gone from 
30,000 to 400,000 a year, SPORTS 
ILLUSTRATED has been America’s 
major advertising medium for 


imported cars. 


A few weeks ago we invited 
leading executives from all 
SPORTS ILLUSTRATED - advertised 
imports to a luncheon at Roose- 
velt Raceway—and later asked 
them to pose beside their cars 
for the above photograph. As 
you can see, there were so many 
cars represented that the picture 
couldn’t fit on this spread with- 


out being divided into sections. 


But no matter how you look 
at the picture, one fact is clear: 
just as sport brings out the best 
in people, SporRTS ILLUSTRATED 
brings the best possible atmos- 
phere for selling the style and 
pleasure that imported cars offer 
to the best of sales prospects in 


today’s market. 


*Median subscriber income, $9,258. Number of 
cars owned per 100 families, 137. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Columbus, O. 


New-car sales continued to surge | 
ahead in Franklin County (Colum- | 
bus), O., in the first 15 days of | 
March. 

Registrations totalled 1,114— up| 
95 from the first half of February} 
and 103 more than the same period | 
of March last year. Sales were | 
higher than the first half of any 
month since July, 1957. 

In new-car sales, Ford widened 
a slim lead over Chevrolet for | 
first place, with Pontiac jumping | | 
into third place for the first half 
of March. Oldsmobile edged out 
Buick for fourth place, with Ram- 
bler and Plymouth close behind. 
Rounding out the top 10 were 
Dodge, Cadillac and Studebaker. 

Here are the new car sales, in 
order: 

Ford, 328; Chevrolet, 272; Pontiac, 
71; Oldsmobile, 61; Buick, 59; Ram-| 


bler, 58; Plymouth, 54; Dodge, 30; 
Cadillac, 26; Studebaker, 23; Mer- 
cury, 20; Renault, 13; Volkswagen, 
113; Goliath, 9; Simca, 8; Metropoli- 
tan, 7; Chrysler, 6; DeSoto, 6; Ed- 
sel, 5, and Fiat, 5. 

Opel, 4; Triumph, 4; Hillman, 3; 


|Lie About Car’s Mileage 
Charged in Suit for $2,137 


WINSTON-SALEM, N. C.—Jack 
| Davis, Inc., has been sued for $2,137 
by a man who claims the dealer 
made false representations in con- 
nection with his purchase of a used 
car. 

Charles A. Cockrum said he was 


| told a car he eventually bought had 


| been driven only 24,000 miles—the 
| mileage shown on the speedometer. 
After the purehase, he said, he 
checked with the former owner and 
was told it had been driven about 
100,000 miles. 





SAAB, 3; Austin, 2; Isetta, 2; Jag- 
uar, 2; Mercedes-Benz, 2; Vauxhall, 
2; Imperial, 1, and miscellaneous, 
9.—(Ernest L. Binns.) 

o * * 


Salt Lake City 


February saw 1,076 new cars 
registered in the Salt Lake City 
area, compared with 687 in Janu- 
ary. 

By makes, registrations were: 
Chevrolet, 253; Ford, 225; Pontiac, 
77; Oldsmobile, 71; Plymouth, 66; 
Rambler, 59; Buick, 55; Cadillac, 
30; Dodge, 25; Mercury, 25; Stude- 
baker, 21; DeSoto, 14; Edsel, 12; 


Chrysler, 5; Lincoln, 5; Imperial, 1, | 


and miscellaneous, 132. 
New-truck registrations num- 
bered 159, compared with 104 a 
month earlier. By makes: Chevro- 
let, 60; Ford, 53; Willys, 11; GMC, 
10; Dodge, 7; International, 3; 
Studebaker, 2; Diamond T, 1; Ken- 
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worth, 1; White, 1, and miscellan- 
eous, 10. 
= + * 
Pittsburgh 


New-car registrations “were up 
sharply” in the Pittsburgh area 
during the week ended March 14, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s seasonally adjusted 








THE USED CAR WARRANTY 





What's in it 





for 


There are four major advantages dealers mention most often 





when we talk to them about the one-year guarantee against 
mechanical failure. And all four add up to a single word—Prorir. 


1. Sales clincher. When a used car prospect can’t decide— 
because he’s afraid to make a mistake—a warranty backed by 
Consolidated Warranty System takes the risk out of the way. The 
customer knows there’s less chance of trouble . . . and there’s no 
expense if unforeseen trouble develops. 


2. Higher margin. A used car with a CWS Warranty is a better 
buy. Your customers recognize the advantages and are willing to 


pay a higher price. 


3. Repair money...in instead of out. When you’re called upon 


to do a repair job covered by a CWS Warranty, your shop gets the 


benefits and you make a friend besides. 


4. Repeat business. It’s still as true as ever . . . the satisfied 
customer comes back. And he sends more prospects. You build 
your business on reputation, instead of depending on customers 


shopping for the lowest price. 
Here’s what a CWS warranty means— 


Consolidated Warranty System is the only car warranty company 
operating nationwide. With more than 100 offices strategically 
located, not only throughout the United States but in Canada and 
Consolidated Warranty System assures 
prompt service for repairs and prompt settlement of claims. More 
than half a million cars have been warranted by CWS member 
companies . . . saving the driving public more than a million 


Puerto Rico as well, 


dollars a month in repair bills. 


Consolidated Warranty System 


Headquarters: Springfield, New Jersey 
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AUTO WARRANTY 
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AMERICA, INC. 


AUTO LIFE 
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index of general business activity 
rose to 112.8 percent of the 1947-49 
average, the second highest figure 
reported in 1959. It was 104.8 per- 
cent a month earlier and 99.6 in 
mid-January. 

Steel mills operated at 92 per- 
cent of practical capacity.—(Leon 
M. Leffingwell.) 

* 


* * 


Vancouver, B. C. 


New-car sales in the metropolitan 
area of Vancouver, B. C., in the 
first two months of this year to- 
talled 3,823, a gain of 16.4 percent 
over the 3,283 recorded in the cor- 
responding 1958 period. 

Foreign cars took 30.9 percent 
of the metropolitan market, a de- 
cline of 0.5 percent from January. 


While passenger-car business 
was gaining, new-truck sales 
slipped from 367 units in the 
year-ago period to 342 in Janu- 
ary and February this year. 


Chevrolet continued to hold its 
lead in new-car sales with 19 per- 
cent of all registrations. Next was 
Pontiac, with 11.2 percent, followed 
by Ford, 9.99, and Meteor, 7.1. Vaux- 
hall scored 6.5; Volkswagen, 5.9; 
Austin, 4.4; English Ford, 4.0; Plym- 
outh, 3.4, and Oldsmobile, 3.2—(F. H. 
Fullerton.) 


Magazine Cites 
Ae Industry 
‘For ‘Vast Benefit’ 


| NEW YORK.—The auto industry 

is cited by Look magazine for its 
|“vast public benefit” in the fourth 
| of seven Look messages devoted to 
the defense of American business. 
The article appears in the Apr. 4 
| issue. 


The magazine calls the industry 
a perfect example of a Benjamin 
Franklin saying that “America can 
no more survive and grow with- 
out big business than it can survive 
and grow without small business.” 


In support of Franklin's belief 
that large and small business would 
| aid each other, Look said, there are 
more than 26,000 small firms sup- 
plying parts and equipment for one 
big auto manufacturer. 


| Explaining further the industry's 

high productivity, Look said that 
based on average f.o.b. retail prices, 
a 1909 factory worker had to work 
175 weeks to buy a car, while his 
1958 counterpart had to work only 
26. 

“This difference reflects a rising 
level of living for which the auto- 
motive industry can take much of 
the credit,” the article said. “Our 
|}economy of abundance stems in 
large part from the efficient mass 
production techniques of big motor 
manufacturers.” 


H ydra-Matic Tops 
10-Million Mark 


YPSILANTI, Mich.—O. W. Habel, 
general manager, announces that 
Detroit Transmission division has 
produced its 10-millionth Hydra- 
| Matic car transmission. 

Habel pointed out that it took 
more than nine years to produce 
the first million Hydra-Matic trans- 
missions, but the additional nine 
| million were turned out in the suc- 
| ceeding 10 years. 

The 10 millionth transmission 
represents more than one Hydra- 
Matic for every four automobiles 
produced by General Motors since 
Detroit Transmission began opera- 
tions in 1939, Habel said. 


Dealer Elected President 








Of Waco (Tex.) C of C 


WACO, Tex.—Gordon Rountree, 
owner of Gordon Rountree Motors, 
Ltd. (Cadillac-Oldsmobile), has 
been elected pres- 
ident of the Waco 
Chamber of Com- 
merce. 

Rountree has 
been a director of 
the Chamber of 
Commerce for 
several years and 
has served the 
group’s highway, 
industrial, civic 
affairs and mili- 
tary affairs com- 
mittees. 


Gordon Rountree 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 
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Here, quietness speaks quality! Binaural tape recordings 
of the sound level inside this test car will help Olds 


THE MAN WHO SELLS engineers eliminate annoying noise and vibration. 


Exacting tests like this, plus famous Fisher Body 


OLDSmobility F EAT U R E Ss craftsmanship, help make Olds quality leader of the 


medium price class! 


Body by Fisher is a solid sales plus for Olds dealers 
THE QUIET QUALITY OF ody by Fisher is a solid sales plus for ealers 


and salesmen. It’s a natural for demonstrations! Once 

behind the wheel prospects can’t help but notice 
BO DY BY Fl &y H E RI! the difference . . . That New Olds Feeling is a Quality 

feeling! One more reason why it’s great to be an 


Oldsmobile Quality Dealer. 





Fisher Body “door slam” test automatically opens and closes In "Seat Wear Test” two saddles, each representing a 175-lb. Here a jury of experts listen to tapes recorded in the test car 
this door thousands of times! Results will uncover any defects man, subject fabrics and construction to severe “wear” condi- under a variety of conditions. The ballots they cast help 
and help determine the life expectancy of the locking mechanism. tions. Materials that survive this test will give superior service. engineers select the most effective types of sound insulation. 


OLOS MOBI Le 


LANSING, MICHIGAN 









DIVISION OF GENERAL MOTORS CORPORATION 
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COMING! APRIL 27th 
1959 


Automotive News 


ALMANAC 


Order one now for your: 


@ SERVICE DEPARTMENT 
@ SALES DEPARTMENT 
@ ENGINEERING STAFF 
@ LIBRARY 


$250 per copy 


Detroit 7, Mich. 








THE HAWES PLAN, Inc. 


Executive Offices 
Sea Cliff, New York 


The Automobile Warranty Company of- 


fering the finest in 


“One Year Guaran- 


tee"’ Protection. Franchises available to responsible parties only. 


All inquiries confidential. 





NO MATTER HOW YOU 
LOOK AT IT....,0011 point with 
pride to your MAICO 700 


The MAICO 700 . . . Germany's great- 
est sport car achievement in its class! 
it was the sensation of recent Evropean 
motor shows with its striking Continental 
look . . . and its amazing 3 cylinder 700 
¢. ¢. engine that can whiz you along at 
80 m. p. h. in true sport car fashion. And 
gas consumption is so unbelievably low 
that it will be the most economical car 


MAICO 700 SPORT 


But perhaps the greatest thing about 
the MAICO 700 is the price . . . it will 
be music to your ears. For exact dollar- 
cost information in your area write 
directly to the Distributor. The swing is 
to the MAICO 700, Europe's outstanding 
high quality—tow cost sport cor, In- 
quire today for full details on MAICO 
franchise in your territory. 


MAICO 500—An out- 
standing small car. . . 
it seats four persons, 
and its 452 c.c. engine 
is capable of darting 


along at 50 m.p.h, 


and mail te: 


WESTERN 


| @ year earlier. 


| magazines and $1,137,133 in farm 





Media Outlays U 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The nation’s top 100 advertisers 
spent $857,485,761 in general and 
farm magazines, supplements and 
network television in 1958, accord- 
ing to compilations by Leading Na- 
tional Advertisers, Inc., from Pub- 
lishers Information Bureau and 
Broadcast Advertisers Reports fig- 
ures. 

That’s a 5.5 percent increase 
over the $812,131,124 spent in the 
same media by the top 100 ad- 
vertisers in 1957. It also compares 
with the $754,274,612 expended in 
1956. 

Network television received $502,- 
268,254 of the total investment in 
1958, while $269,843,155 went to gen- 
eral magazines; $9,240,598 to farm 
publications, and $76,033,754 to sup- 
plements. 


And the majority of the expend- 
itures in each category was sub- 
scribed by the top 50 advertisers. 
This group accounted for $430,861,- 
082 of the network television total; 
$203,362,754 of the general magazine 
total; $6,800,008 of the farm maga- 
zine total, and $59,697,771 of the 
total invested in supplements. Of 
the total for the top 100 advertisers, 
$700,721,615 was spent by the top 
50. 

Among the auto makers, Gen- 
eral Motors Corp. again finished 
in the No. 2 spot with an expend- 
iture of $47,481,093 in the media 
in 1958, compared with $41,834,224 


GM spent $22,111,817 in general | 


magazines in 1958, while network 
television received $20,593,366, and 
supplements, $3,638,777. 

Ford Motor Co, meanwhile, 
dropped from fifth to seventh, and 





Chrysler Corp. skidded from third | 
to eighth place. These two com-/| 
panies were the only members of 
the top 10 who spent less in 1958) 
than they did in 1957. 

Ford dropped from $28,082,142 in 
1957 to $25,399,049 last year, while 
Chrysler skidded from $30,945,944 
a year earlier to $23,311,107 in 1958. 

A breakdown of Ford expend- 

itures showed $11,097,005 going to 
general magazines; $1,112,305 to 

farm magazines; $628,118 to sup- 
plements, and $12,561,121 for net- 
work television. 

Biggest portion of Chrysler ex- 


| penditures, $14,341,471, went to net- | 
| work television in 1958. The cor-| 


poration also spent $7,844,399 on/| 
general magazines; $381,417 on 
farm magazines, and $743,820 on 
supplements. 

Only other car maker listed in 


|}the top 100 was American Motors, | 
| which upped its expenditures from 


$2,238,389 in 1957 to $2,276,846 last) 
year. 

Of the 1958 total, $1,370,486 went | 
for general magazines and $906,360 


for supplements. 
- > ” 


Oldsmobile on New Show 


Oldsmobile last week began spon- 
sorship of a newly weekly television 
series with a format combining 
original drama with old and cur- 
rent song favorites. 

The half-hour show, “Oldsmobile 
Music Theatre,” will be seen at 
8:30 p.m. each Thursday over the 
NBC-TV network. 

L. A. Grober, Oldsmobile adver- 
tising manager, said the new series 
is expected to lend added momen- 
tum to Oldsmobile’s growing 1959 
volume, particularly through the 
traditionally strong spring selling 
season. 





Dodge Renews Welk Series 


Dodge has renewed the Law- 
rence Welk “Dancing Party” for 
another 52 weeks beginning in 
July. 

The show will continue at the 
same time—9 to 10 p.m.—on 
Saturdays and will be telecast by 
the same network—ABO-TV. 


Ford Sadties Up Ante 
New England Ford dealers will 


and $1,250,000 on advertising in 1958, 
with about 50 percent going into 
newspapers, Cahill said. “The bal- 
ance was for radio and television, 
most of it for Red Sox games,” 
Cahill said. 


e * 


Rover Picks U. S. Agency 


Sudler & Hennessey, Inc., New 
York, has been appointed North 
American advertising agent for 
Rover Motor Co. of North Amer- 
ica, Ltd., and will operate with 
Pritchard, Wood & Partners, Lon- 
don, who handle advertising for 
Rover Co., Ltd., of England, in 
all world markets. 


* > * 


Texaco Sticks with Goodman 


Texaco will build its entire spring 
promotional push around band- 
leader Benny Goodman for the 
second straight year. 

The promotion, to be keyed to 
the theme “Swing Into Spring 
with a Texaco Safe-T Check-Up,” 
will be aimed at building station 
traffic and helping Texaco deal- 
ers sell product and service. 

The kickoff for the push will be 
an hour-long television spectacular 
titled “Swing Into Spring,” to be 
seen on approximately 160 stations 
of the CBS-TV network on Friday, 
Apr. 10. The show will star Good- 


man and will be fashioned after | 


last April’s spectacular of the same 
title. 


An intensive advertising cam- 


paign in national magazines, bill-| 


boards, newspapers, and radio and 


| television spots will augment the 
| television promotion. 


Film Firm Picks Rep 

Haig & Patterson, Inc., slide 
film and motion picture producer, 
Detroit and Dayton, O., has ap- 


| pointed Wines & DeWitt Adver- 
Inc., Detroit, to handle | 


tising, 
advertising and serve ag public 
relations and sales promotion 


counsel, 
. 2 


Ad Conference May 14 


Speakers from industry and edu- 
cation will discuss “The Search for 
Certainty in Advertising” at the 


University of Michigan's 1959 Ad-| 
in | 


vertising Conference May 14 
Ann Arbor, Mich. 

Speakers will include Charles 
Rosen, executive vice-president, 
|W. B. Doner & Co., Detroit adver- 
tising agency; Maxwell Ule, senior 


vice-president in charge of market-| 


ing services, Kenyon & Eckhardt, 
Inc., New York ad agency; P. G. 
Robinson, director of operations re- 


|}search, Imperial Oil Co., Toronto; 


Irving M. Copi, professor of phil- 
|}osophy at U. of M.; Norman R. F. | 
|Maier, U. of M. professor of psy- 
chology. 


|Chevy Dealers Pick Rep 


Chevrolet Dealers of Maryland, 
Inc. has appointed Harrington, 
Walker & Strickland, Inc., Harris- 
burg (Pa.) ad agency, as its adver- 
tising representative. 

The association comprises Chev- 
rolet dealers in Maryland, northern 


Electronic Chiropodist— 


— 


Virginia, West Virginia and LDela- 
ware. 
> + + 


Coy Adds 5 Accounts 


Coy & Associates, Detroit adver- 
tising agency, has added five 
accounts connected with the auto- 
matic car wash industry. 

They are Haverberg Auto Laun- 
dry Equipment Co., Chicago, a 
manufacturing firm; Chicago Car 
Wash Assn.; the Auto Laundry 
News, San Gabriel, Calif.; Sherman 
Equipment & Supply Co., Toronto; 
and Advanco Laboratories, Sagi- 
naw, Mich., manufacturer of chem- 
icals for the car wash and com- 
mercial laundry industries. 

. = * 


Auto Page for Daily 

The Orange (Tex.) Leader on 
March 9 started publishing a 
once-weekly automotive page in 
its Monday issues. 

Although the news is being 
presented primarily from a local 
angle, officials of the paper are 
inviting public relations releases. 


OAI Picks Ad Agency 


Outdoor Advertising, Inc., the 
medium’s national sales organiza- 
tion, has named Marschalk & Pratt 
Co., New York, as its advertising 
agency. 

F. R. Cawl jr., OAI’s director of 
promotion and research, announced 
that a greatly expanded and inten- 
sified advertising program will be 
supported by a substantially in- 
creased budget. Plans are set to 
launch the new program in April, 
| Cawl said. 


| Fitzgerald Gets Account 


Fitzgerald Advertising Agency, 
Inc., New Orleans and Dallas, has 
been appointed to handle adver- 
tising for Micro-Lube, Dallas. 

Micro-Lube is an automotive 
additive. 





Chevy Re-signs Summer Team 
Chevrolet has re-signed Janet 
|Blair and John Raitt to head the 
isummer series of the “Chevy 
Show,” beginning in June. 
The series will begin June 7 over 
NBC-TV network. Dinah Shore will 


resume her series in October. 
> o > 


FF&C in New Home 


Friedrich, Frisbie & Cox, Inc., 
Detroit art studio, has moved its 
operation to the 12th floor of the 
Park Avenue Building in Detroit. 
The staff formerly was located 
in the Detroit Building. 

> > > 


Personnel Changes 


James Maxwell from advertising 
manager of Electronic World mag- 
azine to New York sales staff of 
Look magazine .. . Michael J. 
| Saada from vice-president of Nel- 
son B. Moore & Associates, Inc. 
Cleveland, to director of public re- 
|lations for Eaton Mfg. Co. . ‘ 
Frank C. Beckert from vice-presi- 
|dent of Howard A. Harkavy, Inc., 
| to head of Beckert & Bradley, Inc., 
| 112 E. 19th St., New York. James 
A. Capone from promotion copy- 
writer in the Cleveland office to 
promotion representative for the 
Cleveland edition of TV Guide 
magazine .,. Arnold Kranzler from 
account executive of Zlowe Co. ad- 
vertising agency, New York, to 
head of print media services for 
Allied Chemical Corp., New York. 


MOTOR 
IMPORTS 


5015 Van Nuys Bivd. 
Ven Nuys, Calif. 


Western United States 
Distribytors 


spend 25 percent more advertising| Oldsmobile has employed electronics to make driving more comfortable and safer 
this year than they did in 1958,|for new-car owners. The complex machine shown here is a new device developed 
according to John J. Cahill, treas-|to insure precise front wheel “toe-in" on all ‘59 Oldsmobiles. By using this syster, 
urer of the Ford Dealers Advertis-|toe-in alignment can be set to within .030 of an inch. When precisely adjusted in 
ing Fund of Boston. this matter, the wheels will automatically approach zero alignment at forward speeds. 

The 310 Ford dealers of New|This picture shows a ‘59 Oldsmobile just before it rolls into position to have its 
England spent between $1 million| measurements taken. 
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NEW GAR 
BUYING 


... for buying new cars when selling was tough! 


28.2% of Holiday families bought at least one 
new car during the period July 1957 to 
August 1958, the toughest selling period 
since World War II. Of these, 12.3% bought 
two or more new cars. 

Compare this with a buying rate of 17% 
for the nation’s families during the peak auto- 
motive year, 1955! 


These are among the important facts re- 
vealed in a recent survey* of Holiday sub- 
scribers (that drew an 82% response). More 
evidence that Holiday delivers today’s most 
active, responsive market! This is why 26 cars 
were advertised in Holiday last year! And 
why 4 cars are new in Holiday during the first 
three months of 1959! 


HOLIDAY delivers today's most active, responsive market! ; 


%* FOR COMPLETE DETAILS TELEPHONE YOUR HOLIDAY REPRESENTATIVE, OR WRITE: PROMOTION DEPARTMENT, HOLIDAY, INDEPENDENCE SQUARE, PHILADELPHIA 5S, PA. 
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Cal Sales Expands Again gis 


Highlights of Import-Car News 


AL SALES, Gardena, 

Western distributor of Triumph 
cars, has expanded for the fifth 
time in five years because of in- 
creasing sales, 
othey Deen, executive vice-presi- 
dent. 

The firm has acquired 45,000 
square feet of property adjoining 
the present Gardena (Calif.) head- 
quarters, Construction of new-car 
preparation facilities is on an ac- 
celerated schedule in anticipation 
of increasing shipments. 

> + + 


Jaguar 
M, HEYNES, chief engineer 
* of Jaguar Cars, Ltd., has been 
named a joint winner of the 1958 
James Clayton Prize Award. He 
shares the honor with Sir Ewart 


Smith, prominent British electrical 


engineer. 
The citation by the Institution of 
Mechanical Engineers says Heynes 


Calif. | 
| standing contribution to the design 


received the award for his out- 
jand development of the modern 
automobile. 

| * 


Goliath 


oo appointment of Foreign 
Motor Distributors, 6700 Allen- 
town Bivd., Harrisburg, Pa., as a 
distributor for the German-built 
Goliath has been announced by 
Goliath Sales Corp., New York. 
Other franchised Goliath distrib- 
utors and their locations are: 
New England Automotive Im- 
ports, Route 28, Brockton, Mass.; 
Canton Goliath Distributors, 
Route 130, Riverside, N. J.; Kim- 
nach Goliath Distributors, 815 
Poindexter St., S. Norfolk, Va.; J. 
C. Lewis Motor Co., Oglethorpe & 
Barnard Sts., Savannah, Ga.; Co- 
lumbus Buick Co., 32 S. Fifth, 
Columbus, O.; Continental Mo- 
tors Corp., 15 N, Eighth St, 


+ * 


according to Dor-| 


Minneapolis, Minn.; Goliath Mid- 


| 


west Distributors, 275 LeMay 
Ferry Rd., St, Louis, Mo. 


Rountree Enterprises, Inc., 1705 | fi 
Old Minden Rd., Bossier City, La.; | § 


Aaron Mosko Motor Co., 
Broadway, Englewood, Colo; | 
Davis Import Co., 4681 S. State St., | 
Salt Lake City, Utah; Doug Ezell | 
Import Co., 1640 E, Van Buren, 
Phoenix, Ariz.; Joe Fisher, 1313 W. 
Burnside, Portland, Ore., and Go- 
liath Sales Corp., 1047 Broadway 
Ave., Burlingame, Calif, 


& * a 
Toyopet 
OSELAND PLYMOUTH, Chi- 
cago, headed by Seymour 
Wolen, has been named the first 
Toyopet dealer in the 20-state mid- 
western area. 

Nearly a half million more cars 
from Europe and Asia will be 
imported to the U. S. during the 
coming year—nearly two thirds as 
many as were brought in to the 


3232 S.| 


22-Day Run— 


A Hillman Minx 
crew recently complete 


w 


ith an all-woman 
d 15,534 miles of 


continuous motoring over the Belgian pave 


cobblestones. The test 
days and nights. Here 
erses one of the many 


on the 110-mile course. 
a a. 


country during the 
years, in the opin 


Hansen, Toyota general 


for North America. 


went on for 22 
the Hillman trav- 
railroad crossings 
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five preceding 
ion of Erik J. 
manager 


There will be a fall-off, however, 
from the 100 percent annual sales 
increase the imported car has en- 
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Theyre turning prespects’ heads now with a new kind of TIRE! 


Firestone Rubber-X and TYREX"Cord give Car Dealers a great 
new tire sales Plus...standard equipment at no extra cost! 


And here, with TYREX, is the strongest cord material ever built 


What makes a saleable new car still more saleable? Delivery of 
something extra for nothing extra on the price tag can work 
wonders! Something is right! Dealers for leading 1959 cars are 
closing more and more sales right now, with something new in tires 


as a real clincher. 


We're talking about the new Firestone De Luxe Champion—with 
both Firestone Rubber-X and TYREX cord. By any yardstick 


this must stand as the finest 
automobile industry has ever o 


r original equipment tire the 
ered. 


Here, with Firestone. Rubber-X, is a brand-new kind of long- 
wearing rubber for’tires. Firestone Rubber-X is compounded 
specifically for each type of car, truck, farm implement and con- 


struction equipment tire. For months on end, 


irestone tested it 


for extra toughness and extra wear in laboratories, on proving 


grounds and over the highway. 


*TYREX—Certification mark of American Tyrex Corporation 


into a regular original equipment tire. Here is new TYREX high- 
speed safety, new ride smoothness, new quiet. 
Good news about good things gets around fast. And right now it’s 
winning friends and ringing up sales for leading ’59 makes that 
are featuring the big tire sales PLUS—new Firestone De Luxe 


Champions, standard equipment 


at no extra cost! 


Firestone 


BETTER RUBBER FROM START TO FINISH 
Copyright 1959, The Firestone Tire & Rubber Company 
Enjoy the Voice of Firestone every Monday evening on ABC television 


—, 


joyed from year to year due io the 
impact of domestic small cars plug 
the fact that parent countries are 
consuming more of production, 
Hansen said. 

“Toyota's objective,” he said, 
“from a marketing standpoint is to 
provide the finest quality automo. 
tive product for the money in the 
American marketplace, whether 
domestic or foreign, Our Toyopet 
sedan is the first step in establish- 
ing our product throughout the 
oe 


* * * 


Mercedes-Benz 


NVITATIONS to a “Spring Rally 

on the Rhine” are being ex- 
tended to 400 U. S. Mercedes-Benz 
dealers by Mercedes-Benz Sales, 
Inc., wholly owned subsidiary of 
Studebaker-Packard Corp., accord- 
ing to F. L. Armstrong, general 
sales manager. 

The dealers will leave New York 
Apr. 28 for Paris in three charter 
planes. They may be accompanied 
by their wives, or the two persons 
making the trip can be his cus- 
tomers if an individual dealer so 
desires, Armstrong said. 

The rally will include a driveaway 
from the Mercedes-Benz factory in 
Stuttgart, and an auto tour of Ger- 
many with visits to Baden Baden, 
Duesseldorf, Hannover, Hamburg 
and other major cities. The group 
will arrive back in New York 
May 9. 

The rally is being co-sponsored 
by the manufacturers, Daim ler- 


Benz, Armstrong said. 
= * * 


Volkswagen 


OLKSWAGENWERK, G.m.b.H., 
will borrow approximately $35 
million from a syndicate of Ger- 
man banks to accelerate production 
expansion, according to Dr. Heinz 
Nordhoff, director-general, 
“Output has been increased ap- 
proximately 20 percent per year for 
the past several years, and we 
expect that we will be able to pro- 
duce about 650,000 units during 
1959, compared with 550,000 during 
1958,” he added. “Such an increase 
in production will require large ex- 
penditures for new machinery, 
|much of which will be purchased 
in the U. 8S.” 


Aston Martin 


HARLES H. HORNBURG JR. 

has been selected by David 
Brown Co., manufacturers of the 
Aston Martin motor car, as exclu- 
| sive distributor. 

The Aston Martin DB Mark III 
will be unveiled in the U. S. for 
|the first time in connection with 
|the formal opening of the new 
Charles H. Hornburg jr. salon in 
Beverly Hills, Calif. Hornburg also 


is a Jaguar and Rootes distributor. 


The Light Hooter 


HE K-L MultiBeam four-way 
signal control (the light hooter) 
lis the sure way of knowing that 
ithe driver of a vehicle is aware 
that you plan to pass, according 
to Key-Leather Co., Ltd., London. 

The light hooter is more effective 
than sounding the horn, provides 
dipped or full headlight beam flash- 
ing at your fingertips and shows 
the signal even in day time, the 
manufacturer claims. 
| The device fits on the instrument 
panel or the steering column, It 
lraises or lowers the headlight 
beam and indicates right or left 


turns. 


41% of Cadillacs 
Air-Conditioned 


DETROIT, — A record-breaking 
41 percent of Cadillac’s current pro- 
duction is being equipped with air 
conditioning, General Manager 
James M. Roche said last week as 
he announced that the division has 
built its 200,000th air-conditioned 
auto, 

“It took four years—1953 to 1957 
—to reach the 100,000 mark and 
only two years for the second 100,- 
000,” Roche said, “This indicates 
the constantly growing demand for 
air conditioning.” 

In 1953, he said, Cadillac built 
8,996 air-conditioned cars, which 
was 8 percent of the division’s pro- 
duction. In the 1958 model year, the 
figure was 41,807 cars, or 34 per- 
cent. When introduced in 1953, air 
conditioning was about a $620 item. 
Today’s price, including Federal 
tax, is $473.60. 









from KAWNEER: 
the appeal of FORM 






The appeal of formed aluminum captures the hearts of today’s car buyers. In the fascinating pattern of grilles, the sleek perfection of frames 





for doors and headlamps, the emblems that carry makers’ names so proudly, aluminum is a bright magnet for every eye. 









The Kawneer Company, Cynthiana, Kentucky, has won its place as a leading fabricator of automotive trim by translating designers’ visions 


into gleaming metal with superb fidelity. Skills and facilities in profusion enable Kawneer to form aluminum into myriad shapes, finish com- 


ig 
. ponents by both mechanical and electrochemical processes, and complete the assembly by the most efficient metalworking techniques. 

> While Alcoa makes no automotive trim, our teamwork with such fabricators as Kawneer has made aluminum available to Detroit’s designers 
LS 

d in an ever-broadening range of forms, colors and textures. Every showroom on ‘‘Automobile Row” exhibits proof of the outstanding results. 
3 

r 


ALCOA ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO 
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Electronics Adapted | 


To Car Scheduling 
IRCURY-EDSEL-LINCOLN | 
has just about completed the 

installation of a modern electronic 

computer system that greatly im- 

proves the production scheduling | 

for Mercury. 

Broadly speaking, production | 
scheduling is the huge, complex job | 
of getting exactly the right parts 
to the right part of the production 
line at exactly the right time, while 
keeping inventories to a minimum. 

Production scheduling has 
grown enormously more difficult 
in recent years because of the 
industry trend to mass produc- 
tion of individual customer orders 
and because of the increasing 
complexity of current autos, Il- 
lustrating this is the fact that 
731 different components must be 
ordered for each Mercury built. 
J. E. Zimmerman, manager of 
production scheduling department | 

of the M-E-L division, outlined the | 

new program at the Society of | 

Automotive Engineer's production | 

meeting two weeks ago in Detroit, 

and he elaborated on the system | 
later to Automotive News. 

Zimmerman said that his staff 

began phasing in the system at the 

start of the 58 model run and that 
they have been gradually expand-| 
ing it ever since at the four Mer-| 
cury plants. The fifth and final | 
computer stage of the system will 
be installed in at least one plant 
for the '60 model run. 

* - * | 

HE SAID the principal result of | 
the new program is that Mer- | 

cury executives will be able to | 

delay an extra week in ordering 
the components of cars to be built. 

It will not speed up delivery of 
cars to dealers and customers, but 
it will enable the factory to be| 
more adaptable in what cars it can | 
build, particularly in the case of | 
orders requiring special trim or 

other items. 

One of the major accomplish- 
ments of the new computer pro- 
gram is that it will keep a fully 
up-to-date record of the “cumu- 
lative total” of exactly what Mer- 
eury has built previously in the 
model run. This will permit offi- 


cials to much more accurately 
guess what will be needed in the 
periods ahead. 

“By determining what has hap- 
pened in the past,” Zimmerman 
said, “We can fairly accurately 
estimate what will be needed, We 
know these forecasts will be some- 


| what wrong but complete accuracy 


is impossible.” 

The first of the five computer 
programs in the new system con- 
sists of a detailed determination by 


|the manufacturing scheduling de- 


partment of the body mix, options 
and trim which will be built at 
each of the four plants in the 


current month. 
> . > 


(COMPUTER program number) 
two consists of a determination | 


(Continued on Page 38, Col. 1) _ 








Transistor Applications 
Coming at Faster Rate 


By Joseph M. Callahan 
Engineering Editor 


_— the past couple of years, it 

has been vaguely understood | 
that transistors would soon invade 
the auto industry and perform 
many magical things for the na- 
tion’s motorists. 

Needless to say, this hasn’t hap- | 
pened, for a number of reasons— 
some rather strange and some 
pretty ordinary. Neverthless, even 
after you cast aside the glamor 
that is often attached to tran- 
sistors, there are some substantial 
indications that they will play 
an important part in the auto in- 
dustry’s future. 

Many observers feel that the auto 
industry's best chance for prosper- 
ing in the years ahead lies with the 
popularizing of unusual, convenient 
and worthwhile features—not gad- 
gets—but items that will genuinely 


make motoring easier, more enjoy- 
able and safer. 

There is little doubt but that the 
auto industry will take this route 
the electronic route—because it is 
the most logical way and because | 
the whole country is being carried | 
along in the tide of our rapidly 
developing technology. 

> + * 


NDEED, General Motors is al- 
ready far down this road experi- 
mentally, with its Firebird III 
which was shown last fall. This 
advanced car is literally loaded with 
electronic devices. Among these are 
Unicontrol (whereby the driver 
steers, brakes and accelerates with 
one stick), Autoguide (which elimi- 
nates driver control), Cruisecontrol 
(which maintains any preset speed), 
a light control unit that is actuated 
by outside light, a transistorized 
headlight dimmer, an electrolumi- 
nescent dash panel, an ultrasonic 
ignition key that unlocks the door 


Planography—a ‘Secret’ Science 


E of the most unusual organi- 
zations in the auto industry 
or in any industry—is the Edgard 
De Smet Alumni Assn., or Plano- 
graphic Guild, as it is sometimes 

called. 

Members of this organization 
have two things in common. They 
are highly experienced auto body 
engineers and they are one of 


>| “TJOWEVER,” 


... Top Planographer 


Bidding for Auto Business .. . 


Comeback for Bronze 


HICAGO.—The bronze ingot 

industry, which has been 
squeezed out of the auto industry 
in recent years, is making a de- 
termined drive to reenter this 
market. 

Largely responsible for the di- 
minishing use of bronze by the auto 
industry has been the instability of 
copper prices and the aggressive 
promotion of zinc, aluminum and 
plastics, The most common bronze 
alloy has 85 percent copper, 5 per- 
cent zinc, 5 percent tin and 5 per- 
cent lead. 

Always sensitive to price fluc- 
tuations, the bronze ingot busi- 
ness suffered its worst blow in 
1956 when copper skyrocketed to 
55 cents a pound, about double 
its previous price. Since then 


copper prices have stabilized 
fairly well at between 25 and 32 
cents a pound, Despite some re- 
cent edging up of the price, the 
bronze ingot producers are ex- 
pecting stable prices. 

Bronze ingot producers, who 
supply the ingots to the foundries 
which make shell molding castings, 
die castings, sand castings and 
other types of bronze castings, 
represent 20-22 percent of the 
bronze industry. Making up the 
remainder of this industry are the 
mills which produce wrought, rod, 
sheet, tube and other forms of 
bronze or brass. 

+: * * 
io DAYS gone by, the auto mak- 
ers used bronze for carburetors, 
(Continued on Page 31, Col. 1) 





the 615 men who have graduated 

from Edgard De Smet’s course 

in planography since its begin- 

ning in 1922. 

Although the precise nature of 
the subject is a secret between 
De Smet and his graduates, Plan- 
ography (a science and a word in- 
vented by De Smet) is basically a 
nonmathematical system for re- 
producing graphically on a board 
or paper a nongeometric surface 
that has been developed by a stylist | 
and a clay modeler. 

Some such system is needed by/| 
body engineers because the styling 
lines of a car are invariably non- 
geometric. Perfect arcs or angles 
would be monotonous and result in 
unattractive highlights. 

Another way of pointing out the 
problem is to note that practically 
every square inch of metal on a 


different from every other square 
inch. 
7 © . 


Slightest Dip Shows 


De Smet said, 

“you need a perfect surface on 
our high-gloss cars because a dip 
of three thousands of an inch 
shows up.” 

After the stylists’ pictures have 
been reproduced in a clay model, 
it becomes necessary to transfer 
the exact details of all lines of 
this model to drawings which are 
used for building a mahogany 
model from which the dies are 
made. 

One way to reproduce the lines 
of the clay model would be to 
start at the front end, cut off thin 
slices of the model and then trace 
the outside shape of these slices 
or templates on paper. This rather 
wasteful and inexact method was 
used by the early auto body build- 
ers, and is still used in some cases. 

Another system, used in some of 
the largest body-designing depart- 
ments today, consists of placing 
the approved clay model on a spe- 
cial fixture and marking the en- 
tire model with a multitude of ver- 
tical and horizontal lines, Tem- 
plates are fitted to these lines and 
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| over _ in 1 | terior surfaces, it was also suitable | 
car’s surface is in some way a little | 


| and other items. 


| drawing the body’s primary lines. 


then used to reproduce the draw- 
ings. 


De Smet Used Both Methods 


OTH methods were used for 
several years after World War 
I by Edgard De Smet, a wounded 
Belgian soldier who came to the 
U. S. in 1915 and worked as a! 
draftsman for Locomobile, Hand- 
ley-Knight, Dodge and Briggs. 
However, De Smet, an honor 
graduate of the Industrial College | 
of Ghent, Belgium, found these 
early methods, which were a 
earryover from carriage-building 
days, very inadequate. 
While employed at Dodge in 
1922, he began working at home on 


| the development of his own theor- | 


ies of surface development. which 
he labelled Planography. Although | 
used principally for auto-body ex- 


for the development of instrument | 
panels and moldings, as well as for 
airplanes, ships, juke boxes, vases 


De Smet’s system consisted of 


which picture the body as a solid | 
mass. Using these lines as a foun- 
dation, the entire surface was de- 
veloped graphically with mathe- 
matical precision by following | 
“certain uniform and scientific 
principles.” 


* = ” 
Much Easier, Quicker 
WHEN De Smet applied his 


methods at work, his fellow 
(Continued on Page 40, Col. 1) 





from 10 feet away, an electronic 
governor, an electronic horn that 
will tape record any desired warn- 
ing, electronic dashboard indicators 
and numerous other items. 


Greater emphasis on electronic 
features in the auto means in- 
creased use of transistors because 
they are much more suitable for 
mobile use than tubes, especially 
from the standpoint of rugged- 
ness. 


Furthermore, transistors and the 
other two dynamic semiconductors 

diodes and rectifiers (which con- 
vert electrical current)—can do 
many jobs which tubes would not 
even be considered for. 

Simply speaking, a transistor is 
a highly-efficient switch that con- 
trols a large volume of electricity 
with a small amount of electricity. 
Wherever there is a need to switch 
electrical current on and off, tran- 
sistors can do an outstanding job. 
> : 


Much Smaller, Lighter 


OMPARED to tubes, transistors 
are much smaller, much lighter, 
require only about 1/100 as much 
power and are far less fragile. Since 
they have no filaments, transistors 
are much more durable and can be 
permanently soldered in place, 
rather than plugged in. 
In addition, they require no 
warmup, are almost impervious to 
(Continued on Page 34, Col. 3) 


A Scientist Explains— 


Dr. Viadimir K. Zworykin (right) a re- 
nowned scientist and often called the 
“father of television” explains the oper- 
ation of a transistorized traffic detector 
unit in his office at RCA’s David Sarnoff 
research center in Princeton, N. J, From 
left: Joseph M. Callahan, engineering 
editor of Automotive News, and Paul 
Lufkin, Detroit field engineer for RCA. 


‘Bubble’ Top Problems 


TOLEDO.—The all-glass “bubble” top for cars is considered just 
around the corner by many people but there are many practical 
problems to be solved before it becomes a reality, according to Dr. 
Joseph D. Ryan, director of research for Libbey-Owens-Ford 


Glass Co. 


Dr. Ryan ruled out transparent plastic as a material due to its 
lack of resistance to abrasion and tendency to fracture into sharp- 
edged fragments, plus its optical difficulties. 

“To be successful as a transparent roof enclosure,” he said, “a 
glass bubble canopy would have to be laminated of annealed glass 
with adequate strength built into it by employing heavy plastic 


interlayers and greater glass 
employed.” 


thicknesses than now normally 


The increased thicknesses of glass and plastic bring weight prob- 
lems and emphasize the problems of mounting the bubbles to auto 


bodies, and providing a means of 


entering and leaving the vehicle. 
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Bidding for Auto Business ... 
Comeback for Bronze? 


















gears, bearings, pump parts, orna- 
mental and functional hardware, 
light reflectors—and engine fan 
blades, if you want to go back to| 
the Model T. Bronze usage in 
current models is practically non- 
existent. 
Total shipments of the bronze | 
ingot industry amounted to 227,607 
tons in 1958, compared with 248,291 | 
tons in 1957, Average total annual 
shipment between 1946 and 1957 
was approximately 277,000 tons. 
During the years 1950-56 ingot 
bronze production dropped about 
10 percent, while aluminum con- 
sumption more than doubled. 
However, bronze smelters feel 
that engineers are overlooking 
some of the outstanding prop- 
erties of this metal—heat and 
electrical conductivity, ductility, 
and acid, corrosion and heat re- 
sistance—and that it could solve 
many problems better than zinc 
(11 cents a pound) or aluminum 
25 cents a pound. | 
Headquarters for the drive to 
regain some of the ground lost in 
the auto and other markets is the 
Chicago office of the Brass and 
Bronze Ingot Institute, whose sec- 
retary is I, Glueck, a 78-year-old 
veteran of 40 years in the industry. 
> > > 





BBII, representing 13 of 
the 55 bronze smelters in the 
U. S., has embarked on a new re- 
search and educational program to 
provide authoritative data on the 
mechanical and physical properties 
of bronze and to tell the “bronze 
ingot story” to industry and the 
engineering colleges. The following 
steps have been taken to implement 
the program: 

1. Acceleration of a long-range 
program at Battelle Memoria] In- 
stitute in Columbus, O., to learn 
more precise information about the 
properties of bronze. 

2. Presentation of this informa- 
tion to foundry technicians, en- 
gineering societies and the trade 
press. Two papers on the first | 
phase of the Battelle research | 
were presented last June at a 
meeting of the American Society 
for Testing Materials. 

Glueck remarked, “We expect 
that the new data will stimulate | 
designers into developing new uses | 
for ingot brass and bronze—uses 
which may have been possible| 
before, yet were never performed | 
because the necessary authoritative | 
data was unavailable.” 

- 7 > 
3 A SURVEY of bronze foundries 

* to determine who uses the| 
castings they produce and how) 

these castings are used. | 

4. The hiring of a Chicago public 
relations firm. 

The bronze ingot producers 
complain bitterly that one of the 
main causes of their plight is 
the refusal of the bronze found- | 
ries to promote the use of 
bronze, The foundry people either 
have lost faith in bronze’s future 
or are content to make castings 
of some other metals. 

To combat this situation, the 
BBII is now considering a plan to 


Mexican Decrees 


Hit U.S. Makes 


MEXICO CIT Y.—The Mexican 
Government has cut import duties 
on smal] European autos and or- 
dered foreign manufacturers to 
expand the use of Mexican ma- 
terials in cars assembled in Mexico. 

The lower duty on European im- 
ports was a big blow to U. S. 
makers, long dominant in the Mex- 
ican market. Duties on cars sell- 
ing below $2,000 were cut 50 per- 
cent and quotas increased, Duties 
on more expensive cars will be 
increased, the Government said. 

Foreign makers are given six 
months to start using Mexican- 
made upholstery and electrical sys- 
tems, and must continue to use 
Mexican products now going into 
their vehicles. GM, Ford Motor 
Co., Chrysler Corp. and Fiat of 
Italy have assembly plants in 
Mexico. 

The Government said the makers 
face fines or shutdowns of their 
Plants if the orders are violated. 


(Continued from Page 30) 


bridge the gap between foundrymen 
and design engineers. This might 
be done by hiring a group of cast- 
ing consultants with experience in 
both design engineering and 
foundry work. 

* = * 


HESE consultants could advise 
designers concerning the feas- 


|ibility of a specific casting, offer 


suggestions for making better or 
less costly castings and discuss 
with the engineer what methods, 
equipment and personnel the 
foundry chosen for a certain job 
should have. 


Noting that additional measures 
to improve the industry’s situation 
are constantly being explored, 
Glueck said, “Certainly no single 
approach will be the panacea, but 
we do believe that a combination 
of several plans plus the internal 
cooperation of our industry mem- 






bers will achieve a_ healthier 
economic condition for all of us.” 


Discussing the properties of 
bronze that make it a worthwhile 
material, Raymond Cochran, a 
metallurgist for R, Lavin & Sons, 
said, “Bronze has no single prop- 
erty that causes it to excel zinc 
or the other metals, But, bronze 
has a combination of properties 
that make it ideal for many uses. 

“It’s outstanding property is 
corrosion resistance. If we didn’t 
have corrosion and rusting, we 
couldn’t sell a nickel’s worth, Fur- 
thermore, some bronze alloys resist 


galvanic action.” 
* * + 


EORGE HALLIWELL, chief of 

research for H. Kramer and 
Co., said bronze castings have a 
very high resistance to impact, 
making it the ideal solution to 
many of today’s automotive prob- 
lems, He added that bronze’s ma- 
chinibility, which is comparable to 


high-lead alloys, means economy of | 


manufacturing. 


A research engineer for H.| 


Kramer and Co., Fred Riddell, 
stated, “An important property of 
bronze is the ease with which it 
can be chrome-plated and the good 
adherence of the plating. It would 





Bronze Story— 


1. Glueck, secretary of the Brass and 
Bronze Ingot Institute, holds a bronze 
ingot ot H. Kramer & Co. in Chicago. 
Behind Glueck is a load of junked auto 
radiators—the source of 20 percent of all 
the metal processed by bronze ingot pro- 
ducers. 


|be suitable for long-lasting grilles 
and bumpers—much better than 
| stainless steel. 

“Bronze can be made into a 
| tremendous number of as-cast 
(non-heat treated) alloys, rang- 








ing from soft (copper-zinc) to 
extremely hard (aluminum- 
copper-nickel), And they can be 
made harder with heat treating. 
There’s no group of alloys that 
can give you as wide a range of 
properties as bronze can.” 

When asked where bronze would 
be suitable on present cars, the 
metallurgists suggested brake 
cylinders, fuel pumps, carburetors, 
electric motor parts, battery cable 
connectors, transmission parts, 
hardware and for structural appli- 


cations. 
+ a * 


2 Reasons for Slump 


A agreed that an outstanding 

property of the metal—great 
durability — just isn’t too salable 
today. 

The bronze people feel that the 
two principal causes of their 
slump—poor promotion and un- 
stable prices—have now been 
eliminated to some extent. The 
price situation has been helped 
by the discovery of tremendous 
new sources of copper in Peru 
and Australia. 

Now, the future of ingot bronze 
will be decided by the basic prop- 
erties of the metal. 

—JosePpH M,. CALLAHAN 








Fewer bearing sizes, 
lower bearing costs... 


Good news for car makers! The bottom 
line on the chart at right shows how 
the cost of Timken® bearings for auto- 
mobiles has stayed down low—while 
everything else has gone way up. You 
helped keep the cost down by stand- 


170 





ardizing on new-design Timken | 


tapered roller bearings. The bearings 
made by revolutionary cost-cutting 
methods in our ultra-modern Bucyrus, 
Ohio plant (see below). 


That’s beating inflation 
with standardization 


More good news to come! By stand- 
ardizing on still fewer bearing sizes 
(particularly in pinion and differential 
applications), auto makers can keep 
these machines going full tilt. By mak- 
ing the most of the new production 
techniques you will help lower pro- 
duction costs. Manufacturing savings 
can then be passed on to you. Stand- 
ardize on still fewer bearing sizes and 
specify Timken—the bearings made 
by advanced mechanization—and save! 
The Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. 


Thomas, Ont. Cable: 


Makers of Tapered Roller Bearings, Fine 
Alloy Steels and Removable Rock Bits. 
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| TIRE POWER MEA 


Be 


START WITH AN OVERLOAD ADD INTENSE HEAT 


The illustration above shows a 100% load based on Tire and Rim Standards. Tire and roadbed temperatures were checked carefully. Under the blazing 
In an independent test, trucks equipped with nylon tires and tires containing Texas sun, road temperatures soared to 139°. Tires made with TYREX vis- 
TYREX< viscose cord started with 120% loads ...and went up from there! _cose tire cord more than adequately met these adverse temperature conditions. 


BUT TYREX CAN AND DID! 
When the testing was completed, careful measurements of all the tires 
showed: the rate of tread wear of 10 ply tires made with TYREX viscose 
tire cord was up to 21.7% better than 12 ply tires made with nylon. 
ORD DELI V ER UP TO 21 | /0 
© 


Give your customers more tire power with TYREX viscose tire cord— 
the tough new cord that makes any tire run cooler, softer, quieter and 
safer .. . without flat spotting. These advantages make selling a lot easier. 





5 /LESS TREAD WEAR! 


THEN PILE ON MORE WEIGHT SOME CAN’T TAKE IT... 


Tires containing TYREX viscose tire cord traveled over 20,000 miles at Before the test ended some tires had failed from separation .. . could not 
up to 40% overloads without any failures. Then the overload was upped be used or recapped. Tires containing TYREX viscose cord went on to 
to 50% above Tire and Rim Standards. 30,000 miles . . . still had tread left and were recappable. 


WITH TYREX VISCOSE TIRE 
BETTER TREAD WEAR 


TYREX INC., EMPIRE STATE BLDG., NEW YORK 1, N. Y. 
*TYREX is a certification mark of Tyrex Inc., for viscose tire cord and yarn. 
TYREX viscose tire cord and yarn are also produced and available in Canada. 





Holan Corp. Unveils 
Pushbutton Ladder 


A pushbutton ladder for overhead main- 
fenance has been announced by Holan 
Corp., 4100 West 150th St., Cleveland 
35, O. 

The unit's control station is located on 
the mast, but a remote control station 
can be installed on the upper right side 
rail for control by a man on the platform. 
The ladder is said to rise from horizontal 
fo the maximum 75-degree angle in 30 
seconds with a man on the platform and 
fly ladder fully extended; with no man 
on the platform and the fly ladder half 
extended, it rises all the way in 11 sec- 
onds. 


Mobile Unit Cleans Floor 


Without Raising Dust 


Handling Devices Co., Inc., 34 Concord 
lene, Cambridge 38, Moss., has intro- 
duced its Plantman Floormobile, a mobile 
suction cleaning machine that is said to 
dean floors without raising dust into the 
air. 
Two models, No. G-59M-1 and E-59M-1, 
ere available. The Litterdoor Nozzle, which 
opens by remote control so that bulky 
trash con be sucked up, is now stondord 


Radial Turret Drill 
Announced by Berg 


This Burgermaster radical turret drill 
is built up from standard Burgermaster 
components and a standard auto-indexing 
circular table. It is supplied as a manu- 
facturing unit ready for production. 

The machine is auiematic and ar- 
ranged for center drilling and tapping 
bolt circles having eight, 13 and 16 hole 
patterns. Bolt circles are of different di- 
ameters and at different levels on a dome 
shaped aluminum part. The radial slide 
is itioned for each bolt circle by a 
spring pin locator after which air clamps 
secure the slide in place. Burg Tool and 
Mfg. Co., 15001 S. Figueroa St., Gardena, 
Calif. 


Ford Troster Tranemiecion 
Has 10 Forward Speeds 


A tractor-transmission unit, said to com- 
bine the convenience features of an auto's 
automatic transmission with the advantage 


of on-the-go gearshifting through 10- 
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forward speeds, has been announced by 
Ford Motor Co. of Canada, Lid., 120 
Bloor St. E., Toronto, Ont. 

The transmission, called the ‘Select-O- 
Speed" permits the operator to select a 
lower gear when under heavy loads, and 


a higher gear when the going is easier, | 


without clutching and without slowing 
down or stopping the tractor, the firm 
said, and will increase tractor efficiency 
by as much as 7 percent. 


‘Elevator’ Truck Speeds 
Multi-Level Handling 


The Towmotor model 540 lift truck is 
equipped with 48-inch forks and special 
fork adaptor which permits lowering of 
load 84-inches below floor level into a 
quench tonk. Moximum lift is 12 feet. 
Overall lowered height is less than eight 
feet. 

For added safety and comfort, 6,100- 
pound capacity lift truck is also equipped 
with overheod gvord, plus a tronsporent 


The “elevator” principle can be adapted 
for use in a variety of industries having 
special multi-level production or storage 
problems; and both capacity and height- 
of-lift can be “tailored” to meet the needs 
of a specific application, it is said. Tow- 
motor Corp., Cleveland 10, O. 
> > > 


Chilling Machine Cures 
Metals, Avoids Warpage 


Stabilization of austenitic stainless steels 
and tools is accomplished at Columbus 
division of North American Aviation with 
a low-temperature chilling machine mode 
by Cincinnoti Sub-Zero Products, 3930 
Reading Rd., Cincinnati 29, O. 

The manufacturer says the machine 


heat shield and drive tire heat shields. | 


| try goes to mass production, With| 


ew Products 


transforms steel from austenite to marten-| designed and built by Jeffrey Machine 

site without warpage, decreases hand-/| Tool -division, 23281 Telegraph, Detroit 

| forming and is considered faster and/ 19, Mich. 

safer than dry-ice processing. Jeffrey said the machine can be tooled 
| | up for more than 20 machining operations, 


For a Comfortable Ride | Predominantly of the basic machine-tool 


Cushions which it says can be made | * * 
soft or firm to swit the rider's comfort, | Carmet Indexable Inserts 


have been announced by Commonwealth | 
Engineering Co. of Ohio, 1771 Spring-/| Offer Improved Finish 
A mirror finish on Carmet Indexable In- 


field, Dayton, O. The sponge-rubber 
serts is making possible an average 20 


cushion design incorporates an air- 
inflated bladder, the firm said. | percent increase in tool life and reducing 
| chip wear, according to Marlin R. Hemp- 


* * * 
Transfer Unit Does 20 Jobs |hill, general manager of Carmet, the 
cemented carbide producing facility of 








Without Unloading Parts Allegheny Ludium Steel Corp. 


A transfer unit that reportedly can| indexable Inserts are cemented carbide | 
machine and inspect parts having multi-| blanks designed to be held mechanically | 
directional operations performed on them | in special holders for the turning of steel | 
without unloading and reloading has been ' and other materials. 


TT lin 


be 


Mechanical Timer Designed 
For Automatic Spray Units 


Development of a control 
for use on either rotary or vertical and 
horizontal automatic spraying machines to 
substantially reduce overspray and ma- 
terial loss for any manufacturer using 
automatic finishing equipment, has been 
announced by Binks Mfg. Co., 3122 Car- 
roll Ave., Chicago 12, Ill. 

This electro-mechanical control timer 
is designed to control individual spray 
guns so that the spray pattern follows 
the outline of the product and actuates 
the guns only when there is a surface to 
be sprayed. Material savings of up to 45 
percent are thereby effected, it is claimed, 
The control can be adapted to existing 
reciprocating or rotary spray machines. 


mechanism, 





In Automotive Applications . . 


Wider Use of Transistors Seen 


(Continued from Page 30) |ing more and more uses for tran- 


. . istors. 
weather and can use a simpler cir- sist 


cuitry. 

With all these advantages, why 
are transistors only used on cur- 
rent production cars for certain 
applications such as some radios 
and automatic headlight dim- 
mers? 

The big reason is price. Transis-|~'. * 
tors cost from two to five times as| Wil! be eventually passed on. 
much as tubes. However, this dif-| Another reason for the somewhat 
ferential is gradually being reduced.| Slow growth in the use of transis- 
Prices of some of the expensive sili- | tors was put forward by Dr. Alan 
con transistors have really been|M. Glover, general manager of the 
slashed. RCA semiconductor division. He 
° said that a major obstacle to prog- 

EVERTHELESS, transistor| ™** *’: 

prices probably will remain} “tf aes ee - 
high until the semiconductor indus- | n . 

s ory and application. When these 

engineers, long steeped in elec- 


* * * 


Beneficial Effects Seen 


_ defense work will have very 
beneficial effects for the auto 
and other industries because the 
Government is financing a great 
deal of important research and pi- 
| oneering effort, the results of which 


one exception (a few Philco tran- 





|} mate, largely because advances in 


| producer, 


tronics but not in semiconductors, 
understand the potentials of tran- 
sistors, a lively growth pattern 
is expected and the tiny devices 
will find use in a host of instru- | 
ments.” 
Dr. Glover also said that the 
growth of transistor use is also 
: handicapped because they were 
Said a a . ane ae oversold and the industry was hurt 
ese companies Ke€eP! because of the glowing premature} 
claims. 


sistors are being made with auto- 
mated equipment), the transistor 
producers have declined to auto- 


transistors and other semiconduc- | 
tors are coming so fast that auto-| 
matic equipment could be obsoleted 
in a year. 


leapfrogging each other with their 
developments. We've got to stand- 
ardize soon.” 





California Firm 
Plans to Build 


Electric Autos | 


SAN DIEGO.—Stinson Aircraft | 
Tool & Engineering Corp. an-| 
nounced that it is tooling up for 
an electric auto that will travel 50 
m.p.h. and 78 miles between battery 
charges. 

Dr. Charles H. Graves, a dentist 
who is Stinson executive vice-pres- 
ident, said plans call for produc- 
tion of five cars in March, 15 in 
April, 80 in May and 160 per month 
subsequently. 

Graves said electric power com- 
panies are backing the program 
and have ordered 100 cars. He en- 
visions a utility-industry demand 
for 10,000 cars annually plus sub- 
stantial retail sales through dealer- 
ships to be set up here and in Los 
Angeles this year and on a national 
basis in 1960. 

The car is expected to retail for 
about $2,800 at first and less than 
$2,000 when volume output lowers 
costs, Graves said, Utilities were 
said to be remitting half the pres- 
ent $2,200 wholesale price with their 
orders. 

The car will be named the Charles 
Town-About, In another model, the 
Charles Van-About, a small pickup 
body will replace the trunk, The 
prototype car is about the size of 
a Volkswagen—94%-inch wheel- 
base and 164-inch overall length. 
“About 18 cents worth of electric- 
ity will charge the batteries for 78 
miles of driving if a 110-volt input 
is used,” Graves said. “If a 220-volt 
input is available, the batteries can 
be recharged for eight cents.” 


Qu reasons for the relatively | 
slow advance of transistors in 
the auto industry are: 

1, One electronic firm representa- 
tive said the producers are now 
satisfied with low-volume, big- 

| profit market. 

2. Some of the transistor manu- 
facturers are simultaneously fas- 
cinated and repelled by the auto 
industry. They’re fascinated with 
an industry that produces five- 

* *¢ ¢ 


The U. S. missile program and 
other defense work has slowed 
down the entry of the transistor 
into the automotive and other 
commercial fields by monopoliz- 
ing much of the production. 
Recently, however, renegotiation | 

of prices and profits of this defense | 

work has reduced much of its ap-| 

peal. Yet, the armed forces are find- 
te. .-2 
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Experimental Warning Device— 

A “breadboard” model of an experimental proximity warning device which was 
developed by GM's Delco Radio division at Kokomo, Ind. Based on a type of radar, 
the unit warns of objects ahead of the car through a transistor amplifier that pro- 
duces a warning sound or flashing lights. On GM's new experimental car, the 
Cadillac Cyclone, the protruding sending and receiving reflectors are concealed in 
the front fenders. 


six million units that could use 
10-30 transistors. And they’re shy 
of the auto industry because they 
feel that if the volume becomes 
sufficiently large, the auto com- 
panies will certainly build their 
own transistors. GM’s Delco- 
Remy division is now doing so. 
3. Prices for the competing tubes 
have been reduced greatly because 
much of the tube mass-production 
equipment is already paid for. In 
addition, the tube makers have 
come up with some important im- 
provements recently in an effort to 
stave off the transistor invasion. 


4. A final factor is that the tran- 
sistor is quite new. It was invented 
in the Bell Laboratories in 1948 by 
William Shockly, John Bardeen and 
Walter Brattain. But it wasn’t until 
1952 that Bell offered patent li- 
censes at $25,000 each to 39 com- 
panies as an advance on future 
royalties. 

* * ” 


Heat Problem Raised 


A NUMBER of top electrical en- 
gineers in the auto industry say 
that germanium transistors are im- 
practical under the hood because 
the soak temperatures build up to 
250 and sometimes 300 degrees 
Fahrenheit. 


However, Electric Auto-Lite re- 
cently announced its transistor- 
ized ignition system or Transcoil 
which has a single germanium 
transistor. Auto-Lite engineers 
said a “heat sink” in the bottom 
of the transcoil was adequate for 
dispersing the heat, 


A short time ago GM’s Delco- 
Remy division also announced 4 
transistorized ignition system using 
several transistors in series. This 
unit reportedly eliminates the need 
for frequent replacement of contact 
points, gives much greater spark 
plug life and substantially reduces 
spark plug maintenance. 

Opposing the single germanium 
transistor on different grounds, 
J. H. Bolles, director of sales and 
engineering for Delco-Remy, said, 
“Present germanium transistors 
are limited in their voltage-han- 
dling ability. High voltages are 
needed to fire fouled spark plugs, 
one of the big service problems 
especially for cars driven a major 
part of the time in city traffic. 


x * * 


‘cam improvements in ger- 
manium transistors or the 
availability of more powerful tran- 
sistors made from other materials 
will pave the way for a single tran- 
sistor ignition unit that will answer 
the problems of spark plug foul- 
ing.” 

Of course, transistors for auto- 
motive uses have certain definite 
limitations. At present they can 
only carry a portion of the amper- 
age and voltage that a tube can 
carry. 

The big problem with transis- 
tors is heat buildup at the junc- 
tions. This problem is especially 

(Continued on Page 35, Col. 1) 
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Cost Cuts Needed... 





Transistor Adoptions 
Coming at Faster Cli 


(Continued from Page 34) 


acute in automotive under-the- 
hood applications because of the 
high ambient “soak” tempera- 
tures that a car may be subjected 
to. 

These high soak temperatures 
occur especially in the South after 
the car’s engine (and its cooling 
system) have been stopped and the 
heat begins to accumulate under 
the hood. 


* * * 


Silicon Bombshell 


NTIL 1954, practically all pro- 
duction transistors had ger- 


| need for considerable mainte- 
nance as a result of its depend- 


cal items can be eliminated. 


Last summer Delco-Remy intro- 
| duced a special alternating-current 
generator and transistor regulator. 
These units are now being installed 
|as original equipment on some 
| General Motors coaches, some truck | 
models and special purpose cars. | 

In addition to the Firebird III} 
transistorized features, transistors 





|lifts and seat actuators. 


that is ripe for transistors is the | 
voltage regulator because of its | 


ence on mechanical parts. This is | 
a natural field for the transistor | 
because the short-lived mechani- | 
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trols, truck-tacometers, horn relays, 
fuel-injection systems, car tele- 
phones, car television, transmission 


controls and other items. 
* * = 


_— pieces of equipment that 
transistors are not considered 
suitable for at present are window 


The principal automotive tran- 
sistor products available at pres- 
ent are all-transistor and hybrid 
(using tubes and transistors) 
radios, Delco-Remy is offering an | 
all-transistor portable radio for | 
the ’59 Pontiac, Buick and Olds- | 
mobile. 

And RCA has just developed an| 
economical five-transistor radio| 
that reportedly will equal the per-| 
formance of most eight-tube car| 
radios now on the market. With) 
manual tuning, this radio is said 
to be about % the size of the ordi- 
nary radio. 

In addition to the transistors | 
that will one day be installed in| 
our cars, there is a large and more| 





manium “hearts,” which can with-|could be used for gas tank fuel| immediate market for them in the| 


stand a temperature of 185 degrees | pumps, all kinds of triggering re-| 2Uto Plants end in auto-related 


Fahrenheit. Five years ago Texas 
Instruments, Inc. (the largest pro- 
ducer of transistors) dropped a 
bombshell in the industry by calmly 
announcing that it was prepared 
to produce and sell silicon transis- 
tors which could safely withstand 
temperatures up to 350 degrees 
Fahrenheit. 

It was generally agreed that 
these silicon transistors per- 
formed very well, but the other 
manufacturers are very slowly 
moving into silicon production— 
probably because of the high cost 
of silicon transistors. Many of 
them cost over $100 each. 
Delco-Remy feels that when these 

improved transistors become avail- 
able they may permit complete) 
elimination of distributor points. 

All the transistor producers are 

now investing heavily in research 
and much of this effort is being 
directed toward the development of 
units that will handle more voltage 
and temperature—for less money. 
Among these other firms are Gen- 
eral Electric, Transitron, Sylvania, 
Westinghouse, Western Electric, 
General Transistor and Thompson- 
Ramo-Wooldridge. | 
* * > 

ELCO-REMY’S ignition system 

which employs cold cathode 

thyratron tubes is ready for the 
market but its estimated cost is! 
several times that of present igni- 
tion systems. 

This system, as well as the 
unit developed by Electric Auto- 
Lite, were developed with the 
expectation that the auto makers’ 








Common Transistor— 


A small-signal transistor made by Texas | 
Instrument. It's only 1.9 inches long (in-| 
cluding the 1'%-inch wire leads) but it| 
could substitute for a much larger radio} 


tube. 
> 2 . 


compression ratio race would | 
continue and some kind of a | 
high-powered ignition system 
would be a “must” by 1960. Then, 
the auto makers backed off after 
the compression ratios hit 10.5:1. 

Nevertheless, many electrical en- 
gineers with the Big Three auto 
makers feel there is a definite need 
for some kind of a transistorized 
or otherwise improved ignition sys- 
tem, Although they aren’t too well 
informed on transistors, they ap- 
peared to feel strongly that the 
present ignition systems are being 
taxed to their utmost and some- 
thing else is needed. 

Quite a number of companies, 
apparently assuming that ignition 
systems are the next automotive 
area to be transistorized, have done 
considerable developmental work on 
transistorized ignitions. Among 
these are Holley Carburetor Co., 
Warren, Mich., and Sarkes Tarzian, 
Bloomington, Ind., which has devel- 
oped a transistorized unit using sili- 
con rectifiers. 

a 
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Hope to Cut Repairs 


FOLLey has been working to- 
ward the development of a 
transistorized system that would 
be capable of operating for 100,000 
miles without maintenance. 

The next principal component 


| vices, 
|air conditioning and heater con- 


| lays, electric clocks, rear-view mir- 
ror flippers, FM radios, phono- 
graphs, rear-approach warning de- 
starter switches, governors, | 


| 
| 





elds. 


* + > 
Traffic Devices Shown 





Power Transistor— 


A Texas Instrument power transistor 


which can handle up to 80 volts and 50) 
watts. It's one inch long and would cost} 


about $6. 

= + * 
trolling highway traffic using visual 
roadside transistorized signaling, 
radio signaling and automatic guid- 
ance techniques. 

Taking a vigorous part in this 
program at RCA’s David Sarnoff 
research center in Princeton, 
N. J., is Dr, Viadimir K. Zwory- 
kin, a renowned scientist who is 
considered by many as the 
“father of television” because of 
his discoveries and inventions in 
this field. He is also honorary 
vice-president of RCA. 

All in all, it appears that tran- 


35 


trucks, buses, tractors, police cars, 
taxis and other special-purpose ve- 


hicles. 
+ * * 


NE of the more objective views 

of how soon transistors and 
other electronic devices will invade 
the car market came from Delco- 
Remy’s Bolles, when he said: 


“The big question is this: How 
much are car owners willing to 
| pay for the advantages of these 
| new developments? Improved en- 
gine performance and less main- 
tenance and service are constant 
goals of car engine designers and 
builders. But these are character- 
istics not as easily recognized 
| and enjoyed by car owners as 
| power steering, power brakes, 
| and numerous other develop- 
| ments of the last decade, 
| 


| “At the same time car manufac- 
| turers, faced with mounting labor 
| and material costs, are fighting des- 

perately to hold the price line. 
| Since electronic ignition and gen- 
|erating equipment at least at the 
| present state of the art, represent 

substantial price increases over 
|present passenger-car electrical 
| syStems, the timetable for the wide- 
| spread adopting of transistorized 





OR instance, RCA has demon-|sistors and other semiconductors equipment in passenger cars is still 


strated the possibility of con-| 


have an immediate market in 


| hazy.” 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 128 OF A SERIES 


59 Ford | 
Proved Economy, Reliable Pe 


Today, in New York City, there are twice as many new Ford cabs as all 
other 1959 makes combined! And all across the country more new Fords 
are being ordered by cab companies than any other 1959 automobile— 
including specially built taxi models. 

Why? 

The big reason is economy. Pennies count in the operation of a taxi fleet. 
The cab companies are discovering from their cost-per-mile records that 
1959 Fords, on the average, cost less to run, less to repair and less to replace 
than competitive makes. 


Taxi fleet owners find, too, that the ruggedness of Ford components—such 
as front suspensions, transmissions, upholstery and springs—lessens their 
“down time” and lowers maintenance costs. 

Experienced cab men know that they must satisfy their customers’ comfort, 
and here again Ford meets more of the requirements. Passengers can get in 
and out without bumping their heads or barking their shins. There’s plenty 
of room inside, too, even for tall men wearing hats. 


ES 
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Ford Economy: proved by thousands of miles of rugged stop-and- Ford Comfort: shown by the ease with which passengers enter 
go driving through rush-hour traffic in downtown New York City. roomy Ford while driver deposits luggage in large, convenient trunk. 





icabs... 
efformance, Rugged Durability 


The thick foam-rubber seats give even the middleman the comfort he has 
driving his own car... and his knees won’t be under his chin, either. Ford’s 
comfort includes plenty of usable trunk space with the best designed trunk 
for ease of loading and unloading. 

Ford’s success with New York taxi owners and drivers provides added 
proof that should convince even the most skeptical prospect of Ford’s 
product quality. Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


FORD MOTOR COMPANY 


The American Road, Dearborn, Michigan 


FORD « THUNDERBIRD « EDSEL « MERCURY « LINCOLN « CONTINENTAL MARK IV 
ENGLISH FORD LINE « TAUNUS e FORD TRUCKS e TRACTORS 
FARM IMPLEMENTS e INDUSTRIAL ENGINES 


For the complete story on the success of the Ford Taxicab, read Ford Performance: demonstrated by round-the-clock operation 
your copy of the January-February Ford Dealer Magazine. in heavy city traffic as well as turnpike travel on suburban runs. 
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Monroe Builds for Many Lands... 


This Supplier Ready for Small Car 


By Martin L. Whitmyer 
Staff Writer 

_ many suppliers to the auto 

industry the introduction of the 
“small car” on a big scale in the 
U. S. will mean vast changes in 
production, manufacturing and dis- 
tribution setups, but the situation 
is different at Monroe Auto Equip- 
ment Co., Monroe, Mich. 

Backed by more than 20 years 
of experience in supplying both 
original and replacement shock 
absorbers to the European, Eng- 
lish and South American auto 
markets, Monroe is ready for 
U. S. small-car business. 


Monroe supplies Ford Motor Co., 
Rambler and the truck lines of 
Chrysler Corp. with a high percent- 
age of their shock absorbers, sway 
bars, stabilizers and struts for use | 
on assembly lines in the U. S. 
Through seven affiliated companies, 
Monroe also serves the auto indus- 
try with both original and replace- 


it to supply parts for the yet to be 
introuced “small car.” 

Here in the U. S. Monroe also 
is growing rapidly, January of 
this year marked the biggest 
sales month in the history of the 
company. 

Business to date in 1959 igs run- 
ning about 40 percent ahead of last 


Perfect Circle Sells 
First Road Test Unit 


HAGERSTOWN, Ind. — Perfect 
Circle has announced the first 
sale of its road test simulator 
and recorder to the Cleveland 
engine laboratory of Standard Oil 
Co, of Ohio. 

William B, Prosser, Perfect 
Circle president, said the road 
testing device makes it possible 
to tape record the performance of 
an auto engine under actual driv- 





ment parts in more than 100 coun- 
tries throughout the world. 


* * * | 


ALL of these lands Monroe! 
supplies anywhere from 25 to 100 
percent of all shock absorbers, | 
sway bars, stabilizers and struts) 
for cars and trucks, so it’s not hard 
to see how ready the company is) 
to meet any future demands the | 
U. S. auto industry might make on | 


ing conditions and then electron- 
ically reproduce the results on a 
similar engine in the laboratory. 

It was developed by a team of 
Perfect Circle electronic en- 
gineers in 1957 primarily for the 
company’s own use, Prosser said 
the company has scheduled the 
building of 10 such units this 
year for outside sale. 


Turnings eo © ce ce e By Joe Callahan 


(Continued from Page 30) 


by manufacturing scheduling of | 
the body mix, options and trim that 
will be built in the next month. 

Zimmerman explained, “Although | 
we in manufacturing have only one | 
week’s scheduled vehicle orders 
ahead of production off line, we do 
have a copy of each of the un- 
scheduled orders still in the hands 
of sales. On cutoff dates twice a 
month, we analyze these copies and 
project information contained | 
therein to establish the next) 
month’s detailed production sched- | 
ule for each plant.” 

The third computer program | 
consists of the information from | 
these two programs plus the de- 
cision of top Ford Motor Co, ex- | 
ecutives as to Mercury’s national 
building schedule for each of | 
the next six months and sales | 
estimates by body mix, options 
and trim of what will be needed 
for the last five of the projected 
six-month period. 

Computer program number four 
is the compilation and preparation | 
of parts commitments and ship-| 


Giacoletto Heads Group 


Dr. Lawrence J. Giacoletto, man- | 
ager of the electronics department | 
in Ford Motor Co.’s scientific labor- 
atory, has been named chairman of 
the Detroit section, Institute of 
Radio Engineers. He succeeded Lee 
Augustus, radio engineer of Mich- 
igan Bell Telephone Co., as presid- 
ing officer of the 700-member sec- 
tion. 
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ment releases to venders based on 
the requirements of program num- 
ber three. 

“With this system,” he declared, 
“we are now able to go through all 
the grinding (details of ordering 
731 components for each car) and 
send out our releases in a week. 
This has to take into considerations 
such factors as float adjustment, 
scrap loss and other things, This| 


formerly took two weeks to do.” | 
. > = 


H® ADDED that depending on 
the magnitude of the revised 





estimates of customer orders and 
the flexibility of suppliers in mak- 
ing parts shipments, Mercury can 
change the number and nature of 
the parts flowing to the assembly 
plants in time to meet customer 
orders. 

The fifth computer program con- 
sists of an analysis of vender per- 
formance and in-plant control of 
parts, paying particular attention 
to the various things which can | 
go wrong in parts availability after | 
an order has been placed with parts | 
suppliers. 

Mercury uses an IBM 650 com- 
puter for program one, two and 
three, and an IBM 1705 for pro- 
gram number four, In all prob- 
ability, another computer will be 
used when the fifth computer 
program goes into operation next 


year, according to Brouwer D. Mc- 
Intyre, president. 

Although he sees a bright future 
for the auto industry and a general 
improvement in business every- 
where, McIntyre forecast continued 
threats from the European makers. 

This is based chiefly on the fact 
that labor is much cheaper in 
Europe and, therefore, manufactur- 
ers can continue to undersell the 
American car makers. McIntyre, 
however, sees a good market for 
U. S. makers if they give the 
American motorist what he wants 
in a small, compact car. 

aa + 7 


ONROE was incorporated in 

1917 as Brisk Blast Mfg, Co., a 
manufacturer of hand tire pumps. 
In 1926 it pioneered the develop- 
ment of the lever type hydraulic 
shock absorber. In 1933, the com- 
pany introduced the direct action 
hydraulic shock absorber which is 
the basic design used today by all 
car manufacturers, 


In addition to supplying a high 


percentage of the shock absorb- | 


ers put on cars coming off assem- 
bly lines of U. S. plants, Monroe 
is the major supplier of sway 
bars, stabilizers and struts for the 
American automotive industry. | 


Monroe lays claim to being the | 


; 


A Close Inspection— 


at the firm's experimental laboratory. 





. . 9 
Aggressive 


largest producer of replacement | 


shock absorbers in the industry. 


In 1947, the company introduced 
its hydraulic E-Z ride tractor seat 
which was installed on more than 
a million farm tractors within a 
two-year period, Monroe still is the | 
major source for hydraulic tractor 


seats. 


In 1953, the company introduced | 
its direct action hydraulic power 
steering which is standard equip- 
ment on cars and tractors, and 
three years later entered the heavy 
truck power steering field with its | 
Air-O-Steer power steering which 
may be applied to all trucks! 
equipped with air. Besides field in-| 
stallation this unit is optional | 
equipment on seven leading makes 


of trucks. | 
> + > 


ONROE’S latest contribution to | 

the safety and comfort of the} 
motorist came in 1957 when the) 
Monroe Load Leveler was intro- 
duced. 

Originally introduced to provide 
heavy load capacity with cali- 
brated control for all loads and 
roads and installed as a replace- 
ment for shock absorbers on sta- 
tion wagons and heavier cars, the | 
Load Leveler today is a standard 
replacement part for all cars, A 


By Benn Oliman 
| Staff Correspondent 


MILWAUKEE. “The town’s 
|most aggressive dealer” ... not 
many firms would want to bear 
that tag. Gordon Ford in Milwau- 
kee not only owns the title, but the 
company feels quite happy and 
proud about it. 

The dealership personnel spend 
plenty of money to advertise 
themselves as “Milwaukee's 
Most Aggressive Ford Dealer.” 

Says sales manager Bob Sukow- 
ski, “Of course, we're aggressive. 
How else can you get volume sales 
in the most competitive business in 
the world? But, we're aggressive 
in the proper sense of the word. 


“We do everything we can to 
bring prospects into our showroom. 
Once we get them in, we do our 
best to make a deal.” 

How does the public react? They 
evidently enjoy dealing with aggres- 
sive Gordon Ford. The dealership 
ranks among the top producers in 
Ford’s Rockford district. 

Sukowski last year was one of 
the seven salesmen in the nation 
to receive Ford’s “Top Hatter 
Award.” He was the leading com- 
bination salesman in the Midwest 


Milwaukee Dealer Finds . 


patent on the load leveler was 
recently approved by the U. S. 


among Ford dealerships. 
According to Sukowski, a volume | 
Patent Office. dealership depends as much on re-| 

When the load leveler first went| peat business as it does on writing| 
into production Monroe was turn-|up new customers. Getting cus-| 
ing out in the neighborhood of 10,-| tomers to come back for their next 
000 of them each month, But today,|car, after they have bought their| 
less than two years after its intro-| first one at Gordon Ford, he says,| 





| duction, the company’s Hartwell | is accomplished via (1) a quality, 





September. 

An important cog in the whole 
system is the transceiver. This is 
a device with which information 
is sent over leased telephone lines 
with punched cards. One unit is on 


each end of the line and they | ———————————~® 


change audible signals to punched 
holes and vice versa. A similar de- 
vice using radio is now being 
tested. 

“We think the system permits us 
to maintain smaller inventories 
and we know we're spending less 
money on freight for rushing parts 
in,” said Zimmerman. 


Balance Concern 
7 
Acquired by Bear 

ROCK ISLAND, Ill. — Purchase 
of Balance Engineering Co. by Bear 
Mfg. Co. has been announced by 
Victor B. Day, Bear president. 

At the same time he reported 
that Bear has introduced five new 
Bear Bekomatic balancers. 

“The new balancers are specially 
designed for ease of use by un- 
skilled operators in production-line 


(Ga.) plant is turning out more| 
than three times that number each 
month. 

Hartwell is the newest and larg- 
est of Monroes’ four plants and is 
currently operating on three shifts 
daily. Two plants are in Monroe 
and the other in Hillsdale, Mich. 
Total employment at all four plants 
is approximately 1,400 persons. 


Unusual Tradein— 


top-rated service department, and| 
(2) a consistent followup program. | 
“A satisfied service customer will | 
|}almost always buy his next car| 
from you,” believes Sukowski. “The 
prime contact with customers, after 
the salesman steps out of the pic- 
ture, is the service department. 
They take over. 
“If they can keep the customer 
ov -4 


“We mean it when we say we will do anything within reason to close a profitable 


C. J. Smith, left, engineering vice-president, and B. D. Mcintyre, president, Monroe 
| Equipment Co., Monroe, Mich., inspect a new installation on the Monroe Load-Leveler 


Tacties Pay 


pleased, and coming back regularly 
for service, you will get the repeat 
business. A customer unhappy over 
service he received in your shop 
will go elsewhere for his next car.” 


After a deal is closed, customers 
get a conducted tour of Gordon 
Ford’s service department. They 
are introduced to the service 
manager, or his assistant. A quick 
inspection of the shop facilities 
follows. 


Customers get an explanation of 
how service and maintenance jobs 
|}are routed through the shop. They 
| see some of the inspection and re- 
| pair equipment in action. “It's a 
|lot easier to deal with our new 
customers who have been escorted 
around the repair shop,” says Su- 
| kowski. 
| Gordon Ford is constantly in the 
|midst of some sort of promotion. 
|One of the more successful was 
the “Carnival of Values” held last 
fall. All salesmen wore colorful 
| clown outfits in the showroom. The 
| showroom was decorated like a car- 
|nival midway. 
| Radio Station WMIL broadcast 
|part of its “Fritz, the Plumber” 
|disk jockey show from Gordon 
Ford’s big lot next door. A lot of 
attractive giveaways and prizes 
were used to lure traffic. 

Another highly successful pro- 
motion was centered around 4 
late, late TV show. Video viewers 
were invited to “Get out of the 
house, Come over to Gordon Ford. 
We've got free pizza pie and hot 
coffee here for you to keep you 
awake.” 

The pizzas were prepared in the 
showroom with special ovens. Peo- 
ple kept stopping in for the free 





| pizzas and coffee until 4 A.M. 


“A big percentage of them came 
in just for the free pizza and cof- 
fee,” admits Sukowski. “But, it did 
get a lot of new contacts for us. 
It pulled in a lot of people who 
might never have stopped in our 
place, if not for this gimmick.” 

Sukowski said, “We always tie 
in our promotions with the sea- 
son, For instance, during the 
summer we offer customers buy- 
ing a new car at the regular 
price a free vacation for two at 

a northern Wisconsin resort. 

“In the winter, we run a similar 
promotion, but the attraction is 4 
week for two in the sunny south.” 


‘Jaguar Guide’ 
Now Available 


NEW YORK.—Newest publication 
in the Modern Sports Car Series 
is “Jaguar Guide,” by John Bentley. 

He gives a detailed account of 
the birth of the Jaguar and also 
covers maintenance and competi- 
tion driving. There are tables of 
specifications and performance data 


JOIN 


HE 53 MINUTE MARC 


on 13 models and a list of competi- 
tion successes, 

The 127-page book is published 
at $2.75 by Arco Publishing Co., 430 


Lexington Ave., New York 17, N. Y. 


balancing of rotating parts,” he| deal," says Bob Sukowski (right), sales manager at Gordon Ford, Milwaukee. As proof 
said. “They are capable of indicat-| of the statement, Sukowski is shown taking in a boat as a trade on a new Ford, The 
ing unbalance vibration to 20 mil-| boat will be kept until summer when it will be offered as a prize to lure customers 
lionths of an inch.” into the showroom. 





ABIGAIL: You mean that darker band up there 
near the top? 


PRUDENCE: Yes, that’s a special built-in sun- 
shade, Abby. Bounces sun heat right off. Makes 
it a heap more comfortable here in the back seat. 
Next best thing to air conditioning. 


ABIGAIL: Oh, there’s a shaded band in the wind- 
shield, too! 


PRUDENCE: But that’s different. It’s to cut 
down glare from the sun and sky so you don’t 
have to squint so much. You see, all this glass is 
E-Z-EYE SAFETY PLATE. 


ABIGAIL: What’s E-Z-EYE? 


‘‘Here’s something the salesman didn’t tell you, Abby’’ 


PRUDENCE: It’s glass that’s been tinted to 
cut down heat from the sun. Got it in every win- 
dow of this car. 


ABIGAIL: Wonder why the salesman didn’t tell 
me all that? 


PRUDENCE: Might have been scared you 
wouldn’t pay a little extra for it. Silly! ’Cause if 
he’d tell folks everything E-Z-EYE does—keeps 
you cooler in summer and shields you from glare 
all year long—most people would want it. 


ABIGAIL: I sure do! I’ll tell the salesman to in- 
clude it. 


=Z-EYVYIE SAFETY PLATE 
LIBBEY-OWENS-FORD a Great Name in Glass 
TOLEDO 3, OHIO 
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That’s Planography bh 


The ‘Secret’ Science | 


(Continued fr 


engineers noted that the system 
produced more pleasing and precise 
results, as well as being much 
easier and quicker for the engineer 
to work out. Three fellow workers 
asked De Smet to teach his system 
to them. This he did at his home 
for a $100 fee. 

News about De Smet’s system 
began spreading through the auto 
industry by word of mouth, and 
soon scores of other body en- 
gineers were asking to take his 
course. 


However, changes in body de- 
signs each year produced new 
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“De Smet man” is that once a 
person graduates, Edgard De Smet 
is always available to him for more 
instruction, consultation, refresher 
courses or merely help on a par- 


| ticular problem—and at no cost. 
+ 


* * 


| Many Grads Come Back 


problems which his system could | 
not handle immediately. And for | 
the next 11 years, he made annual 
revisions in his theories, In 1933, 
while working at Hudson Motor 
Car Co., he “finalized” his system. | 


om Page 30) 


N THE early days, many grad- 


uates came back annually to 
De Smet to be brought up to date. 


A unique advantage of being 4| iyo with other jobs. 


| offered as much free instruction 
|}as any graduate desired, This holds 


Cadillac Gage Ups Carson 


Similarly, during World War II,| 
many auto body men forgot some | 
|of their education while being in- | 
De Smet | 


Small Car for Export 


Is Planned by Belgians 


BRUSSELS. — Belgium’s first 
entry in the European Common 
Market's auto field is now on the 
drawing boards, with introduc- 
tion due sometime in the next 
four years, 

The small auto will feature a 
two-cylinder two-stroke diesel en- 
gine with opposing pistons. The 
first engines will be produced in 
West Germany. 


executive body engineer at 
American Motors. 
| This offer of perpetual help, once 


tem and a professor’s chair at @ 
large university, He also has de 
clined to write a book on Planog- 
raphy. 

De Smet has never advertised hig 
course and this is the first article 
ever written about it, except for 
two rather similar papers which he 
delivered to the Society of Auto- 
motive Engineers in January, 1936, 
and in November, 1950. Nor has he 
ever solicited students. 


* * * 


Demand for Course Grows 


ET the demand for this course, 
built up only through private 
conversations, has continued to in- 
crease, even though it is of value 


Howard Carson has been elected | true_today. Any graduate can visit|the student has paid his $250 tui-| to a relatively small group of prac 


vice-president of Cadillac Gage Co.| De Smet anytime, or sit in on any 
and general manager of the Costa of his lectures. 

Mesa operation. Carson, a graduate While finalizing his system at 
of Massachusetts Institute of Tech-| Hudson, De Smet worked with 
nology, joined Cadillac Gage in| Carl Cenzer, who became one of 
December, 1956. | his best known graduates as 


— 


See 


—- 


tion and has graduated, is typical 


of the manner in which De Smet} 


}and his whole program operates. 


He has declined numerous offers | 


| that would have enriched him, in- 


| cluding the sale of the whole sys-| 





| titioners. 

Occasionally, efforts have been 
made by others to offer similar 
courses, but De Smet says these 
have been largely unsuccessful, 
“I guarantee the return of their 
tuition if they can learn this course 
elsewhere,” he told AuTomortig 
News recently in the first interview 
jhe has granted in his 40 years in 
|the car body business. 
| Now, all would-be students agree 
| to use the De Smet method on their 
|jobs only and not to teach it to 
others. 

In 1936, De Smet joined Willys- 
Overland as a body engineer, suc- 
cessively becoming assistant chief 
engineer, chief engineer of the air 
craft division and executive en- 
gineer. He resigned in 1956 but 
continues to serve Willys Motors 
as a consultant, 


> 


Teaches at Detroit ‘Y’ 


IMULTANEOUS with his move 
to Toledo, De Smet began con- 
ducting his classes at a Detroit 
YMCA, Also in 1936, the De Smet 
Alumni Assn. was formed and it 
began playing an important part 
in the whole program. 

For example, the alumni associ- 
ation is now in complete charge 
of selecting the 60 students who 
take the course each year. This 
is something of a chore because 
more than 100 highly qualified 
body engineers applied for the 
course last year. 

Although he has been conducting 
|two classes in Planography since 
his retirement, De Smet emphasized 
that he has no intention of ever 
|increasing the number or size of 
| his classes. 

All this is designed partly to 
|insure that De Smet men don't 
become so numerous that they be- 
come a drug on the market. 


Students for the two classes of 
30 men each are selected on an 
|impartial basis by a grading or 
|scanning committee composed of 
|graduates from each of the auto 
plants. Every effort is made to 
guarantee that the 60 most quali- 
| fied applicants are selected. 
= 


> * 
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| Universal Adoption Is Aim 

| ASKED why so much emphasis 
| is put on the quality of the 
students, De Smet said “these are 
| the men best able to sel] the system 
| to their bosses. My ultimate aim is 
to have the whole industry adopt 
my methods, just as a matter of 
personal satisfaction, Furthermore, 
a young man would have no oppor- 
tunity to use my system.” 

To be accepted for the course, 
@ man must have a minimum 
of five years of body development 
experience, He must be spon- 
sored by a De Smet graduate. He 
must submit an application in 
duplicate. No college degree is 
necessary, although about a quar- 
ter of the De Smet men are 
college graduates. 

Selection is based entirely on @ 
point system which evaluates the 
applicant’s experience, training, ed- 
ucation and position, Competition 
is quite stiff. For example, last year 
a@ man was turned down with 18” 
years of Ford and Chrysler body 
engineering experience, as well a8 
considerable additional training. 
Many students are accepted only 
after three or four applications. 

Pointing out the impartiality of 
the selection system, De Smet said 
his two sons-in-law were turned 
down twice before being accepted. 

The course is of indefinite dura- 
tion, although it usually consists 
of 22 to 24 two-hour lectures, De 
Smet continues the course until he 
is satisfied that the students have 
absorbed the system. Homework for 

(Continued on Page 42, Col. 3) 
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AUTOMOTIVE DEALERS AND SALES MANAGERS ATTENTION! 


“1 SOLD 63 CARS 
IN FOUR DAYS... 


WITH LITMAN-STEVENS PLANNING AND ADVICE.” 


DODGE-PLYMOUTH, Kansas City, 
believes this planned, packaged 
sales plan to be the answer to on 
automobile dealer's prayers! It is 
the most effective advertising 


VE: 
LOOK you WILL RECE! YOU OWE IT TO YOURSELF TO TRY THIS PLAN! HARRY SCHWARTZ, MIDWEST 


ith 
newspaPpe ads, compels - Never before has there been such a complete, all-around advertising 
4 5 ver mecessOry mats and © P and sales promotion campaign offered to any industry! Automobile eee bas co cea 
sani newspaper ads ded) dealers have proven the success of this plan . . . read what they mid-werts, LARGEST. cin 
ercials (2 recor say for yourself at the right of this page . . . then see for yourself a ee 
-acluding slides esas what a wonderful DIFFERENCE the tried and proven advertising 
y ow spots, ideas and lay campaigns prepared by LITMAN-STEVENS can do for YOUR busi- "We couldn't afford to hire 


‘or display 2 an advertising agency . - 
Interto ‘dow banners ness! Be assured of success in the future! and we don’t NEED one now 
Colorful wi" 


\d INTER: that we've discovered — 
sions on how 10 N° Stes tnwieare Ck 
e - SCN G sales = es PAIGNS!” .. . says @ Chev- 
— ded sales messag TECHNIQUES TO SPARK YOUR SALES MEETINGS rolet dealer. 
. ecor 7. 
2 30-mine’® ya sales-cOU 
4 oy, a eas to your $a 
(play 


5 
A 10 radio comm 


nselor 
lesmen on More than just a handful of newspaper ads and commercials, 


, up!) the LITMAN-STEVENS plan is a complete method of mer- 
h them per handisi : 
watc 4 hints for your chandising and selling. It features proven closer plans for 
4 35 selling aids an your salesmen to use. It features positive approaches to help 
salesmen that have actually sales managers instill real enthusiasm into every salesman 
‘ lans 

losing P hen 

SOLD 
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~ “one on : “My salesmen ore real = 
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otions that b THE LITMAN-STEVENS PLAN PAYS : a meeting I've conducted 


cording to your plon .- - 


FOR ITSELF great!’ Sales manager in « 


a merchan- = t Buick agency. 
This economical plan will not actually cost you one penny, 

for you will find yourself making many extra sales and 

able to close deals you formerly would lose! 


the deal on your payroll! 


to sell an 
25 proven methods ‘import cars 
4 dise fore'g" . d trucks 


; have sol 
igns that 
Y 10 campo 


ndis- 
mercha 
il over 50 $ hich have 
uf os . 
You wi | sell cars, ™ e nation. 


across th 
us ORDER NOW AND You can SAVE 530 


Send your check or money order within 10 days and you will 
receive the free Kiplinger book plus pay only $195 for the 
complete LITMAN-STEVENS service and all the coming monthly 
supplements. Or, we will bill you for the full cost of the 
program, $225, over a three month period and if you order 
NOW .. . we will STILL send along the free Kiplinger book! 


ales and 
t of w 


Remember . . . IF YOU SELL ONE CAR THAT YOU ORDINARILY 
WOULD NOT HAVE SOLD . . . IT WILL PAY FOR THIS SERVICE 
IN FULL! And facts prove that you will sell many, many cars 
and trucks from this PROVEN, SUCCESSFUL sales method! 


you inclode (lighted 10 tind 
‘ 28 ore) 

Regular clients have paid thousands of dollars a year for this tising in your ..) 
service—now these proven ideas have been offered to you we fox aan foreign car line, 
on this unique low cost basis. The small cost of the service is an of new sales =? yor ae 
investment that pays for itself a dozen times over in sales and ore Fesponsible!” Says @ for. 


profits . .. so ORDER NOW! eign car dealer. 
SATISFACTION GUARANTEED 
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LITMAN-STEVENS Advertising, Inc. 
2301 Grand Avenve 
Kansas City 8, Missouri 


(C0 Please send my free copy of ‘‘Boom and Inflation Ahead’ at once and enter my 
order for your service at the introductory fee of only $195. My check is enclosed. 


0 Piease send my free copy of ‘Boom and Inflation Ahead” at once and enter my 
order for your service . . . $225 to be billed over a 3-month period. Enclosed is 
my check with order for $75. 


(PLEASE SIGN) 
I inicscsncstaisattinininctncaniastniinisntacnisiidanssinssannnsssiniassisinnsasaiah WII -.scsictniisiespiamiatie 
(PRINT) 
STATE 
Check Enclosed $195) $75 ff) 
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LITMAN-STEVENS ADVERTISING, INC. 2301 GRAND KANSAS CITY, MISSOURI + VICTOR 2-6711 
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11 Million in 31 Years— 


This is the 11-millionth car built by Plymouth since the first model was produced 
in 1928. On hand for special ceremonies at the Detroit assembly plant were, left 
fo right, Harry E. Chesebrough, Plymouth general manager; Williard A. Sloan, a 
Detroiter who bought one of the first Plymouths built and who has owned 13 since; 
William Cox, an inspector of the first Plymouths, and William C. Cawthorn, Plymouth 
plant manager. 

Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


NOW ...FROM AUTO 


for lower costs. 


SEE THE AUTO-LITE EXHIBIT AT THE NEW YORK INTERNATIONAL AUTO SHOW, APRIL 4-12 
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NEW COST REDUCTION SERVICE 
FOR MANUFACTURER CUSTOMERS 


Programs that include design, engineering, methods, 
automation and manufacturing are all contributing to the 
important new cost reduction service of the Electrical 1 
Products Group of Auto-Lite. Included are greatly ex- 
panded research and engineering activity, facilities for 
field training and servicing and District Managers pre- 
pared to assist customers and prospects in their drive 
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That’s Planography at 
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the student consists of transcribing 
his notes and making drawings, 
* + * 


Grads Get Pin 


E SMET will check these if the 

students bring them in, al- 
though he doesn’t insist upon this. 
On graduation, each man gets a 
De Smet pin, a dinner and his first 
year’s dues ($5) in the alumni as- 
sociation. 

Speaking about the value of 
the course, De Smet said “this 
course gives the men confidence. 
None of our graduates has ever 
fallen down on a job because I 
back them up. They often use my 
name to get a job, This doesn’t 
get them extra money, but it 
helps obtain the job.” 

A small point of satisfaction to 
De Smet was a 1956 ad in the 
Detroit Free Press in which Cad- 


universally adopted, Often, it isn’t 
officially accepted by a company, 


| but it will be accepted in certain 


| departments. Ford division, 


| illac, Rambler and Pontiac use the 


system extensively, De Smet said. 

Some of the more conservative 
body engineers oppose the Planog- 
raphic system on the grounds that 
it is too slow and complicated and 
that it is unnecessary because the 
cut-and-try method is entirely 


| satisfactory. 


* * * 


Big 3 Refer Men 


E SMET said General Motors, 
Ford Motor Co, and Chrysler 
Corp. all offer courses in somewhat 


|}elementary body engineering and 
|often send their men to him for 


j 


illac advertised for De Smet grad- | 


uates. 

Although De Smet men are now 
working in every car division and 
company, the system has not been 
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pedestal 
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more advanced training. 

Among the De Smet graduates 
are Raymond Logue, Ford car 
body engineer; Floyd G. Kerby, 
executive body engineer of Budd 
Co.; Fred Grant, chief styling en- 
gineer for Chrysler engineering; 
Arthur Steyer, in charge of body 


Now Auto-Lite offers a completely new dis- 
tributor design. Ignition engineered for 4-, 6- 
and 8-cylinder automotive and industrial 
applications, this new, low friction governor 
distributor is extremely rugged and depend- 
able. Here, for example, are just six of the 
many advantages of this new distributor: 


Weight savings of approximately 40% 
over most other designs 


Non-corrodible distributor bowl that is 
salt spray resistant and unaffected by 
marine and tropical environment 


Low hysteresis governor advance design 
for high accuracy of calibration of speed 
versus spark advance 


Glass-filled high temperature resin base 
molded around a powdered iron bearing 


Long life lubricated sintered iron cam 
element and weight element 


Lubricant capacity six to eight times that 
of conventional oilers means long life 
lubrication for the distributor bearings 


This unit is available in either vacuum or 
non-vacuum types and with a variety of pre- 
cisely engineered seals to prevent penetration 
of dust, water, or oil. 


ELECTRICAL PRODUCTS 


GROUP 
. THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO 
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drafting at GM Styling; John 
Mushong, Lincoln manager of 
body development; Philip R, 
Munn, manager of body en- 
gineering for Ford Motor (o.,; 
Donald Bain, Chevrolet director 
of drafting; Ralph Anderson, 
Cadillac assistant chief drafts. 
man; Wesley Ravell, Aero-Detroit 
chief engineer; Paul Tosch, 
George Muster and Francis 
Mickle, all of Fisher Body, and 
| Edmund Browalski, principal 
| design engineer for Ford Motor 
Co., who is also president of the 
| De Smet Alumni Assn. 


| Besides selecting students, the 
alumni association is very active, 
| with technical meetings, a bowling 
| league for members, annual social 
events and a monthly news letter, 
The association also will play a 
major role in perpetuating the 
course in Planography when De 
Smet, now a healthy 62, is no 
longer able to teach it, A successor 
will be selected by the association 
and he'll be instructed to follow 
the same methods and approaches 
used by De Smet, Profits from the 
school will then go to the associa- 

tion. 

= . a 


Course Is on Tape 


T° MAKE sure that the subject 
| is taught in the same manner, 
the entire course has been tape- 
recorded on 24 reels. De Smet 
brings the tapes to class occasion- 
ally when there is need for updat- 
ing the material. One of the more 
recent changes concerned the 
| wraparound windshield. 
| In addition to his other activi- 
ties, De Smet has been active in 
the SAE since 1920 and was one 
of the founders of the American 
Society of Body Engineers. 


| Summing up his course in Plan- 

ography, DeSmet said: “Like math- 

ematics, the principles of this 

subject are very simple, although 
ithe applications are infinite, I 
study the latest models to keep 
the fellows interested and up-to 
date. The unchanging part of the 
subject could be put on two pages 
—that’s why I never wrote a book 
| about it.” 


| 


—JoserH M. CALLAHAN 









New Unit Cuts 
Overheating, 
Lo-Merc Says 


| HOUSTON.—A Houston manu- 
|facturer of automotive air-condi- 
| tioning equipment has announced 
a new cooling device it said speeds 
up the cooling of an overheated 
car and eliminates radiator over- 
| heating. 

| Leo-Mere Automotive Air Condi- 
| tioning Co. said its “Auto-Matic 
| Cooler” can be used with all makes 
|of air conditioners, and is available 
to both manufacturers and dealers. 
| The inventor, W. C. Cornelius, 
said the “Auto-Matic Cooler” makes 
it possible to operate the air condi- 
tioner at peak efficiency at all 
| times, even when the motor is id- 
ling. 

In a series of tests, the firm said, 
a car which overheated within 12 
minutes while idling at 94-degree 
temperatures without the cooler did 
|not overheat after two hours with 
the unit installed. 

The same car, overheating in 8 
minutes at 82-degree temperatures 
without the unit, did not overheat 
after the unit was installed, the 
firm added. 

When the engine-heat indicator 
showed overheating in another 
series of tests, the Auto-Matic 
Cooler dropped the temperature out 
of the danger zone within one min- 
ute after it was put into operation, 
Lo-Merc reported. 


U.S. to Buy $13 Million 
Worth of Ford Trucks 


DETROIT. — The Ford division 
has received two Federal con- 
tracts for more than $13 million 
worth of trucks to be built dur- 
ing the next seven months, ac- 
cording to J, O, Wright, general 


r. 
He said about half of the ve- 
hicles, pickups and 1%4-ton stake 
platforms, will be assembled at 
the Norfolk (Va.) plant, Others 
will be assembled in Atlanta, 
Chicago, Dallas, Kansas City, 
Louisville, Mahwah, N, J.; 
Lorain, O.; Norfolk, San Jose, 
Calif., and St. Paul. 
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Technical Personnel 


Two major appointments in|troit Bevel Gear Co., former Gear 
Chrysler Corp.’s Stamping division | Grinding subsidiary. 
have been announced. * 

Charles C. Mezey was named to | Chrysler Promotes Craft 
the newly created position of gen- | 
eral plants manager, with responsi-| James W. Craft has been named 
bility for six plants in Michigan | director of organization for Chrys- 
and Ohio. A. James Savage was | 
named to succeed Mezey as man- 
ager of the Nine Mile Press plant, 
Detroit. 


of the corporate organization staff 
since he joined Chrysler Corp. in 
| 1955. 
| * * * 


Chrysler Shifts Hanson 
Alvin T. Hanson jr. has been 


* * * 


Park Joins Heil Division 


Glenn S. Park has been appointed | 
chief development engineer for the 
Body & Hoist division, Heil Co. 
He had been chief engineer of | 
another truck-hoist and dump-body 


manufacturing company, 
+ = * 


cuse, He had been manufacturing | 
manager of the company’s plant at 
Indianapolis. 


3 at U. S. Rubber 


Gear Grinding Ups Miller Cc 
et New Posts 


Fred F. 





ler Corp. He has been a member} 





named manager of Chrysler Corp.’s | 
New Process Gear division at Syra- Corp. as a sales engineer. He had 


| 


| 


| Laboratory for Materials Testing 
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son, who has been given a special 
assignment. 
* + = 
Argentine Metallurgist 
To Study at GM Foundry 


Dr. Nestor A. Bassino, of LaPlata, 
Argentina, will devote several 
months to the study of shell mold- 
ing of castings at Central Foundry 
division of General Motors. 

Dr. Bassino, a professor of metal- 
lurgical engineering at the National 
University of Argentina, also is 
manager of the department of 
metallurgical technology of the 


jand Technological Investigations 
| for the Province of Buenos Aires. 
* = * 


Toms Joins Dana 
Dale W. Toms has joined Dana 


been with Mather Spring Co, as a 
sales engineer. 
> 
Associated Spring Ups 3 
Changes in supervisory personnel 
at the Wallace Barnes division have 
been announced by Associated 


Miller has been pro- 


moted to engineering vice-president | 
of Gear Grinding Machine Co. He 


formerly was vice-president of De- 


Gerard W. Brooks has been ap- 
pointed to the newly created post 
of director of marketing for the 


tire division of U. S. Rubber Co. 
Former president 


AUTO-LITE ENGINEERS 
ASSIST CUSTOMERS 
IN THEIR DRIVE FOR 
PROVEN QUALITY 
AND LOWER COSTS 


of South Bend 
Tackle Co., Inc., 
he will direct 


marketing activi- 
ties for all tires 


ucts sold by the 
division. 

In another 
move as part of 
its management- 
development pro- 






G. W. Brooks 


Brown, general sales manager of 
the U. S. tires division, and Her- 
bert D. Smith, automotive sales 


Design engineers, purchasing agents and 
cost-conscious management men in all 
areas have been quick to take advan- 
tage of the new Cost Reduction Pro- 
gram announced by Auto-Lite’s Elec- 
trical Products Group. 





W. F. Brown 
director, will assume each other’s | products. 


H. D. Smith 


duties. 
Smith will 


In recent months Auto-Lite Electrical 

Products Group engineers have traveled 

thousands of miles to assist customersin | will direct original-equipment sales 

their new product development = =, —— = ae springs to 
e automotive indus ° 

programs. ~~ ry 


Typical example of new service 


Typical of this service was the recent 
flight of Syracuse Division Chief Engi- 
neer Art Kaiser to a customer’s head- 
quarters in order to confer with engi- 
neers working on 1960 models. All it 
took was this customer’s “YES, we 
would appreciate having one of your 
engineers take a look at this” and 24 
hours later Mr. Kaiser was on hand to tivit 

add his experience to this customer’s | *°'V"'Y- ae 
engineering staff. 


How you can take advantage of this Service 


As a part of the new Auto-Lite Cost 
Reduction Service, the Electrical Prod- 
ucts Group District Managers are at manager of the firm’s Dynamatic 
your service. They can tell you how | division in Kenosha, Wis. 
Auto-Lite can make available to you * * * 

the skills and know-how of its 19 engi- | Guide Lamp Announces 
neering and research laboratories, its | Six A . 

manufacturing facilities, and its nation- |~'* ppotntments 
wide service organization. They can 
help you with your cost reduction and 
product improvement programs. 


tires and other automotive prod-| 
ucts of the division, while Brown 


Johnson and Schachinger 
Promoted by Fisher Body 


director of die engineering for| 
Fisher Body division, 
William McKendrick, who has re- 
tired. 

John Schachinger jr. has been 


Eaton Promotes Mitchell 

Robert E. Mitchell, formerly a 
member of Eaton Mfg. Co.’s central 
industrial relations staff in Cleve- 
land, has been appointed plant 


Six appointments have been an- 
nounced by guide lamp division, 
General Motors Corp, Anderson, 
Ind. The appointments are: 

Carl D. Cleaver, from works 





2 ee aoe manager to administrative assistant 

| THE ELECTRIC AUTO-LITE COMPANY , ~ the _ manegnt; Robert ”. 
ELECTRICAL PRODUCTS GROUP - TOLEDO 1, OMIg j; |“ 2Smer, trom factory manager 

| works mianager, and Everett E. 

| Please send me further information on... | Smith, from factory manager to 

| © Distributors C0 FHP DC Motors ee manager. — — 

Pome & Treat C) Generators n turn, agner appointe 

a + ~~ ada CD Starting Motors | | Luther J, Martin as assistant pro- 

| CD Relays, Solenoids, CO Voltage Regulators =» | duction manager, Earl P. Simpson 

| ~ Governor Switches  () Oil Filled Coils | |@8 assistant plant superintendent 

| | and Melvin L, Spencer as general 

j Name___ foreman. 

| Company Position_ | 7 : . be 

i Chevrolet Promotes Smith 

| Address | Fay A. Smith has been appointed 

| City & State | production superintendent at the 

LL EDEL TELAT FN SS foundry, Tonawanda, N. 


Y. Smith succeeds George H. John- 


ition manager, and Vincent J. 


and allied prod-| 


gram, U. S. Rub-| 
|} ber announced that Walter F. 


| Cleveland, as president of the as- 
| sociation. 


Chevrolet's Rausch Named 
|AC Assistant Chief Engineer | 








| Spring Corp. Theodore M. Adgate 
| becomes assistant spring-engineer- 
ing manager; Richard G. Wilcox 
succeeds Adgate as _ steel-produc- 


Radaskiewicz succeeds Wilcox as 
general foreman of the flat-coil| 
department. 

. + > 


Rand Joins Hamilton-Skotch 


Alfred Rand has been appointed 
chief production engineer for 
Hamilton-Skotch Corp. He formerly 
was with Randolph-Rand Corp. as| 
vice-president and chief production | 
manager. 





Ordnance Group Elects | 


j 

Louis F. Polk, vice-president and | 
group executive of Bendix Aviation 
Corp. and president of Sheffield 
Corp., Dayton, O., has been elected} 
president of the American Ordnance 
Assn. Polk succeeds Gen. Benjamin | 
W. Childlaw, vice-president of 
Thompson Ramo Woolridge, Inc., 


> > . 





AC Spark Plug has named John| 
T. Rausch, a Chevrolet staff engi-| 
}neer, as assistant chief engineer in| 
charge of AC’s motor group of | 


Rausch succeeds Dr. Wilfred A.| 


be responsible for | Bychinsky, who was advanced to 
replacement sales of U. S. Royal/| chief automotive engineer. 


* * | 


Bendix Names Isaman 


Harry F. Isaman has been named | 
Western field engineering represen- 
tative for Bendix Industrial Con-| 
trols Section of Bendix Aviation | 
Corp. Isaman is located in Los! 
| Angeles and will cover California, | 
New Mexico, Washington and Colo- 


Harry Johnson has been named| rado. 


replacing | McPherson Replaces Rene | 


As Chevrolet Staff Engineer 
Donald H. McPherson has been 


appointed assistant chief engineer | appointed staff engineer in charge 
of the division’s body engineering | 


of engine design for Chevrolet, suc- | 
ceeding John T. 
Rausch, who has 
been named as-| 
sistant chief en-| 
gineer of AC) 
Spark Plug divi-| 
sion. 
McPherson 
started with Chev-| 
rolet as a draft- 
ing trainee in| 
1940. After serv- 
ice as a design 
group leader, 
senior project engineer, vehicle 
development and quality control 
engineer, he was made an assistant 


staff engineer in 1957. 
” a * | 


D. H. McPherson 


Chrysler Ups Wormet 


H. Arthur Wormet has been| 
named executive assistant to 
Charles B. Gorey jr., Chrysler Corp. 
group executive-special products. 
Wormet had been assistant comp- 


troller in the general sales office. 
* * * 


Fisher Promotes Fleser 


Donald W. Flieser has been ap- 
pointed general factory manager of 
trim fabrication for Fisher Body. 
He had been manager of Fisher 
Body’s trim fabrication plant in 
Livonia, Mich., for four years, Re- 
placing Fleser is R; Gordon Spear, 
production manager in Livonia 
since 1957. 
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No other trim material offers such easy maintenance. 
Stainless is easy to clean . . . and to keep clean. It never 
needs painting or plating. Never needs protective or 
decorative coatings or films. Stainless steel’s lustrous 
beauty will never fade from sun or weather. It stays 
bright for life despite long use. 

Stainless steel brightwork helps you attract buyers— 
helps you sell competitively—helps you when it comes to 
costs of reconditioning cars for resale. Reconditioning 
of exterior brightwork made from less versatile metals 
is expensive, if not prohibitive. 

Know the stainless steel trim on your product. Then 
use all of the advantages that only glamorous, durable 
stainless steel trim can give you to help you sell. 


REPUBLIC 
STEEL 


GENERAL OFFICES « CLEVELAND 1, OHIO 
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A Sales Aid for Oldsmobile— 


Atlas again? No—the hand is that of a typical Oldsmobile salesman as he holds 


an eight-inch plastic model of the 1959 Oldsmobile Sport Sedan. The other Oldsmobile 
Pictured also is a plastic model, correctly scaled and exact in every detail to the 
cars that are assembled at Oldsmobile plants. 
most Oldsmobile dealerships as sales aids and to show the construction of Oldsmobile's 
Gvord-Beam frame. In addition, the models are used for special sales promotion 


exhibits. sell him anything new.” 


The models are used by salesmen at | 


How Nation's Salesmen Meet 


Practical Problems of Selling 


“ZEeXt discount anybody — he 

may be a good prospect,” is 
George Knolls’ advice, particu- 
larly to the beginning salesman 
who may be given the prospect 
the others do not 
want. 

In four years, 
Knoll’s has pro- 
gressed from the 
greenest salesman 
to sales manager at Soetje Mo- 
tors (Ford), LaPorte, Ind. Here’s 
his story: 

“I was really green when they 
told me to get out and meet Ppeo- 
ple, for I had never sold before. 
I began canvassing out in the 
country just to get acquainted, 
and I stopped at a farm which 
also sold used farm equipment. 

I talked to the owner and 
thought he was a good prospect 
until I got back and got laughed 
at by the other salesmen. 

I heard, “All he’s ever bought 
were junky trucks—you'll never 


Sales 
Case 
Histories 


Womans eye view of on extra socles point... 


the luxury and practicality 
in upholstery of Du Pont NYLON 


She has a big say in the sale—that’s why you’re smart to point out the beau- 
tiful, practical upholstery of Du Pont nylon. Surveys show women are already sold 


on nylon upholstery from experience in their homes. And now 3 out of every 4 new 


offer the same smart styling, all-weather comfort, longer wear. Show her the coor- 
dinated colors, new designs, textures—and she’! help you close the sale. 


| But I thought he sounded seri- 
| ous, so I kept calling on him 
| personally every two weeks for 
| Six months. He kept saying he 
| thought he might get a new truck 

fairly soon. 

* ve ~” 

1 other salesmen kept tell- 

| ing me my man had no 


Sales Records Broken 


At Rochester Products 


ROCHESTER, N. Y.— Alltime 
total service sales and carburetor 
service sales records were estab- 
lished in February by the Ro- 
chester Products division of Gen- 
eral Motors. 

Total service sales gained 16.7 
percent over the previous record 
month of December, 1958. Con- 
tributing to the new record 
month was a 19.5 percent increase 
in carburetor service sales over 
the former high month of Jan- 
uary, 1959. 


cars 


Ninety minutes everybody will be talking about—the “Du Pont Show of the Month” — 
THE BROWNING VERSION, April 23, 8:00-9:30 P.M. EST, on CBS-TV. 


BETTER THINGS FOR BETTER LIVING... 


THROUGH CHEMISTRY 


806. U. 5. Pat. OFF 


money. Well, he did buy—and it 
was for cash and the truck wag 
new. A month later he bought 
another new truck. Then a new 
car for his son a year later, An. 
other new car was bought for the 
son a couple years later, and the 
father bought back the used one, 

In four years I have sold him 
three new cars, three new 
trucks, two used cars and one 
used truck. I think that is 
pretty good for a guy who 
wasn’t a prospect. 

The last new car was for a son. 
The son shopped and we were $50 
apart. The father came in and 
gave me $50 and told me to go 
ahead with the sale. I don’t think 
the son ever knew about that 

A prospect may not be ready to 
buy at once but it pays to stick 
with him as I did in the original 
deal. 

+ * * 
A NOTHER time I heard. “Let 
£% George have him” when a 
rather shabbily dressed man 
came in and wanted a car. The 
others quickly evaluated him as 
“not a prospect” so I got him. 

I explained the car and the deal 
to him. He said, “It sounds all 
right to me,” and pulled out the 
cash to pay for it. 

So don’t discount anybody—he 
might be a very good prospect! 


Toronto Dealer 


Ordered to Halt 
Misleading Ads 


TORONTO.—The Metro licensing 
commission has ordered John D. 
Hay, owner of Vaughan-Eglinton 
Motors, to stop using misleading 
advertising. 

The commission was particularly 
irked by pictures of the lot and 
signs telling customers they could 
drive away any car for only $30 
down. 

The commissioners had before 
them several complaints from per- 
sons turned down as bad credit 
risks after they had paid a deposit, 
invariably higher than $30, and 
then had difficulty getting back the 
deposit. 

“I know this field is a battle be- 
tween the purchaser and the 
dealer,” said Frederick G. Gar- 
diner, Metro chairman, “and the law 
| of the jungle prevails. But we can't 
have it that the dealer is a lion and 
the purchaser is just a rabbit.” 

Gardiner reviewed one case 

| where a customer reportedly paid 
$37 one day, wais turned down three 
days later and waited 1% months 
to get back his money. Even then, 
it was returned only after action by 
police and the commission, Gar- 
diner said. 
“When the man went to the lot 
|}and asked what had happened to 
| his money, he was told it had gone 
| to the poor salesmen’s fund,” Gar- 
|diner said. “What kind of non- 
| Sense is that?” 


Rootes Importing 
Humber, Singer 


NEW YORK.—Rootes Motors, 
Inc., has begun importing the 
Humber Super Snipe four-door 
Sedar. and three Singer Gazelle 
models into the U. S. They join 
Hillman and Sunbeam, Rootes’ 
other imports, 

East Coast port-of-entry price 
for the Humber sedan is $3,995 
including automatic transmission, 
power brakes and heater. Singer 
models are: Four-door sedan, $2; 
095; convertible, $2,349, and four- 
door station wagon, $2,425. 

The Humber is a_ six-cylinder, 
112-horsepower unit that has @ 
wheelbase of 110 inches. The in- 
terior features burr walnut veneer 
trim. The Singer is a 9%-inch- 
wheelbase vehicle with a four- 
cylinder engine that develops 52.5 
horsepower. Singer models are 
priced between Hillman and Sun- 
beam. 


Import Lines Added 


Fowler Buick Co., Jackson, Miss., 
has added Hillman and Sunbeam, 
and Olin McKay Motors (used 
cars), also of Jackson, is handling 
NSU Prinz and BMW Isetta. 





ATTENTION: Imported and Domestic Car Dealers: 


CITROEN FIRST 


AT MONTE CARLO RALLYE! 


FIRST AND FOURTH PLACE IN 


K CITROEN SEDANS TAKE 
MOUNTAIN TEST. 


Two STOC 
MILE ROAD AND 


WORLDS MOST GRUELLING 2000 
322 CARS OF EVERY MAKE ENTERED ONLY 129 FINISHED. 


CHANICAL ENDURANCE AND 


CITROEN OUTPERFORMS ALL OTHERS IN ME 
DEPENDABILITY- pROOF- POSITIVE OF CITROEN'S TEN YEAR LEAD 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

N ANSWER to a common legal 
question uppermost in the minds 
of many automobile dealers, I have 
located late and leading higher 
court decisions which explain when 
a lottery of prizes, such as an auto- 

mobile, is lawful. 


See Holmes v. Saunders, 250 Pac. 


(2d) 269. In this case the higher | 


court established this law: If all 
prize-winning tickets are distrib- 
uted free and 
none are deliv- 
ered with the 
purchase mer- 
chandise, the 
element of “con- 
sideration” is 
lacking and there 
is no unlawful 
lottery. 

On the other 
hand, if tickets 
are given to each 
paying customer 








there is a violation of U. 8, lottery 
laws because the element of “con- 
sideration” is present. 

Also, if several thousand regis- 
tration blanks are given to all 
persons who asked for them and 
distribution is by a dealer at ran- 
dom to various persons, only a few 
of whom purchased merchandise 
from the dealer, the lottery laws 
were not violated. 

Hence, the important thing when 
| deciding whether or not state and 
Federal lottery laws are violated 
is this: Did the holder of a lottery 
ticket directly or indirectly pay 
“anything” for his ticket? If so the 
lottery laws are violated, See Gen- 
eral v. Mayer Distributing Corp. 
| D., C. 9 F, Supp. 546. 

= aa 


|2 Lottery Violations 


| > FURTHER comparison, see 
Knox Corp. v. State, Okl, 258 
|Pac, (2d) 910. Here an automobile 
| was given by chance to the holder 
of a lucky number. These tickets 
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could be secured at the dealer’s | v. Collier, 87 N. W. (2d) 868, it was 


place of business without charge 
and no purchase was required. 

However, the court held that 
since the participants were re- 
quired to visit the dealer’s place 
of business to secure the tickets, 
and since a winning participant 
was required to claim the prize 
at the dealer’s place of business, 
a sufficient “consideration” moved 
from the participant to the dealer 
and the lottery laws were vio- 
lated. 

For further illustration, see In- 
dependent Service Station 10 S, W. 
(2d) 124, 127. Here tickets entitling 
|the holders to a chance on an 
automobile were distributed indis- 
| criminately to customers and non- 
customers for the purpose of 
promoting goodwill. 

Since distribution of the prizes 
were inducements to obtain patron- 
age, it was held to be an unlawful 


| lottery of the automobile. 
aa r * 


Zoning Law Upset 


§ Ass month a higher court held 
that a city ordinance is void 
which delegated to the town board 
|or city council the power to decide 
| whether or not a particular busi- 
| ness can be conducted. 

| For instance, in Town of Hobart 








shown that a city passed an ordi- 
nance which zoned the entire town 
as residential, A clause in the 
ordinance stated that industry not 
commonly known as objectional 
and obnoxious, with approval of 
town board, could operate in the 
city. 

The higher court promptly held 
the ordinance invalid, saying: “It 
is well settled that such power 
of zoning cannot be delegated to 
the town board who might then 
be permitted to admit or deny 
use of property for industry or 
trade at its whim or caprice.” 
The court, in effect, held that an 

automobile dealer who had been 
operating an automobile salvage 
yard on his property within the 
town could continue his salvage 
operations, although the town 
board refused to approve his busi- 


ness, 
= 


Agent in State 


Accosmar to a late leading 
higher court decision if a fi- 
nance company has an agent in a 
state, such company can be sued 
in that state by any person who 
has a just claim against the finance 
company. 

For example, in Pacific Finance 


have the lion’s share of selling points... 





21.02 
MILES PER GALLON 


That’s the amazing average that won for 
Chrysler in the 1958 Mobilgas Economy Run. 
This year’s all-new Golden Lion engines are 
even more efficient! 


Sell economy! Don’t let your prospects forget that Chrysler ran up 
more miles per gallon than any other entry in the 1958 Mobilgas Economy 
Run. This year’s all-new Golden Lion engines weigh 101 less pounds— 
are even more efficient! 


Sell performance! Available in 305, 325, and 350 horsepower, Golden 
* Lion engines pack the most punch at the speeds people drive the most. 


Sell silence! New air intake system does away with engine “breathing” 
noises. New deep-skirt block, heavier crankshaft, and shorter stroke 


mean smoother running at every engine speed. 


And there’s a bonus for your service department! The most 
frequently serviced components—oil filter, distributor, spark plugs— 


are far more accessible. 


Wish you had a package like this under the hood of the car you sell? 
If you’re a Chrysler dealer you don’t have to wish—you’ve got it! 


with 







CHRYSLE 


You get more car to sell... 
the lion-hearted 


R 


} 
| 











Corp. v. Ramsey, 305 S. W. (24) 
297, the testimony showed thar one 
Ramsey in Texas obtained a loan 
from Pacific Finance on his <uto- 
mobile. 

Pacific Finance hag its h-ad- 
quarters in another state, but 
it employs an agent in Texas to 
act as its representative. 

It seems that Ramsey was de- 
linquent in making his agreed pay- 
ments, and the Texas agent re. 
possessed Ramsey’s automobile, 
Ramsey alleged that the agent used 
harsh, unreasonable and malicious 
collection efforts. 

In subsequent litigation. the 
higher court held that Ramsey wag 
privileged to sue the corporation in 


Texas. 
* * 


Dealer Awarded $7,000 


In Suit Over Staff Thefts 

FLORENCE, Ala.—Tom Smith, 
Florence dealer, has been awarded 
$7,000 damages by a Lauderdale 
circuit court jury against an in- 
surance firm for money allegedly 
taken by some of his employes 

Smith sued Lumberman’s Mutual 
Casualty Co. for $10,000, claiming 
the firm had refused to pay him 
for his loss when unidentified em- 
ployes took the money in July, 1956, 
through fraud or dishonesty. 

The insurance company declined 
to make payment because Smith 


| would not identify the persons said 


to have been involved in the case. 


Dealer Assessed $7,500 


In Faulty Brake Suit 


ROCHESTER, N. Y.—A motor- 
ist was awarded $7,500 by a State 


| Supreme Court Jury here in an 


action against Bill Cooke, Inc. 
(Dodge) over faulty brakes. 

Seth Thomas, 36, of suburban 
Greece, alleged that defective 
brakes in a used car he bought 
from the dealership and which the 
dealership supposedly repaired, 


|later caused an auto accident in 


which Thomas suffered severe in- 


juries. 


|\Ford Motor, Dealer Sued 
|For $102,000 in Fatality 





|Buyer to Get 
\On Car He Returned 





WENTWORTH, N. C.—Damages 
of $102,100 plus the costs of a truck 
are sought in a “wrongful-death” 
suit against Ford Motor Co. and 
Lucky City Motors, Ine (Ford), 


| Reidsville. 


Charles H. Woodruff, was killed 
when his truck plunged over an 
embankment at Marshall in 1957. 
The suit charges that the truck had 
brake defects and that the Reids- 
ville dealer worked on them but 
failed to correct the defects. 


- - 


Back $2,560 


CHARLESTON, W. Va—A jury 
awarded H, D. Sparks $2,560 in his 
action to recover payments on 4 
car he said he returned to Bob 
Hess, Inc., after attempts to get 
adjustments failed. 

According to the testimony, the 
dealership subsequently repossessed 


the car and sold it. 


Missouri Clarifies Law 
On Title Certificates 


JEFFERSON CITY, Mo, — The 
Missouri attorney general has ruled 
that he finds nothing objectionable 
in the practice of car dealers of 
sending certificates of title to the 
state department of revenue for the 
buyer. 

While the law says the certificate 
should be given to the buyer by the 
dealer, the attorney genera] said 
the dealer who sends the form to 
the state is acting as the agent of 
the buyer. 


Galles Among Speakers 


At N. Calif. Meeting 


SAN FRANCISCO.—Herb Galles, 
new NADA president, will head 
dealer dignitaries attending the 
annual meeting of the Northern 
California Motor Car Dealers Assn. 
Apr. 2-3 in the Mark Hopkins Hotel 

Amos T. Crowl, manager, sai 
the program will include several 
speakers who were on the NADA 
convention roster, Ben Celli, Oak- 
land Chevrolet dealer, is general 
chairman. 


Dr. Claussen Joins Arcrods 

Dr. Gerard E. Claussen has been 
appointed research and welding 
engineering director for Arcrods 
Corp., Sparrow Point, Md. 
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TRIB READERS BUY MORE 
BECA USE THE y’ VE GO e MORE. ee The latest Herald Tribune Home Study* shows that 93.6% of 


TRIB families own an automobile... better than half of these cars are 1955 
models or newer... three out of ten TRIB families own two or more cars! 
Deal with the big wheels... the people with more wants, 

more disposable income. Get all the facts about the TRIB today! 


Herald Tribune 


Today's VITAL Newspaper! 





@D: 230 West 41st Street New York 36 N Y. 
foun @ A European Edition of the Herald Tribune is published daily in Paris 
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Auto Personnel 


©. Clark Boylan has been ap- 
pointed field sales executive by 
Walbro Corp. He had been South- 
eastern district manager for Lau- 
son Engine division, Tecumseh 
Products. 


* * * 


Compton Joins Resolute 
Licoyd Compton has been ap- 
pointed a special agent for Resolute 
Insurance Cos. in Idaho. He was a 
Ford dealer in Southeastern Idaho 
for 12 years. 
= + * 


AMC Names McCurdie 


James H. McCurdie has been 
appointed assistant manager of 
American Motors’ 
zone. The zone covers northern 
California and most of Nevada, 


Rodriguez Appointed 


Ramon Rodriguez jr. has been 
named Latin America sales man- 


San Francisco | 
| Carter, Strauss and Stein 


ager for Weatherhead Co., Cleve- 
land, The company makes automo- 
tive and aviation products, and in- 
dustrial L-P-gas cylinders and 
equipment, Rodriguez joined the 


firm in 1958. 
* * * 


Standard Promotes Duffy 


Charles W. Duffy has been 
elected executive vice-president of 
Standard Products Co., Cleveland. 
He joined Standard Products last 
year as vice-president and a direc- 
tor and has been in charge of long- 


range growth planning for the} 


automotive parts and building prod- | : 
| retail store manager at Cleveland, | 


ucts firm. 
* oa + 


Detroit Controls Promotes 


Three promotions in the market- 
ing department have been an- 


|mnounced by the Detroit Controls 
| division, American Standard. They | pointed to head sales promotional 


are: 


Frank Y. Carter, from product 


Here’s a quality ‘mimeo’ that’s 
designed like a printing press... 


Your office girl can now produce your 
own forms, bulletins, advertising 
literature and even illustrated catalog 
pages ... in color, too! Gestetner, the 
world’s most widely used duplicator, 
makes it all possible with its printing- 
press design which includes such 
features as dual cylinders, silk screen, 
paste-ink, instant color changes, etc. It is 


automatic and completely clean. 
Typewriter reproduction, by Gestetner, 
shows up with a print-like clarity. 


Illustrations, even half-tones, have the 
quality-look of professional printing. 
Yet, a Gestetner costs no more than 
the old fashioned mimeo. And... 
since it will cost you pennies where 


it once cost you dollars to supply your 
every day printing needs, a 
Gestetner quickly pays for itself 


Sy 
a 


Simply clip the 


tube of 
paste-ink 
into the 
Gestetner 


and automatic 


inking 


takes over 








planning manager, air condition- 
ing controls, to marketing planning 
manager; Jack M. Strauss, from 
sales engineer in automotive air 
conditioning, to product planning 
manager, air conditioning and re- 
frigeration controls, and A. C. 
Stein, from heating sales, to heat- 
ing controls product planning man-| 
ager. 
* * * 


Pontiac Boosts Mitchell 


Emerson K, Mitchell has been | 
promoted to assistant zone man- 
ager in Philadelphia for Pontiac. | 
Mitchell has been service manager | 
in Philadelphia since 1954, having | 
first been assigned to the city in| 


1949 as a service instructor, 
” + * 


Madery Heads GMC Zone | 
L. W. Madery, formerly acting 
has been named Philadelphia zone 


manager for GMC Truck & Coach 
division. He succeeded W. D. Gor- 


| man, who is on a leave of absence. 


* * * 


Etchison Appointed 
David O. Etchison has been ap- 


activities for the replacement sales 
division of World Bestos. His duties 


“I’m glad they finally sold that 
car with the automatic greasing 
gismo!” 


will include promotion for brake 
lining, brake blocks, clutch facings, 
transmission linings and other fric- 
tion parts. 


+ + * 
Fruehauf Promotes Branch 
Jacobs Branch has been named 
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PASTE-INK PROCESSED BY 
DUAL CYLINDERS THROUGH SILK SCREEN 


Only the economy and Tiesto] ital a of the old mimeo 


same 


aca 


advance 


Dept. 36, 


SEE Se peececbesvercccecese’ 


The rest is printing-press-like in 


The amazingly sharp 


made in stencil duplicating 


GESTETNER DUPLICATING CORPORATION 


216 Lake Avenue, Yonkers, N. 


Send complete details and specimens to: 


eeeeeeee 


process 


clean copies testify to the 


eee eee ee eee ee eeeeeeeeese 


CUM CM LCM ALITA 


DUAL 


oe dS ies: 


PROCESS 


remain the 
action anda 


great 


STATE... 


ee 


manager of the Nashville factory 
branch of Fruehauf Trailer Co, 
With Fruehauf since 1945, he had 
been a salesman at the Memphis 
and Louisville branches. 
* * * 
Bohn Names Moore 


Bohn Aluminum & Brass Corp, 
Detroit, has announced the open- 
ing of a new Grand Rapids ‘Mich.) 
district sales office with Lawrence 
K. Moore as district manager, 

oa * oe 


Ford Promotes Grant 


Kenneth O. Grant has been ap- 
pointed director of the purchasing 
office of Ford of Canada, He for- 
merly was purchasing agent at the 
Oakville (Ont.) assembly plant, 

a * + 


S-P Names Neiswender 


Charles K, Neiswender, a veteran 
of 22 years with Studebaker-Pack- 
ard, has been appointed Connecti- 
cut and Western Massachusetts 
district manager. He succeeds Ed- 


ward J. Grimshaw, who retired. 
+ * * 


Carter Heads Fostoria Steel 


Richard H, Carter has been 
elected president of Fostoria 
Pressed Steel Corp., succeeding 

|E. L. Bates, who resigned. Bates 


| will continue as a director, 
= = = 


| 
Ford Appoints Davidson 
|New Orleans District Chief 


Earl S. Davidson has been ap- 
| pointed New Orleans district sales 
manager of Ford division, succeed- 
ing J.M. Murphy, 
| who has retired 
after serving the 
company for 28 

years. 

Davidson joined 
the Ford Co, in 
New Orleans in 
1946. He has 
served in New 
Orleans as a field 
|representative, 
| business manager 
and assistant dis- 
trict sales manager. 

> « 


E. 8. Davidson 


> 


| Seltzer Named Gabriel V-P 


Richard J. Seltzer has been 
|mamed a vice-president of Gabriel 
|Co., and will serve as executive 
vice-president of Talco Engineering 
Co., Gabriel subsidiary. He has 
| been with Gabriel since 1957. 
| * * * 


Wieslander Moves Up 


Wayne Pump Co., division of 
| Symington Wayne Corp., has ap- 
| Pointed Fred W. Wieslander man- 
ager of distributor sales for the 
Petroleum Equipment division 

> . « 


Dodge Boosts Garber 


| Charles Garber has been named 
|} assistant regional manager for 
| Dodge in Minneapolis. He formerly 
| Was new-truck manager for Dodge 
- the Detroit region. 

> = > 


| GMC Coach Names Madery 
| Philadelphia Zone Manager 


L. W. Madery, formerly acting 
retail store manager at Cleveland, 
has been ap- 
pointed Philadel- 
phia zone man- 
ager for GMC 
Truck & Coach 
division, General 
Motors Corp. He 
succeeds W. D. 
Gorman. 

‘ A 26-year vet- 
eran in the truck- 
ing industry, Ma- 

ee dery served suc- 
L. W. Madery cessfully in a 
wide variety of truck retail and 
wholesale executive capacities 
before joining GMC last year as 
a heavy-duty truck manager. 
* * + 


Revere Ups Hyde, Relyea 

Revere Copper & Brass, Inc., has 
appointed Fritz C. Hyde jr. assist- 
ant general sales manager. Harold 
F. Relyea succeeds Hyde as man- 
ager of New York district sales. 
Relyea formerly was assistant 


manager in New York. 
of * * 


VanWinkle in New Post 


Cc. I. VanWinkle has been 
named to the newly created posi- 
tion of assistant manager, dis- 
tributor sales, antifreeze products 
for National Carbon Co., division 
of Union Carbide Corp. He for- 
merly was central regional man- 
ager in Chicago. 
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turers to race each other to Dingolfing 
|and see if they can take out a license 


a Oe caesshesenpiecsemnaentoa 
= JHOW TO GET SET A Mi h 
= HOW ighty Important Report 
~ |FOR THE SPRING & ” ee 
to match the ‘economy size’ and “Quality | America are, or will be, turning out| 10,000TH "BIG" tion,” “Haggis Baggis,"" “Top Dollar,” 
?. SELLING SEASON for Price” offered by Goggomobil.—Ap- | Goggomobils. The Lambretta Company in| GOGGO MADE “Treasure Chest,” “Musical Bingo,” “Do 
n- proximately a dollar per pound. The | jtaly is anticipatin roduction of two . , ‘ Re Mi,” and “County Fair.” omobil 
h.) Goggomobil line begins at only $1,095. bated Go agg ve new Goggo- o See Se See Se advertising appears * the sala auto- 
ce BIGGEST YEAR FOR (P.O.E. N.Y.). Why wait for the promised ee eae 99°" | announced the production of its 10,000th | °°"* ad 
SMALLEST CARS domestic “small” cars? Get into the Im- mobils rolling of the lines os never “big" car since the new T-700 series was — end coneumer pubtestions: m 
ported Car Field right now! Goggomobil before, you can have every model and duned cle mente. ene, thee fe @ beend addition to trade contests, Goggomobil 
Soon-to-be released figures show that is the one line which you may handle | ‘olor at your fingertips now! You can | ‘ vo -. sponsors nation-wide ‘“Win-a-Goggo” con- 
ee ee oe a 7 profitably, and without competition from | offer a full line of distinctively styled, a ae ox ae aes oe Soren tests. Most recent is “I like driving a 
ip- purchasing the smaller cars. There's a re Racte entincered end tanediit om all expectations of the motoring public Gennes becnees * con in conleea 
ng new trend in automotive transportation. ay eng Product you may carry tow ical ‘Gcaslacith — for basic, economical transportation. This ik taiied Ades prise winning ina 
or- People now realize that they do not need : P : x 
Sree tae toot “aes | woe Ses eae as gel OO 
powered by “three hundred" horses to | TECHNICAL EXPERTS 7 
toke them to the store or to the station. GERMANY'S | EN-ROUTE TO U.S of 80 m.p.h. 
With the biggest selling season just chead,| MARKET LEADER F: d * 4 
hundreds of automobile dealers are anx- ’ | Your sales are backed by complete factory | PROSPECTS wor is eroun . 
an jous to get their share of the small car Goggomobil has already captured over parts guarantee, and dealers technical | ape PRE-SOLD 
z market. ae of sagen oa Sian aes training service. Mr. George Thanner, Netleawid 2 tel WHAT THE 
- and is rapidly becomin e world’s mos : : : ationwide magazine, newspaper, tele- 
its be - | saleable automobile. Since March, 1955, paren eee = a ee vision and radio advertising brings Goggo a SAY aed ; 
d- BIG THREE when the first cars began rolling off the oer ay © oe nee ~~ way to e to the attention of your customers before | Whether it's Tom McCahill in Mechanix 
SMALL CARS |}assembly line, nearly three-hundred- United States, with his fomilty and swe they even enter your showroom. Goggo-| Illustrated, John Bolster in English “Auto- 
thousand have been produced in Germany | %5S!stants, to insure proper technical train- mobil's list of national T. V. and radio sport” or the host of other Automotive 
] Detroit, with its higher priced, so-called | alone. Now, some of the finest assembly ing for all Goggomobil dealers and me- sponsorship includes: “The Jean Shephord | authorities who have checked the Goggo- 
“ — compact” cors, will never be able | plants in Berepe, Australia one Com _—— ae hha al — The Price Is Right, Concentra- | Lobil out, you'll find they speak with 
ia superlatives, and all on the “positive” 
ng side. They all flatly state, the new Goggo- 
es 4 / mobil gives “the money's worth!” 
John Bolster, British through and through, 
/7 O 4 ends up his glowing article about a 
German car in this manner, “Let me write 
seriously. The miniature 4-wheeled car has 
p- = come to stay, and British are going to 
es ; \) | buy them. We would rather buy British 
d- | but if we cannot, we will have to go 
70 ‘Continental.’ | advise our big manvufac- 
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T.-400 
SPORTS Coupe 


to buvild Goggos over here. This is a 
brilliantly designed auto and if it could 
be marketed here at a reasonable price 
(British Purchase Duty and Tax is about 
| 40%) it would literally sell itself in the 


| tons of thousands ... 


| Harvey B. James, in Road & Track, wrote: 
|The Goggo could stort a U. S. craze 
land thot . . . all things considered, it is 
| one of the world’s best automotive buys 
the WORLD today—from whatever 
country!" 


| Mr. McCahill said in Mechanix Illustrated: 
|““In my opinion the Goggo coupe has a 
better looking front end than the Kar- 
mann-Ghia VW and is generally a smarter 
looking cor... is faster thon the aver- 
|age suburbon bus and its fantastically 
low fuel appetite would noturally prove 
| cheaper . . . would look as natural in 
front of any exclusive club as a Bentley 
Continental..." 


IT’S FUN 
| To DRIVE; 


Owner George P. Schudlich says: 
“Been wanting to write you to tell 
you how much we enjoy ovr Goggo. 
lt is a regular eoger beaver. Always 
ready to go and boy what economy. 
We use it here as the work horse 
and loaner. Everybody drives it and 
nobody takes core of it except the 
service man at our gos station. And 
he says he has to make money some 
how or other. He con't make it on 


gas. 
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T-400 
CONTINENTAL’S SPORTS CONVERTIBL 


hs 
IGOGGOMOBIL & 


: masterpiece of German engineering! 


Goggomobil has captured over 55% of Germany’s most competitive market, and is predicted to 
reach highest volume sales in the United States. Gogos complete line means higher profits and sure 
sales for you. Convince yourself by reading the accompanying editorial. 


CONTINENTAL CAR COMBINE. 


1728 BROADWAY, NEW YORK CITY, N.Y... °* PL 7-7790 
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“| can't remember a vehicle that gave 
me as much fun since my first ‘Flex- 
ible Flyer."—-Ted Murkland, N. Y. C. 


DEALERS ALL OVER 

U. S$. ENTHUSIASTIC 

Here's what a few Goggomobil dealers 
have to say: 


“The T-700 is a new Volume Seller” 
—Colonial Buick. 


“We've over 23 on the road 
few weeks.''"—Gillespie Motors. 


“We feel that we have the best car 
in the foreign line and are doing 
quite well with it. We have sold over 
30 in just a couple of weeks. All our 
customers are sending their friends 
in.""—Statewide Motors, Inc., Tucson, 
Arizona. 


PROFITS FOR YOU 


With Goggomobil, you will have 
the winning combination of volume 
sales plus quick, positive profits, 
for You, The Dealer. Why wait? 
Enjoy your profitt NOW! Grow 
with Goggo!! 
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Average Prices of Used Cars Sold at Auction 
(Compiled by Automotive News from Auction Reports.) 
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Prices of '58s added and ’50s dropped in December, 1957. Prices of '59s added and ’51is dropped in December, 1958. 


Figures alongside bars represent dollars. 


Prices ma ith an asterisk wagon, $1,250°. PLYMOUTH—’57 Custom (8) Suburban, 
= rked mo od ith '56 Two-ten (8) station wagon, $1,100*; $1,325* (ps); Savoy (8) 4-dr., $900°; 
indicate a unit equipped with an One-fifty (6) 2-dr., $700. Plaza (taxi), $250. 
automatic transmission or over- ’5S Bel Air (8) 4-dr., $815*; 2-dr., BS Destness coupe, $290. $250, $240. 
) indicates power $755". 54 Ivedere conv., )*; station wa- 
aon one (ge) ind - 53 One-fifty 2-dr., $220. on, $225. 
— CHRYSLER—’57 Windsor Hardtop 4-dr.,| /53 club coupe, $265. 
= rs ™ $1,470° (ps). 51 4-dr., $210. | 
HERFORD. N J '55 NY 4-dr., $850° (ps). PONTIAC—'56 Star Chief Catalina 4-dr., 
EAST RUT ’ tien "54 NY 4-dr., $440°. $1,055* (ps); Chieftain Catalina 4-dr., 
Auto Auctions, Inc. Sale every Tuesday. "53 Windsor 4-dr., $310°. 7 $810°. 
Prices are for sale of March 17. Dealers| nesoro—’'55 Firedome 4-dr., $505*. .e- S 4-dr., $275*; Chieftain 
low inventory caused drop in consignment | nonpGE—’54 Coronet (8) 2-dr., $390*. ew at, : } 
but clean merchandise was in demand and | roRD—'57 Fairlane (8) Victoria 2-dr., 53 Chieftain Deluxe Catalina, $480°; | 
brought top dollar. Sold 62 percent of 110 $1,050°*. — station wagon, $375; conv., 
cars consigned. '54 Custom (8) 4-dr., $395°. — | 
BUICK — ‘56 RM Riviera 2-dr., $1,025° '53 Crest (8) conv., $355* (ps); Custom | RAMBLER—’53 station wagon, $445*. 


(ps). (8) 4-dr., $270°. MISCELLANEOUS—'55 Chevrolet Delivery 


"55 Century Riviera 2-dr., $755*°; RM | LINCOLN —'58 Premiere coupe, $3,010* sedan, $300. 
Riviera 2-dr., $740°; Special 2-dr., somethin 2 = ‘ 
$700*; 4-dr., $600°. MERCURY—'58 arklane ardtop 4-dr., 
"54 Special conv., §670*; Super Riviera $1,865* (ps). CHICAGO | 
2-dr., $465°. *55 Monterey 2-dr., $725°, $625°. Arena Auto Auction. Sale every Tues- | 
"53 Special 4-dr., $275; Super Riviera "54 Monterey 2-dr., $450°. day. Prices are for sale of March 17. Sold 
2-dr., $210°. OLDSMOBILE—'5S (88) Super Holiday 4-|519 cars from 763 consignments. 
CADILLAC—'56 (62) coupe de Ville, $1,- dr., $2,185* (ps); Holiday 2-dr., $2,- | BUICK—’'5S Century conv., $2,465* (ps), 
900° (ps). | 150° (ps). $2,020° (ps). 
"54 (62) sedan de Ville, $850° (ps). | "56 (98) conv., $1,215* (ps). ‘57 Century Estate wagon, $1,700* (ps); 
"62 (62) sedan de Ville, $510°, $350°. "53 (88) Super 2-dr., $525°. Riviera 2-dr., $1,685* (ps); RM Rivi- 
CHEVROLET — ‘57 One-fifty (8) station | | PAC KARD—'55 (400) coupe, $675* (ps). era 2-dr., $1,670*° (ps); Super Riviera 


(Copyright, 1959, by Automotive News) 


2-dr., $1,625*° 

"56 Special 4-dr., $1,180*° (ps); 
4-dr., $1,120° (ps), $1,090°. 

"55 Century Riviera 2-dr., $970* 
$830; 4-dr., $635°; Super 4-dr., 
(ps); Riviera 2-dr., $910* (ps), $750* 
(ps), $700* (ps), $695° (ps); Special 
Riviera 2-dr., $900*, $840° (ps); 4-dr., 
$845°; 2-dr., $780*. 

’54 Super Riviera 2-dr., 
$395*. 

CADILLAC—’58 (60) Special 4-dr., 
(ps); (62) coupe de Ville, 
(ps). 

"57 (60) Special 4-dr., $3,025* 
(62) sedan de Ville, $2,900° (ps), 
720° (ps); 

"56 (62) 


(ps). 
Riviera 


(ps), 
$970° 


$505*; 4-dr., 
$4,000° 
$3,620° 


(ps); 
$2,- 
coupe de Ville, $2,850° (ps). 
} sedan de Ville, $3,125° (ps); 
| coupe de Ville, $2,270* (ps), $2,115* 
| (ps), $1,830° (ps), $1,315*° (ps). 

"55 (62) coupe de Ville, $1,660° (ps), 
$1,495° (ps), $1,485* (ps), $1,475* 
(ps), $1,390° (ps); conv., $1,450* (ps). 

"54 (62) coupe de Ville, $945*; sedan de 
Ville, $475*. 

CHEVROLET — '59 Impala 
$2,275 

} ‘58 Impala (8) conv., $2,160* (ps), 

O85* (ps), $2.055* (ps), $1,995* (ps); 

Hardtop 2-dr.. $2,045, $2,035* (ps); 

Nomad (8) Bel Air Hardtop 4-dr., 


(6) Hardtop, 


$2,- 


$1,- 


— 


895° (ps); Hardtop 2-dr., $1,775*; Be} 
Air (6) Hardtop 4-dr., $1,855, $1 780°: 
Biscayne (8) 4-dr., $1,635*, $1,609*' 
$1,450*; Biscayne (6) 2-dr., $1,605 
$1,600*, $1,510; Delray (6) 2-dr., $1, 

450. 


’57 Two-ten (8) station wagon, $1,669- 


(ps), $1,570* (ps); 4-dr., $1,275*, gi, 
185*, $1,180*, $1,045* (ps) 2dr. 
$1,250; Bel Air (8) 4-dr., $1,515¢ 
$1,435* (ps), $1,420*, $1,400°. Hara- 
top 2-dr., $1,475*, $1,360*; Air 
(6) Hardtop 2-dr., $1,500*; 4-<r., $1,. 
400; Two-ten (6) station wa; = $1,- 
500; 2-dr., $1,250°; 4-dr., $1,200, $1,. 


050; One-fifty (6) ‘station wago m, §$1,- 
300; One-fifty (8) 4-dr., $1,075*. 


'56 Bel Air (8) conv., $1,300* (; 3), $1,- 
255* (ps); Hardtop 2-dr., $1,255. 
$1,225*, $1,100*; station wagon, $1,-. 
090*; Hardtop 4-dr., $1,085*; Two-ten 
(8) 4-dr., $1,010, $950, $825; Two-ten 
(6) 4-dr., $1,005; 2-dr., $995°; One- 
fifty (6) 2-dr., $900, $815; station 
wagon, $775. 

"55 Bel Air (8) 2-dr., $1,000*; 4-dr., 
$925* (ps); Hardtop, $900, $aa5* 
$850*, $805*; Bel Air (6) conv., $950*: 
Two-ten (8) Delray, $910; 2-dr., $775: 
Hardtop, $770*; Two-ten (6) station 
wagon, $840°; 4-dr., $750, $580*; 2. 
dr., $725, $650. 

CHRYSLER—’'57 NY Hardtop 4-dr., $1, 
640* (ps). 

"55 Hardtop, $855* (ps). 

"54 NY 4-dr., $485* (ps). 

DeSOTO—’55 Hardtop, $900*. 

DODGE—’58 Coronet (8) 2-dr., $1,625*, 

"56 Royal (8) Hardtop 2-dr., $950*: 4- 
dr., $755* (ps), $650*° (ps); Coronet 
(8) 4-dr., $745°. 

FORD—’58 Thunderbird, $3,150* (ps), §3,- 
140* (ps), $3,040* (ps); Country sedan 
(8), $1,855*, $1,690°; Fairlane (8) 
500 Victoria 2-dr., $1,780*° (ps), $1,- 
735* (ps); Custom (8) 300 4-dr., $1,- 
440 

57 Fairlane (8) 500 Victoria 4-dr., $1,- 
525* (ps), $1,150° (ps); Victoria 2- 
dr., $1,485°, $1,455° (ps), $1,355* 
(ps), $1,335*, $1,260° (ps); Country 
sedan (8), $1,460* (ps), $1,450* (ps); 
Fairlane (8) 2-dr., $1,340°; Custom 
(6) 300 4-dr., 2 at $1,140; 2-dr., $1,- 
075*; Custom (8) 4-dr., $1,100*; Cus- 
tom (8) 300 4-dr., $1,040; 2-dr., $1,- 
100° 

"56 Fairlane (8) Victoria 2-dr., $995*, 
$795°*; Country sedan (8), $985*; Cus- 
tom (8) 2-dr., $835°, $760. 

‘55 Fairlane (8) conv., $790*: 4-dr., 
780°, $665°; 2-dr., $500; Ranch 
wagon (8), $580 

"54 Crest (8) Victoria, $510*; Custom 
(8) 2-dr., $535; Custom (6) 4-dr., 
$365 

"53 Crest (8) Victoria, $435°; 2-dr., 
$345* 

IMPERIAL—'55 4-dr., $1,225° (ps) 

LINCOLN—'58 Premiere Hardtop, $3,150* 
(ps) 

"57 Premiere Hardtop, $2.550° (ps) 

"56 Premiere 2-dr.. $1,375° (ps) 

"55 Capri conv., $845* 


(Continued on Page 56, Col. 





ALABAMA MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


| neem 
| MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 


SALE EVERY FRIDAY 
Wed., 12:30. Check, Title Guarantee. 


CARS AT 12:30 P.M. 
TRUCKS, APR. 3rd, 11 A.M. 


usrmatose cou. =e — Checks and Titles Guaranteed 
ONLY 


Sale 12 Years—same location—Rte. 30, 
Fn Fg — tb 2 miles west of Rte. 41 


Casseli—Carroll 
Phone Denver: SUnset 1-7821 | ad | 
PAX | UNion 5-2361 Chicago line: REgent 1-6181 








COLORADO 





MISSOURI 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 











Denver, Colo. 
oe, MICHIGAN St. Louis, Mo. 
ae, hk Phone Franklin 1-3845 
lt oem | APTCO SALES EACH TUESDAY 
AUTO AUCTION AND FRIDAY 


Denver Auto Auction 
% South Santa Fe Littleton, 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
et 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
by Empire Auction Insurance 


| We Issue Our Checks and Insure Titles 


Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
We Will Buy Your Used Cars 


Gate. DETROIT'S 


Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


























NEW JERSEY 
CONNECTICUT MELVINDALE, MICHIGAN 
URURED CHECES end WEES 5 Minutes from Lincoin Tunnel 
NEW ENGLAND'S OLDEST PHONE: DUnkirk 30180 
AN INSURED PICKUP AND 
D BEST DELIVERY SERVICE 
Dealers Auto Exchange in our 12th year y : pie 
of continuous operation. 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ “DUAL RING” 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management, 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 


M. D. McCollum, Yiep-fragdent ond 
3711 Western Road Phone CEdar 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FREE APPRAISAL SERVICE 


AUTO 
AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST RUTHERFORD, N. J. 
TUESDAYS — 11 A.M 





DAYTONA BEACH — Florida Auto| 


Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


12:30 
WE 








NEW JERSEY 


CROSSROADS OF THE ssortd 


NADE 


Wit TT Ce im fs M. 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 





NEW YORK CITY'S 


Shuline Aulo Austions, 






















EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen oe 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Ev: 


LAFAYETTE—Syracuse Auto op Amation, 
Center of Empire State. Ch 
Title Protection. (Wed.). 








NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


TOLEDO—Dealers’ Automobile Auc- 
tion, Sports Arena. (Tuesday) 
1:00 P. M. 


PENNSYLVANIA 


CORRY AUTO AUCTION 
Revte 6, Corry, 

EVERY FRIDAY—1! 00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
‘The friendliest auction with the most oc- 
tien.” For reserved numbers call Corry 
36-391. Auctioneers: Ray Austin, Chuck 

Odi Adcock. Owner: George 











MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 77 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
% Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





| 


WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check” 
Bill Johnsen Bob McConkey 








Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 

















































Rambler dealer 
says Stainless Steel trim 
boosted his sales 12% 





D. AVERY SMITH MOTORS, INC., Ashland, Kentucky, 
uses this slogan: “For 32 years, our name has been 

our guarantee."’ The company has an excellent 
reputation for honest and sincere salesmanship and 
service. The following report is from the president of 
the Company, Mr. D. Avery Smith. 


“At least 75% of our customers are initially concerned 
with the appearance of the car. When they're satisfied 
with its looks, they then start to examine other features. 


It's that first impression that makes or loses many, 
many sales. That's why our salesmen immediately 
point out and talk about the Stainless Steel 

trim on the Rambler. 


“Stainless Steel trim makes a shining first 
impression—and because it's Stainless Steel, that 
impression is a /asting one. We remind customers 
that the Stainless on the car stands up just as well 
as the Stainless in their kitchens. It doesn’t peel 

or chip, and the shine is as thick as the steel itself. 


“We talk about the strength and hardness of 
Stainless Steel—it resists dents and scratches 
better than softer metals. 


“Stainless keeps that showroom look, so, at a 
trade-in, the car is worth more money. Sales points 
like that sell cars. I'm convinced that 
the emphasis we've placed on Stainless Steel trim 
has increased our sales at least 12%.” 

USS is a registered trademark 


United States Stee! Corporation — Pittsburgh 
American Steel & Wire — Cleveland 

National Tube — Pittsburgh 

Columbia-Geneva Stee! — San Francisco 

Tennessee Coal & iron — Fairfield, Alabama 

United States Stee! Supply — Stee! Service Centers 
United States Stee! Export Company 


United States Steel 

















HOLD DOWN BOLTS, NUTS—A service 
kit of battery hold down bolts and nuts 
has been announced by Dorman Products 
inc., 5757 Mariemont Ave., Cincinnati 27, 
©. No. SK36 includes nine sizes of bolts 
(with nuts) from 5/16 by 5% inches to % 
by 10 inches for Chevrolet, Ford and Chry- 
sler cors. All items available for refill 
in standard packages of (25. 


be 7 

ELECTRIC DRILLS—Black & Decker Mfg. | 
Co., Towson, Md., has announced two 
additions to its line of portable electric 
drills. The Special Drill (Cat. No. 679), 
driven by a Block & Decker drill motor, 
drills diameters up to ‘,-inch in steel, 
%-inch in masonry, 1-inch in hardwood, | 
ond drives hole saws up to 2-inch. It 
weighs only 7% pounds. The company | 
also unveiled a \%-inch drill (Cat. No. 
680), for use in light automotive work. 
Weighing three pounds, the unit hos a/ 
drilling capacity up to Y%-inch diameter 
in steel, and Y,-inch diameter in hard- 
wood. It is also capable of driving hole 
sows up to 1\%-inch diameter in any 
material a heck, ow wil cut, it is said. 








REGULATOR —A_ double-contact 
lator, for use in 12-volt a.c.-d.c. alterna- 
tor-generator systems, has been announced 


regu- 


by lLeece-Neville Co., 1374 E. Fifty-first 
St., Cleveland 15, O. The model, No. 
ROO1-3505RA, is more compact, requires 
less spoce, yet equals the performance 
of previous |arger regulators, it is 
claimed. The mode! is physically inter- 
changeable with Ford, Deico and Auto- 
Lite regulators (the latter with an adapter 
plote), it is said. The regulator permits 
precise and constant voltage settings. It 








is also designed for minimum arcing at 


contact points. 
* 


FENDER SECTION—A utility fender sec- 
tion, the lower center portion of 1953-54 
Chevrolet and Pontiac rear fenders, has 
been announced by Schofield Mfg. Co., 
1140 €. 222nd St., Cleveland 17, O. 
These panels, according to the manufac- 
turer, greatly reduce the time required 
for repair of collision or rust-out damage 
fo rear fenders. Usable on either left 
or right rear fenders, this die-formed sec- 
tion requires less than one-tenth the 
cutting and welding time required by 
other rear fender repair methods, accord- 
ing to the menvtacturer. 


Valve-Stem Lock Cuts 
Tire Damage, Firm Says 
A valve-stem lock designed to 


prevent truck-tire fires and other 
costly “run-flat” tire damage caused 


AUTOMOTIVE NEWS, MARCH 30, 1959 


NEW PRODUCTS 


by pulled-in valve stems has been 
announced by Mechanex Corp,, 1144 
Broadway, Denver 3, Colo. 
Mechanex said features of the 
lock include: Universal application 
—it fits all valve stems; quick in- 
stallation and easy removal, no 
tools required; it can be applied to 
most inside dual tires without re- 
moval of the outside tire; light 


weight—will not unbalance tire. 
SS ,.@ 7” 





SALES REGISTER—tThe Class "61" soles 
register, announced by National Cash 
| Register Co., Dayton 9, O., provides up| 


| to 18 totals for sales information and cash | from 14 to 4% inches. 


and credit control. Extra machine totals 


| developed for the unit is said to enable | 


retailers to keep pace with the record- 
keeping demanded by a wide variety of 


departments. The register accumulates de- | 


partmental sales, state and federal toxes, 


as well as credit totals for refunds, re-| 


turns, and coupons. It also figures change 
automatically and is equipped for attach- 
ment of NCR's automatic change dispen- 
ser. A feature called the 
izer" eliminates presorting of taxable 
and nontaxable items oat the check-out 


counter, thus speeding the handling of | 


this type of transaction, it is said. 
ek. s 


oo 
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BRAKE HONE—Ammco Tools, Inc., 2100 
Commonwealth Ave., North Chicago, Iil., 
has announced the model 3750 brake 
cylinder surfacing hone. Its extra large 
Y% to 2%-inch range will allow honing 
of wheel and master cylinders in size 
from foreign cars through heavy trucks, 
it is said. Special features include adjust- 
able honing tension and flexible drive 
shaft. The model 3750 will handle blind 
end and step bore as well as open end 
cylinders. Wheel cylinders can be honed 
without removing them from the vehicle, 
it is claimed. 


“selective item- | 


|rubber section ond a spring steel 








FENDER REPAIR PANELS—Rear fender 
repair panels that fit over old, rusting 
fenders have been announced by Auto- 
motive Metal Products, Inc., 11216 Brook- 
part Rd., Cleveland 30, O. The panels 
are being made at the present time for 
two and four-door models of 1949-54 
Chevrolets, 1949-52 Pontiacs, 1949-50 
Oldsmobiles, 1952-54 Fords and Mercurys, 
and 1953-54 Plymouvths. Depending on 
the automobile being repaired, lengths 
of the panels run from 314%, to 34 inches. 
Flanges, which hook under the fender| 
wheel dish range in depth from 


rims, 


| % to % inches. The height of the fender | 


area covered above the wheel dish varies 


> 





| 
CLIP BUMPER—Made up of an extruded | 
clip, 
the Cooper Clip bumper can be adapted 
for use in a majority of applications 
where a rubber to metal bonded bumper | 
is currently being used, according to the} 
manufacturer, Cooper Tire & Rubber Co., 
Findlay, O. Suggested applications are 
@s control arm bumpers in suspension 
systems, spring and axle bumper, window 
stops, pinion carrier bumpers and motor 


mounts for electric motors. 
* * * | 





| 


| 
| 
| 


| 





HAND PUMP—A manvally-operated, 
two-speed hydraulic pump, which changes 
speed and pressure automatically, has 
been announced by Owatonna Tool Co., 
314 N. Cedar St., Owatonna, Minn. The 
pump, designed to perform common pull- 
ing jobs, provides a maximum pressure 
of 10,000 p.s.i. at the start of the pull. 
Then, after the gear, wheel or bearing is 
broken loose, speed increases and pres- 
sure drops automatically, it is said. This 
264%,-pound, duval-piston pump has an 
oil capacity of 140 cubic inches and will 
provide operation on all of OTC’s “POWER 


TWIN" center-hole hydraulic rams. The 
outlet is a %-inch female pipe thread 
hose. 


Reflective License Plates 


Use Debossing Process 


Minnesota Mining & Mfg. Co. 
has announced a new process for 
making reflectorized license plates. 
It involves “debossing,” or recess- 
ing of letters and numerals instead 
of the more conventional emboss- 
ing, which provides raised letters. 

With debossed letters, the com- 


| fiberglass 


pany said, plates can be made re- 
flective in almost any color by the 
application of transparent reflec- 
tive inks over a flattop Scotchlite 
brand reflective sheeting. The com- 
pany is presenting reflective de- 
bossed plates for consideration by 
the states. 





PLASTIC REPAIR KIT—A body repoir | 
kit, designed for professional auto-body 
men, and including a plastic repair tech- 
nique, has been morketed by Taylor & 
Art, Inc., Plastics, 1710 E. Twelfth St., 
Oakiand 6, Calif. Called the Old Pro 
Kit, it includes 1440 square inches of 
cloth and one quart of Wet-| 
Weld. The lotter is a resin-rich liquid for 
use with the fiberglass cloth in the repair 
of large-orea jobs where high structural 
strength is required, it is said. The glass 
cloth, when soturcted with WetWeld, 
cures to a strip of hardness as strong 
as the original steel, yet flexible enough 
to take more impact without denting, it 
is claimed. 

. * * 





INFRARED OVEN—A travelling infra- 
red oven, called the Mobil-Dry Jr. model 
414V, has been introduced by Fostoria 
Pressed Steel Corp., Fostoria, O. Although 
only 4-foot l-inch in ovtside length, 7- 
foot 5-inches high and 9-foot 6-inches 
wide, the model accommodates cors and) 
panel trucks up to 6-foot 3-inches high 
and 7-foot 8-inches wide, it is said. More| 
than 27 feet of double track and an 18-| 
foot cable is supplied as standard equip- | 
ment with all units, which ore powered 
by oa specially-designed motor drive unit. 
Length of travel is adjustable and the 
mobile oven reverses itself automatically. 
It can often be operated within spray 
booths, it is claimed. 





MANDRELS —A series of connecting 
rod reconditioning mandrels (journal end) 
to cover the 3.300 to 4.700-inch diameter 
range has been announced by Sunnen 
Products Co., 7910 Manchester Ave., St. 
Llovis 17, Mo. Each mandrel covers a 
-200-inch diameter range and uses the 
standard CR type stones and shoes. These 
mandrels will enable automotive machine 
shops to recondition large fleet and off- 
the-highway type vehicle con rods with 
their Sunnen honing machine, it is said. 
With the introduction of these. mandrels, 
coverage from 1.500 to 4.700 inches in 
diameter is now possible, 


| pressor, 





IGNITION COll—High ovtput up to 
20,000 spark count per minute without 
increased current consumption is said to 
highlight the Scintilla ignition coil made 
in Switzerland and distributed in the 
U. S. by Ronco Corp., Blue Bell, Po. The 


| coil is said to be moistufe and corrosion- 


| 


|burning the coil if the ignition key is 


superior, durable in- 
the danger of 


proof. It features 
sulation which eliminates 


left on while the motor is not running, 
it is said. Three coil models are avail- 
able: Model BZ 6/1 for six-volt cars, 
model BZ 6/2 for use in Fords and other 
cars starting on 12 volts and running on 
six volts, and model BZ 12/1 for 12-volt 


cors. 
> * * 





AIR COMPRESSOR—A series of high 
pressure tank units for high-volume air 
delivery has been announced by Comp- 
bell-Hausfeld Co., Harrison, O. The equip- 
ment features a twin-cylinder air com- 
with 2Y%-inch bore by 2-inch 
stroke, driven either by a one horsepower 
electric or three horsepower gasoline 
motor. The compressor has a displace- 
ment of 8.0 c.f.m. and provides 4.02 c.f.m. 
air delivery at 100 p.s.i. It is constructed 
for up to 100 pounds continuous pressure, 
or 150 pounds intermittent, it is said. The 
compressor is mounted on a 20-galion, 
pressure-tested tank, available either sto- 
tionary or mobile with 10-inch rubber 
tired wheels. 





POLISHER—Two electric polishers have 
been introduced by Black & Decker Mfg. 
Co., Towson, Md., for use in automotive 
appearance reconditioning. They are the 
No. 99-1 heavy-duty electric polisher and 
the No. 97-1 heavy-duty automatic pol- 
isher. The No. 99-1, weighing 10% 
pounds is constructed with ball bearings 
used throughout for continuous produc- 
tion service. It includes a flexible backing 
pad for getting into tight corners, and 4 
polishing pad. The No. 97-1 offers these 
same builtin features and standard equip- 
ment, plus the automatic feature which 
permits operator to apply polish directly 
to the car's surface from the polisher, 
itself. The unit is equipped with a resef- 
voir and a thumb operated pump which 
eliminates stopping for hand application 
of polish. This unit weighs 11% pounds. 











GREATEST TRUCK VALUE IN AUTOMOTIVE HISTORY |! 


INTRODUCING THE REVOLUTIONARY, NEW 
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TRIMOBILE G.P. (General Purpose) 
ly enclosed truck for low-cost duty as tr 

laundry, ‘esaing, food, parcel, bakery and 
ves. 


oan 
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The Answer to American Businessmen’s Demands 
for an Intra-City Truck that Combines: 


ist as low as 


LOW INITIAL CosT (‘'$332%35 
LOW MAINTENANCE 
FUNCTIONAL STYLING 

* MOBILITY (C382 aime!) 

* LOW OPERATING COST 
RUGGED CONSTRUCTION 


TRIMOBILE A.P. (All-Purpose Safan —_ 


Double truck or : 
Sets two ron 3 dt Yar Meay ty 


fom on 995 P.O. 


TRIMOBILE HANDIWAGON—Maximum performance at minimum 
cost and upkeep. Sturdy treated-canvas top shields cargo from sun, 
rain and snow, yet permits hauling large, unwieldy items such as 
appliances, furniture and machinery. Dollar for dollar, feature for 
feature, TRIMOBILE outdelivers them ail. 


os aa 
Sa hyp ey # 
| food delivery, etc 


ideal for factory, farm mobility, versatility economy for a variety of 
mobility in confined areas—_pay-load power i basic delrvennes Also available with metal cover 


TRIMOBILE * peeeee or . TRIMOBILE STANDARD PICK-UP... Built-in TRIMOBILE aes 
and budget Amazing cifically for light, fast 
to spare : % as illustrated 


+ 


Here it is—at last! The revolutionary DAIHATSU TRIMOBILE from Japan that 
answers the clamor and pleading of businessmen from coast to coast for a low 
cost, rugged commercial vehicle that stresses utility, mobility and economy! 
With a fully loaded speed of 40 miles per hour, TRIMOBILE gets up to 60 miles on 
one gallon of gas, easily parks in a space Houdini would have trouble getting into, 
breezes through congested traffic like an All-American halfback! And what a miser 

. TRIMOBILE saves on fuel, tires, parts, maintenance, service, license fees, 
insurance rates. 
Remember this important point—behind every TRIMOBILE stands the time-tested 
reputation of DAIHATSU KOGYO KABUSHIKI KAISHA, the largest truck manu- 
facturer in the Far East. In fact, in 1958, DAIHATSU sold 39% of all trucks manu- 
factured in Japan. 

NOW is the time to get all the facts on what TRIMOBILE can do for YOU. 
FILL OUT THE COUPON—MAIL IT TODAY. 
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D.K. INTERNATIONAL Individual Name 
CORPORATION Address. 


Exclusive Importer in the U.S.A. Ciy______Zone State. 
of DAIHATSU Vehicles If automobile dealer or distributor, please indicate: 


120 El Camino Drive () dealer () distributor 
Beverly Hillis, Calif. 


saan canned ana e nee e 


Gentlemen: Please send full information on DAIHATSU TRIMOBILES. i 


PREVIEW 


THE 1960 TRIMOBILE LINE 


INTERNATIONAL AUTOMOBILE SHOW 
NEW YORK COLISEUM 


APRIL 4-12 
SPACE NO. 302 


Firm Name 











The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8, excise tax 
and import duty. They do not include 
dealer preparation , U. 8S. trans- 
portation foes, state and 


local taxes or 
optional equipment, 
(Copyright, 1959, by Automotive News) 


ALFA ROMEO—Glulietta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2-liter roadster, $5,048; 4-dr. sed., 
$5,078. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995, 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr, sed., $2,- 
199. (Heater standard on deluxe models.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 


luxe. ) 

AUTO UNION — ‘‘1000"" — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,849. 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
der), $1,595, 492-c.c, roadster (3-cylinder), 
$1,745. 

BMW 


— Model 
503/8, $9,292. 

ISETTA 300 — sunroof, $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—5- 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 

BORGWARD—Isabelia—2-dr. sed., $2,- 


495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN — 2CV — 4-dr. sunroof sed. 
(centrifugal clutch) $1,298; ID-19—4-dr. 
sed. (air suspension). $2,833; DS-19—4-dr. 
sed. (air suspension, power brakes, power 
steering, automatic clutch), $3,333. 

DATSUN—4-dr. sed., $1,616. 

DKW—4-dr. sed., $2,395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FACEL VEGA — Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 
(Automatic transmission, power brakes, 
power windows, radio, heater are stand- 
ard.) 

FERRARI—‘250 Granturismo’’—Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. “250 Callfornia’’ 
Conv., $12,000. 

FIAT—600 Series—-2-dr. sunroof, $1,098; 
Bianchina, $1,298. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 
wag., $1,658. 1100 Series—4-dr. sed., $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 

FORD (Engiland)—Angiia—standard 2-dr. 
eed., $1,464; deluxe 2-dr. sed., $1,561. 
Prefeet—standard 4-dr. sed., $1,517; deluxe 
4-dr. sed., $1,661. Escort—2-dr. stat. wag., 

Squire— 


$1,651. 2-dr. stat. wag., $1,761. 
Consul—4-dr. sed., $2,034; conv., $2,373; 
4-dr. stat. wag., $2,772. Zephyr — 4-dr.| 


ged., $2,215; conv., $2,574; 4-dr. stat. wag., 
945. Zediac—4-dr. sed., $2,387; conv., 
865; 4-dr. stat. wag., $3,149. Thames 
Estate Bus, $2,433. 
GOGGOMOBIL—-T-400 2-dr. sed., $1,095; 
Fiorida Sunroof Deluxe 2-dr., $1,135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 
$1,450. 


GOLIATH — 1100 Series — Custom 2-dr. | 


sed., $1.949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, §2,- 
568. (Heater standard on al! models.) 

HMILIMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., 
2-dr. stat. wag. (Husky), $1,639; 
stat. wag. (Minx), $2,299. 

HUMB Snipe—4-dr. sed., $3,- 
995. (Automatic transmission, power brakes 
and heater are standard.) 

JAGUAR—Mark IX—4-dr. sed, (auto- 
matic transmission, power steering and disk 
brakes), $5,935. 3.4 Litre (over- 
drive and disk brakes), $4,542.50; (auto- 
matic transmission and disk brakes) $4,- 
642.50. XK-150—cpe., $4,475; cpe. (auto- 
matic transmission), $4,725; conv., $4,595; 
conv. (automatic transmission), $4,845; 
roadster, $4,495; roadster (overdrive), $4,- 
660; roadster (automatic transmission), 
$4,745; ‘‘S” roadster (overdrive), $5,095. 

LANCIA — Appia —4-dr. sed., $2,967; 
conv. (Vignale), $4,565; cpe, (Farina), 
$4,673; ope. (Zagato), $4,873. Aurelia— 
conv. (Farina), $5,905; cpe., $5,905. 
Fiaminia—4-dr. sed., $6,098. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1, 3 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base). $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase). $1.895. 

MAICO—500—2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater standard 
on both models.) 

MERCEDES-BENZ—180—4-dr. sed., $3.- 
240. 180-D—4-dr. sed. (diesel engine), $3,- 
517. 190—4-dr. sed., $3,431. 190-D—4-dr. 


Orders at Peak 
For Allegheny 


PITTSBURGH. — Orders for the 
first. months of 1959 have been 
comifig in at the highest rate in 
history for Allegheny Ludlum Steel 
Corp., and assure capacity opera- 
tions for most of the first half of 
the year in some product lines, 
shareowners are told in the annual 


report. 

Allegheny Ludlum said it looks 
for sales and earnings in 1959 to 
be better than 1958, contingent 
upon a satisfactory new labor 
agreement and continued strength 
in the general economy. 


4-dr. 





$2,099; | 


Port-of-Entry Prices 
On Imported Cars 


| 
502/3.2 — $6,198; Model 
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sed. (diesel engine), $3,708. 190-SL—road- 
ster, $5,020; cpe., $5,232; cpe.-roadster 
(with interchangeable hard ond soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr, sed., $4,283; cpe., $7,641; conv., $7,641. 
300-d—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models. Power brakes standard on all 
models exeept 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 
hardtop. ) . 

METROPOLITAN — 2-dr, hardtop, $1, 
626.10; conv., $1,650.10, 

MG—MGA—conv. (disk wheels), $2,462; 
conv, (wire wheels), $2,546; coupe (disk 
wheels), $2,695; coupe (wire wheels), $2,- 
785. MGA-DOHC—conv., $3,320; cuope, $3,- 
640. Magnette—4-dr. sed.. $2,740, (Heater 
standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 

MORGAN—"Plus Four’’ cpe., $2,855. 

MORRIS—“*‘1000’’—Standard-—4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—4-dr. sed., 
$1,718; 2-dr. sed., $1,599; conv., $1,636; | 
2-dr. stat. wag.: $1,825. 


NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. NSU Prinz 36—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models. Heater standard on all 
models. ) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 

995; Dyna Deluxe Super 4-dr. sed., $2,065. | 
PEUGEOT — 403 — 4-dr. sunroof sed., 


$2,175. 

PORSCHE—1600 Series—conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315: Carrera, | 
hardtop, $5,865; cabriolet, $3,950; Super 


cabriolet, $4,400; Carrera cabriolet, $5,950. 
RENAULT — 4CV 4-dr. sed., $1,345; | 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models. ) 
RILEY—1.5 4-dr. 
standard.) | 
ROVER—90—4-dr. Deluxe sedan, $3,395. 
1056—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. Heater standard on both mod- 


els.) 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,995. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price, 

SAAB—*‘93B""—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun-| 
roof sed., $2,019; 2-dr. sunroof sed. (auto- | 
matic clutch), $2,119. Granturisme 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr. sed. $1,798; 
Chatelaine 2-dr. stat. wag., $1,963; Plein 
Clel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane (4-cylinder)—4-dr. sed., $1, | 
998. Ariane V-8 4-dr. sed., $2,098. 
Vedette V-8—Beaulieu 4-dr. sed., $2,298. | 

SINGER — Gazelle — 4-dr. sed. $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425 ! 


| 
sed., $2,316. (Heater 





Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
eluded are variable items passed on to 
the retail buyer, such as State and local 
transportation charges and op- 
tional equipment. 


taxes, 





venturer—2-dr. hardtop, $4,427; conv., $4,- | 


967; conv., $3,315; 4-dr. 2-seat stat. wag.,|2-dr. hardtop, $3,954.50; conv., $4,206, 
$3,366; 4-dr. 3-seat stat. wag., $3,508. | Station Wagons—2-dr. 2-seat Commuter, 
Firedome—4-dr. sed., $3,234; 4-dr. hard- | $3,144.50; 4-dr, 2-seat Commuter, $3,215; 
top, $3,398; 2-dr. hardtop, $3,341; conv., | 4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. Colony Park, $3,932. (Mere-O-Matic stand- 
hardtop, $3,888; 2-dr. hardtop, $3,831; | ard on Montclair, Voyager, Colony Park. 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- | Multi-Drive, Merc-O-Matic, power steer- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad-| ing, power brakes standard on Park Lane.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,. 


(Copyright, 1959, by Automotive News) | 749. (Torquefilte standard on Fireflite and | 902; 
BUICK—LeSabre—4-dr. sed., $2,304; 2-| adventurer. Power steering and power | 036; 
dr. _ ee eam a ae brakes standard on Adventurer.) | 4-dr. 
Seer tet wae’ $3,520.” Lavieta—4-dr, | .DODGE—Coronet Six—4-dr. sed., $2,- | 4-dr. sed., $3,178; 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. | 586-50; 2-dr. sed., $2,515.50; 2-dr. hard- | 5°te. ee 
hardtop, $3 447; conv $3,620; 4-dr, 2-seat | tOP. $2,643.50. Co t V-8—4-dr. sed.. 7 3.890: ‘nat 
stat. wag, $3°841,  Klectra -— 4-dr. eed. | $2°707;_ 2-dr. sed., $2,636; 4-dr. hardtop, | 90d.. $3,890; | Sadr. 
e506. dr sasaton, $2.008; o-dr hard. | $2/841.50; 2-dr. hardtop, $2.764; conv.,| hardtop, $4,086; con 
’ . aa . , - | $3,089. Royal—4-dr. sed., $2,934; 4-dr. 
top, $3,818. Electra 225—4-dr. Riviera sed. | hardtop, $3,068.50; 2-dr, hardtop, ' $2,990. ard on Series 98.) 


flew 


225.) 


CADILLAC — Sixty Two—4-dr. 
$5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
Sedan de Ville 4-dr. 
window), $5,498; Sedan de Ville 4-dr. hard- | 
top (4-window), $5,498; Coupe de Ville 2- 
Eldorado—Brougham | 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
Biarritz conv., 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—S8-pass. sed., 


(6-window), 


$5,455 





’ 


Electra 225. 


top, $7,401; 


|dr, hardtop, $5,252. 


$9,533; 


silmousine, 


$7,401. 


hardtop 


(6-window hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. 
standard on Invicta, 


(Twin-turbine Dyna- | 
Electra and 
Power steering and power 
brakes standard on Electra and Electra | 


hardtop 


(6- 


Sixty | 





$9,748. | 
(Hydra-Matic, power steering, power brakes 


conv., 
seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 
EDSEL—(Prices 
Deduct 


812; 


—4-dr., 


4-dr. 


4-dr, 


Custom Royal—4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
$3,421.50. Station Wagons-——4-dr. 
3-seat Sierra, 


$3. 


sed., 
hardtop, 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- | 
hardtop, $2,884.50; 2-dr. 
top, $2,819; conv., $3,072. Station Wagons 
2-seat Villager, 
seat Villager, $3,054.70. 
FORD—(Prices are for six-cylinder mod- | 


103; 


are 


4-dr, 


for 


$83.70 for six-cylincer 
deduct $96.50 for six-cylinder stat. wags.) | 
| Ranger—4-dr. 
$2,629; 


$2,683.50; 


se attitor $2300.75, |add $119.50 for a V-8 engine). 


—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
(V-8 not offered), $2,142.75, 
$2,439.75; 
hardtop, $2, 
hardtop, $2,461.25. Station Wagon 
2-seat Deluxe, 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 


V-S models. | 
Rangers; | 


2-dr, 


$2,755.50; 


$2,971; 


4-dr. 


sed., 
2-dr. | 


hard- 





4-dr. 


v., 


hardtop, 
hardtop, $3,328; conv., $3,595; 4-dr, 


2-dr. sed., $2,837; 4-dr. hardtop, $3,. 
2-dr. hardtop, $2,958; conv., $3,286; 
2-seat stat. wag., $3,365. Super s3— 


$3,405; 


$3,669. Series 98—4-dr, 
hardtop, $4,162; 2-dr, 
$4,366. 
| Matic, power steering, power brakes stand- 


(Hydra 


PLYMOUTH — (On six-cylinder models, 


Z business cpe. 
Belvedere Six—4-dr. 
sed., $2,389.25; 4-dr. 


3- 


2-dr. 
Six—2-dr. 


sed., 


a six-cylinder engine 
Belvedere — conv., $2,814.25. Fury - 
$2,690.50; 
2-dr. hardtop, $2,714.25. Sport Fury 
hardtop, $2,927.25; c 


4-dr. 


|} tion Wagons—2-dr. 


sed., 


$2 


is 


not 


Savoy Six 






; 2-dr, 
524.75; 
,574.25; 4-dr, 


available.) 
4-dr. 


hardtop, $2,771.25; 


onv., 
2-seat 


-2-dr. 


$3,125.25. Sta- 


Custom, §2,- 


$14.25; 4-dr, 3-seat Custom, $2,990.75; 4- 


;els, For V-8s, add $118.) Custom 300—j/dr 2-sea ,020.75; 4-dr. 3- 

standard on all models). 4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- | grort, $3,130 00.” = = 

CHEVROLET — (Prices are for six- | ness sed., $2,132. Fairlane—4-dr. sed., $2,- PONTIAC—Catalina—4-dr. sed., $2,704; 
cylinder models. For V-8s, add $118.) | 411; 2-dr. sed., $2,357. Fairlane 500—4-dr. | 2-dr. sed., $2,633; 4-dr. hardtop. $2,844: 
Biscayne—4-dr. sed., $2,301; 2-dr. sed., | sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- | 2-ar. hardtop, $2,768; conv., $3,080; 4-dr. 
$2,247; util. sed., $2,160. Bel Air—4-dr. | top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. | 4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr.| wag., $3,209. Star Ohief—4-dr. sed., $3,- 
hardtop, $2,556. Impala—4-dr. sed., $2,-| hardtop, $2,654; 2-dr. hardtop, $2,589; | 005; 2-dr. sed.. $2,934; 4-dr. hardtop, $3,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, | conv., $2,839; retractable hardtop (V-8 | 138. Bonneville—4-dr. hardtop, $3,333; 2-dr. 
$2,599; conv., $2,849. Station Wagons— | standard), $3,346. Station Wagons—2-dr., 2-| hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat| seat Ranch Wagon, $2,567; 4-dr. 2-seat/ stat. wag. $3,532. 


Brookwood, $2,638; 4-dr. 2-seat Parkwood, 
Kingswood, 
$2,897. 


$2,749; 


4-dr. 


4- 
2-seat 


dr, 


3-seat 
Nomad, 


$2,852; | 
Corvette — | 


hardtop cpe. or conv., (V-8 std.), $3,875. 


300-E. 


4-dr. 


) 


hardtop, 


$6,845.30; 


2-dr. 


| dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
CONTINENTAL — 4-dr. sed., $6,845.30; | 347.10. (Turbe-Drive, power steering, power 
hardtop, | brakes standard on all 


$6,598.30; conv., $7,056.20; town car, $9,- | 


208; limousine, $10,230. (T ur b o-Drive, | 831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 

power steering, power brakes standard on | $2,917.50; 2-dr. hardtop, $2,853.50; conv., | 4-dr. sed., $2,310; 

all models.) | $3,149.50. Montelair—4-dr. sed., $3,308; 4-|2-dr.. 2-seat stat. 
DeSOTO—Fires: -dr. sed., $2,904; | dr. hardtop, $3,437; 2-dr. hardtop, $3,- 


weep 4 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 


New Commercia 








MERCURY— Monterey —4-<dr. 


SKODA—S-440 2-dr. sed., $1,687; 8-445 | 
econ ae” stat, wag., $1,995; 5S- Truck istrations by states are 

SUNBEAM—Rapier—2-dr. hardtop, $2,- cotosced m= . 

499; conv., $2,649. Pp. $2 7S. L. Polk representatives in 

TAUNUS — Standard — 4-dr. sed., $2,- capitals. 

120.50; 2-dr. sed., $2,028.50; Com bi- Alas! ° 3 
wagon, $2,237. Deluxe —4-dr. sed., $2,-| “’°*** ‘59 ! 
266.50; 2-dr. sed., $2,174.50; Combi-wagon, | — : 58 12 
$2,383. District of Columbia ‘s? 5! 

TEMPO—M at a d o r—3-passenger stat. 58 « 24 
wag.. $2,482.75; 6-passenger stat. wag., —_— ~ a oe 
$2,514.65; 9-passenger stat. wag. §2,- snoatene = = 
546.55; 12-passenger stat. wag., $2,712.50. ° 

TOYOPET — Crown 4-dr. sed., $1,989; | Nebraska 59 363 
Crown Custom 4-dr. sed., $2,329. naan i SS 58 — 285 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. | New Hampshire ‘5? 13 
ais oe. = a cars)—softtop. 58 2 20 
| . ; hardtop, " e t~yF , ee - = - % 

VAUXHALL — Victor — 4-dr. sea., $1,-| °°" Caroline = = 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. - —_—— ———_———__———, 

(Heater standard on both models.) Virginia 59 395 

VOLKSWAGEN—2-dr. sed., $1,545; 2-| ee a 309 
dr. sunroof, $1,625; conv., $2,045; Kombi| West Virginia ‘59 173 
—oene*, $2,020; Se s7e. kh $2,120; de-| ‘58 132 
juxe at. wag. . ; uxe camper, (7. ee Se 
$2,737. G -. $2,445; conv., | “'sconsin = = 
$2,725. (Heater standard on all models.) — — 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat.| % States Reported ‘5? | 1873) 
wag., $2,490. (Heater standard on buth | To Date for February ‘58 2|__ ‘1417! 
models. ) 7s — 59) | 25438 

WARTBURG—Standard 4-ar. sed., $1,-| 12 Date s a a 


688; standard 4-dr., sunroof sed.. $1,778; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 





4-dr, deluxe stat. wag., $2,085; conv., $2,- 
(Heater standard on all models.) 





New Passenger-Car Registrations, 8 States for February, 1959-1958 


~~ 


2 
! 


3 
10 
a 
237 
206 


ERE wea -- 


an 
w 


SB ev se sacs 


"3746! 
3268 | 


models. ) 


1665 
1095 
19038) 
15722 


sed., 


4) 
89 
69 
% 
33 
83 
74 

525 

309) 
5540) 
4238) 


$2,- 


Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, | 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; | 
| 4-dr. 3-seat Country Squire, $2,958. Thun- | 





101 


49) 
3! 


155} 
168 


504 

607} 
5357| 
8132) 


sed., 


RAM BLER—American——2-dr. Deluxe sed., 


$1,835; 


2-dr. 


Super sed., 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 


$1,920; 


2-dr. 


2- 


CHRYSLER—Windsor—4-dr. sed., $3,-| derbird—(V-8 standard) —2-dr, hardtop, | sed., $2,098. Super Six—4-dr. sed., $2,268; 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, | $3,696; conv., $3,979. |4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
$3,289; conv., $3,620; 4-dr. 2-seat stat. IMPERIAL—Custom—4-dr. sed., $5,016; | wag., $2,562. Custom Six—4-dr. sed., $2,- 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,-|4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- | 383: 4-dr. 2-seat stat. wag., $2,677. Rebel 
878. -dr. sed., $3,966; 4-dr. | 909.50. Crown—4-dr. sed., $5,647; 4-dr.| V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
hardtop, $4,104; 2-dr,. hardtop, $4,026. | hardtop, $5,647; 2-dr. hardtop, $5,403; | stat. wag., $2,692; Custom—4-dr. sed., $2,- 
| New Yorker—4-dr. sed., $4,424; 4-dr. hard- | conv., $5,773.50. LeBaron—4-dr. sed., $6,-|513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
top, $4,533; 2-dr. hardtop, $4,476; conv.,| 103; 4-dr. hardtop, $6,103. (Torquefiite, | stat. wag., $2,807. Ambassador—Super— 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; | power steering, power brakes standard on | 4-dr. sed., $2,587; 4-dr. 2-seat stat. wag., 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. | all models.) $2,881. Custom—4-dr. sed., $2,732; 4-dr. 
hardtop, $5,318.50; conv., $5,748.50.| LINCOLN—Lincoln—4-dr. sed., $5,089.60; | hardtop, $2,822; 4-dr. 2-seat stat. wag., 
(TorqueFlite, power steering, power brakes | 4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- | $3,026; 4-dr. 2-seat hardtop stat. wag., 
standard on Saratoga, New Yorker and | 902.10. Premiere—4-dr. sed., $5,594.20; 4-| $3,116. 


STUDEBAKER—Lark Deluxe Six—4-dr. 


nN 


—-wO yn n= 


~n 


WB oF aa AK @ 


~~ $079! 
920) 


$2,175; 


aN 


Ss 


a 


2-dr. 


Stude- 
baker | White 


5 
3 


10 
10 
8 
10 
5 
12 
7 
ad 
37 


892 
847) 


2-dr. 
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Willys 


27 


225 
159 


2224) 
1554} 


> 


sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-dr. 
hardtop, 
2-seat stat. wag., $2,455. Lark Regal V-8— 
hardtop, $2,410; 
wag., 
Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
356.50. Park Lane—4-dr. hardtop, $4,031; | $2,495. 


$2,275; 2-dr. 


$2,590. Silver 





Misc. 
6 9 
7 50 
20 iS! 
? 88 
27 655 
- 408 
26 1035 
4 7% 
a 4 
8 79 
33 6% 
15 480 
57 114 
= 904 
13 582 
12 381 
46 1159 
48 981 
232 5553 
_ 139, 4107 
3218! 6735! 
2070| 56509 





The information in this report has been compiled from official state documents. Ever 
roof sed., $1,889; 2-dr. stat. wag., $1,898; | accuracy to the extent of the registrations received at the time the report is publis 
reason of inaccuracies or omissions.""—R. L 


Polk & Co, The 1958 figures for Oregon are Polk 


reasonable precaution has been exercised to insure 


RL 


. Polk & Co 


. cannot assume any liability by 


riss' . Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart 
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Car registrations by AMC PI M FORD s-P 
states as compiled Ram- Dod — Ford To er- Olds- : . 
by RL. Polk & Co. aor 7 outh | . incoin) cury [TOTAL mobile | ope = = 
Alaska 59) 15} 3 3| 6 21 33 61) 5 2| 6| 74| 8 8 62 5 8 91 4| 57; 274 
58 | a > 4 3] | S38] S35 6 ee ee 9} 5] ~— 5] SSS] S88 
District of Columbia Z| 103) 17 6 T 37 144, 215! 326 12 17| 31 386 | rT 73; «297 89 106| 606 34, —-265| «160? 
‘58 16} 14 14 18 43 145| 234221 3] 9 31 264 44 52} 391 67 60} 614 6} 132] (1266 
Montana 59 FA 20 10) 10 56 109, 205 = «407 17 5 68) 497 112] 41; 424) ~—S«sN2)—ti«é‘i |S 4% gi| 1756 
58 60 24 8| 17 46 88 183} 274 13 10) 50| 347 | 29| 345 88 85| 624 18 55| 1287 
Nebraska "5? 214) 52] 13] 21 70; —«153)~=S—«309 vd 32 21 132) 1436 195 93) «1175| = 275| 293) += 2031 89 181; 4260 
58 95| 50 16] 20 84| —-287|_—457|_—«895 37 3 120} 1077} 231 83| 1137} 280) 230] 1961 4 129| 3755 
New Hampshire a 39/ 8 3 I 16 28 56 135 4 1 17) ‘157 2 16| ‘131 30 29| «228 14 74) «568 
‘58 29 1 I 3 17 35 57 100 2 I 9 112 18 12| 120 i 20 181 | 57| 443 
South Carolina 59 164 18 7] 18 48 158) 249) 894 29 14 85; 1022) 181 63; 836 193/236) +1509 93) 458) «3495 
58 32 14 3 19 26 101 163] 285 9 8| 26| 328) ~—s«:120} 36| 369 87 101 713 a| a3 1327 
West Virginia 59] 2 i9 4] 17 rT 154, 255) «640 3 12 95| 780)  —*+138) 54/601 166 173) 1132 80; 191| +—-2528 
58} 38 45 6| 37 63 174, 3251 ~—s572 48 13 88} 721 161 | 57| 622 160 156] 1156 18 91| 2349 
Wisconsin "59 986 69 12 60 157) 399) +697) +2372 77 60 228|*2737 sa 267| 2400/7743 = «709| +«=«4682/ ~=S229) +468) +=—«9797 
58 721 94 18} 107; = 200) — 49 910| 1746 85 89 226| 2146} 548} 209) os 682 38 4292 74| 323] += 8466 
8 States Reported a 7a) 206 58) 138) 451) 1166) 2019) 6086 = 132| 662| 7089| 1260; 615] 5926] 1613) 1670) 11084)  589| 1775) 24289 
To Date for Feb. ‘58 998| 249 67\ __-223| ~—— 482] ~=—«:1346| += 2367! = 4128] += 203 160 560} 5051] 1213} 484) 5341] 1384) 1215] 9637 173} 905] ‘19131 
Year "59 22770, «4595; 1591| +3413) 10313| 27699) 47611] 102587| 3819] 2661| 11798) 120865) 22885| 12526| 112469| 29721| 27159| 204760| 9976| 37819) 44300! 
To Date 58 9658} 6519/2064 5273) 12150) 34262| 60268! 83932) 5249/3066} —*11526| 103773| 28522) 11346| 109449] 31073] 22868] 203258| 3696] 20718] 40137! 


“The information in this report has been compiled from official state documents, Every reasonable precaution has been exercised to insure accura 
Co. cannot assume any liability by reason of inaccuracies or ommissions.""—R. L. Polk & 
The 1958 figures for Metropolitan and Packard are included in miscellaneous. The Oregonregistration count prepared b 
figures have not been subjected to auditing proc 


received at the time the report is published. R. L. Polk 
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the Oregon State Motor Vehicle: Department is included in 
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Young families 

are the big buyers 
of cars 

in Chicago 











Your biggest automobile buyers are the young 
householders with growing and active families to 
transport. 


ee a 
In Chicago and suburbs the Sun-Times reaches more Yo U n g fa mM i | ic Sy 
young men and women up to 35* than any other 
Chicago newspaper. d h 
You’re sure to reach this prime audience when you rea t e 
run your advertising in the Sun-Times— 
oer eee C H I CAG @) S U N i M ES 
* | 
i 


...more than any other paper 





*Source: Publication Research Service Study No. 5 





AUTOMOTIVE NEWS, MARCH 30, 1959 


Special Riviera 2-dr., $1,935*. 
57 RM 4-dr., $1,880*; Riviera 2-dr., 


Used-Car Aucti Pri $1,025 pa): Century Riviera, 4.05:| _ Model Breakdown 
y * (ps), 0505" ; -ar., , . 
= S | (ps); Special Riviera 4-dr., $1,600*, 
se ar uc ion rice $1,395: 2-dr., $1,480*; Super Riviera Of Auction Averages 
4-dr., $1,575* (ps) March Feb., 
’56 Century Estate wagon, eT fe Model 1959 1959 
Special Estate wagon, $1,415*; iviera 
(Continued from Page 50) Odr., $945*, $910"; Riviera 4-dr., $1,-| 1959.............. $2,610 — $2,775 
150*: 2-dr., $770; Super Riviera 2-dr.,| 1958 — 2,018 
MERCURY—’57 Montclair Hardtop 2-dr.,| ‘55 Belvedere (8) Hardtop 2-dr., $835* $1,035* (ps). 1957 1,334 1,366 
$1,570* (ps); Hardtop 4-dr., $1,385*; (ps); Suburban, $775*; Plaza (6) 4- '55 Special Riviera 2-dr., $925*; 4-dr 1956 989 997 
Monterey 4-dr., $1,300*° dr., §600*; station wagon, $550 $705* (ps); 2-dr., $440*; Super Rivi- ae - 57 
’56 Monterey station wagon, $1,260*; "54 Belvedere Hardtop, $475*; Savoy 2- era 2-dr., $825*, $660* (ps); Century 1955 747 7 
Hardtop 2-dr., $1,260* (ps); Hardtop dr., $330 Riviera 2-dr., $670* 1954 461 474 
4-dr., $860*. PONTIAC—’58 Star Chief Catalina 4-dr., '54 Super Riviera 2-dr., $545*; Century! 4959 300 315 
‘55 Monterey Hardtop 2-dr., $800*; $2,100* (ps); Chieftain station wagon, Riviera 2-dr., $500*: Special Riviera Gx ; 29 
Montclair 4-dr., $580*, $405 $1,695* 2-dr., $485°; 4-dr., $350*; RM 4-dr., 1952 218 225 


$550*; Hardtop 2-dr., $380* (ps) '56 Star Chief Catalina 2-dr., $925* "53 RM Riviera 2-dr., $360 
NASH—’56 Ambassador (8) 4-dr., $725* (ps), $875* (ps); Chieftain Catalina "58 (62) sedan de Ville, $3,775* (ps) 
OLDSMOBILE—’'59 (88) conv., $3,125* 2-dr., $815*; Catalina 4-dr., $740* $3,.550* (ps) 
(ps); (98) 4-dr., $3,105* (ps) "55 Star Chief Catalina 2-dr., $825° | 57 (62 sedan de Ville, $2,680* (ps) ‘a a ad * a. J 
"58 198) Holiday 2-dr., $3,125* (ps); (ps); 4-dr., $740* (ps); Chieftain 56 (62) sedan de Ville, $1,825* (ps) ag Dg ten 4-dr., $340°; Bel Air 4 es | 
conv., $2,.550* (ps) Catalina 2-dr°, $700*, $560*;: 2-dr '54 (62) sedan de Ville, $1,075* (ps); 59 Delune 2-dr., $180 
"57 (88) Holiday 2-dr., $1,805* (ps); $675*; 4-dr., $615* coupe de Ville, $1,075* (ps), $895 a a ne eae 2 
(88) Super Holiday 4-dr., $1,685*; | RAMBLER—'5S Custom (8) Cross Coun- (ps) | CHRYSLER—'56 Windsor Hardtop 2-dr., 
(98) Holiday 2-dr., $1,485* (ps) try, $1,830*, $1,825* CHEVROLET—'59 Impala (8) 4-dr., $2,-| $1 020° a _ 
°56 (88) Holiday 4-dr., $1,365* (ps), "57 Custom (8) Cross Country, $1,450* 715* (ps) "55 NY 4-dr., $730, $700* (ps) 
$1,170* (ps), $1,115* (ps), $1,000* "56 Custom 4-dr., $900 ‘58 Impala (8) conv., $2,175* (ps); | DeSOTO—’57 Firesweep Hardtop 4-dr., $1,- | 
(ps); Holiday 2-dr., $1,315* (ps), $1,- | MISCELLANEOUS—’57 Ford truck, $1,- Brookwood (8), $1,805, $1,700* | 350° 
190* (ps); 2-dr., $1,100*; (88) Super 200. | '57 Two-ten (6) 4-dr., $1,550*, $1,260*; | "54 Power Master 4-dr., $180* (ps), | 
; ~ ° ‘ ne s¢ 
4-dr., $1,225* (ps). FI ‘ Two-ten (8) station wagon, $1,435*: $145°. s monet 
"55 (88) Holiday 2-dr., $1,035° (ps). INT Bel Air (6) 2-dr., $1,400*; Bel Air (8) | DODGE—'58 Coronet (8) 4-dr., $1,735* | 
i 
| 
| 


Average $1,079 $1,116 


| 
°54 Custom 2-dr., $560*; Monterey conv., ‘57 Chieftain Catalina 2-dr., $1,195* $430° Overall 


5* s); 4-dr., $870*; 2-dr., $800*; Flint Auto Auction, Inc Sale every 4-dr $1.510* (ps), $1,385*, $1,355*. | (ps) sd 
foe) ear, geee° (pa). Wednesday. Prices are for sale of March $1.350*; 2-dr., $1,455*, $1,355*; Two- _'55 Coronet (6) Suburban, $675". 
54 (88) Holiday 2-dr., $700*. 18. Consignment only fell a little short ten (8) 2-dr., $1,375* | FORD 59 Country sedan (8), $2,490 ; 
PLYMOUTH—’58 Belvedere (8) Hardtop of last week. However, the percentage of ‘56 Bel Air (8) 2-dr., $965*, $875*; Bel 58 Thunderbird, $3,025 ; Country Squire 
2-dr., $1,850*; 2-dr.. $1,565° sale for cars entered dropped from last | Air (6) 2-dr., 2 at $970°; Two-ten (8) | (8), $2,105* (ps); Fairlane (8) 500} 
°S7 Suburban (8), $1,390*; Belvedere | week. Sharp and clean cars were absent 2-dr., $880*, $875*, $840*, $780*; 4- 4-dr $1,655* ; 2-dr., $1,480*; Custom 
(8) Hardtop 4-dr., $1.380* (ps); Hard- | from the lineup today. Sold 178 cars from $815; Two-ten (6) 2-dr., $995* £8) 300 2-dr., $1,300 ‘ pe 
top 2-dr., $1,355; Savoy (8) 4-dr., | 277 consignments | ’55 Bel Air (8) Hardtop 2-dr., $995*; 57 Country sedan (8), $1,605*, $1,220*: | 





$1,025: 2-dr., $900*; Savoy (6) 4-dr BUICK—’'59 Electra 2-dr $3,.090* (ps) 2-dr., $780*; 4-dr., $665*. $650°; Two- Fairlane (8) 500 conv., $1,415, $1,250; | 
$1.000°: Piaza (8) 4-dr., $890° Invicta 4-dr., $3,.055* (ps); LeSabre 4- ten (8) 2-dr $785*: station wagon, 2-dr., $1,335* (ps), $1,255; 4-dr., $1,- 


'56 Belvedere (8) 4-dr., $925*, $900*, dr., $2,740* (ps) $575* (ps); Delray, $555. $485 280°: Custom (8) 300 4-dr., $1,275*; 
$745*; Savoy (8) 4-dr., $835°. "58 Century Riviera 4-dr., $2,310* (ps); "54 One-fifty station wagon, $370* Fairlane (8) Victoria 2-dr., $1,210*; 





ff —__9 


TO COVER THE WHOLE DELAWARE VALLEY YOU NEED 
THE TRENTON TIMES and THE CAMDEN COURIER-POST 


This fledgling farmer will never get the goods, because he IT PAYS TO CROSS THE DELAWARE 


doesn't have the knowhow. Even Bessie the cow, there, 
could tell him that. 


The same with people. If you want something from them, 
you have to know how to get it. Want sales? You must 
advertise—advertise well, and in the media your audience 
will read. For instance, consider the booming Delaware 
Valley market. Here you are dealing with two markets, 
one in each state. If you want to reach the whole audience 
in newspapers, you must choose newspapers on both sides 
of the river In New Jersey, this means you must run in the 
TRENTON TIMES and the CAMDEN COURIER-POST. Figures 
(we have em) show that each of these award-winning 
dailies reaches more New Jerseyites in its own market 
than any other paper. And figures (we have these, too) CAMDEN COURIER-POST 
show that these markets are well worth reaching, in terms Established 1875 
of income per family, new car sales, population increase— 


you name it! It just makes sense: in local New Jersey mar- TRENTON TIMES 


kets, you'll sell more people in local newspapers. Established 1883 


Represented nationally by GEORGE A. McDEVITT CO., INC. @ NEW YORK @ CHICAGO @ PHILADELPHIA @ DETROIT @ LOS ANGELES 


Main (8) 2-dr., $935. 

’56 Country sedan (8), $1,250*; Fairlane 
(8) conv., $1,030*; 4-dr., $970*; Cu. 
tom (8) station wagon, $1,025*. 

’55 Fairlane (8) 2-dr., $685*; 4-dr 
$585* (ps); Custom (8) 2-dr., $599*, 
$540*, $450*. 

’54 Custom (8) Ranch wagon, $590; 4. 
dr.. $390*, $225*; conv., $370 2-dr.. 
$385; Custom (6) 4-dr., 2 at $419; 
Crest (8) 4-dr., $505; 2-dr., $350, 

’53 Custom (8) 4-dr., $325*, 5%. 4. 
dr., $220; Main (8) 4-dr., $25 $1 

LINCOLN — ‘57 Premiere 2-dr., $2,159* 
(ps) 
MERCURY—’55 Monterey 2-dr., $630. 

"53 Custom 2-dr., 5. 


| OLDSMOBILE — * 2-dr., $2,225¢ 


(ps). 

’57 (88) Holiday 2-dr., $1,550° (ps); 
4-dr., $1,480; 2-dr., $1,365* (ps), §1,- 
355°". 

*56 (88) Holiday 4-dr., $1,140 (88) 
Super 4-dr., $975*. 

'55 (88) Super 4-dr., $1,055* (ps); (88) 
4-dr., $850°, $685*; (98) 2-dr., $565. 

"54 (88) 4-dr $610*, $325* (ps) 

PLYMOUTH—’58 Belvedere Hardtop 4-dr., 
$1,665* (ps). 

’'57 Suburban (8), $1,375*; Belvedere 
(8) 4-dr., $1,175* (ps), $1,350*; Savoy 
(8) 4-dr., $1,025*, $900*; Plaza (8) 
2-dr., $975*. 

’56 Suburban (8) 2-dr., $980* (ps), 
$895*; Savoy (8) 4-dr., $650°*. 

’50 Suburban, $145. 

PONTIAC—'58 Chieftain 2-dr., $1,840 

’57 Star Chief 4-dr., $1,625* (ps), §$1,- 
605* (ps); Super Chief 4-dr., $1,595* 
(ps) 

56 Star Chief 4-dr., $1,055* (ps); Chief- 
tain 4-dr., $750, $725*. 

55 Chieftain Catalina, $645*; 4-dr., 
$550; 2-dr., $515, $430 

RAMBLER 58 station wagon, $1,875*: 

Super 4-dr., $1,325 

'57 station wagon, $1,450, . 
350°; Custom (8) 4-dr., $1,145* (ps). 


DETROIT 


Motor City Auto Auction. Sale every 

| Monday. Prices are for sale of March 16. 

Market very good—prices steady. Sold 198 

|cars from 312 consignments. 

BUICK "57 Super 2-dr., $1,575* (ps); 
Special 4-dr., $1,425* (ps); Century 
4-dr., $1,350° (ps). 

"56 Super 2-dr., $1,075* (ps); 4-dr., §$1,- 
020° (ps); Century 4-dr.. $1,000, 
$950° (ps); 2-dr., $975*; Special 4-dr., 
2 at $950*°, $905°. 

"55 Century 2-dr., $850° (ps): Super 2- 
dr., $830° (ps), $800° (ps) 

| "53 Special 2-dr., $350, $200°. 

| CADILLAC—'56 (62) sedan de Ville, $2,- 

000° (ps); coupe de Ville, $1,955* 

(ps) 

"55 (62) coupe de Ville, $1,500* (ps). 

| "52 (62) sedan de Ville, $490*. 

CHEVROLET—'59 Impala (8) conv $2,- 
900°, $2,615°; 4-dr.. $2.725° (ps), §$2,- 
550°, $2,.495° 

"58 Bel Air (8) 2-dr., $2,020° (ps). $1,- 
650° (ps); 4-dr., $1,775*; Biscayne 
(8) 4-dr., $1,700*° 

‘57 Bel Air (8) 4-dr., $1,500°, $1,305°. 

‘56 Bel Air (8) 4-dr $1,250° (ps); 2- 
dr., $975; Two-ten (8) station wagon 
$1,115", $1,100°; 2-dr.. $860, $775, 
$760, $750, $740, $700, $650. 

"55 Bel Air (8) conv., $975, 2 at $850*; 
2-dr.. $760*; Two-ten (8) 2-dr., $700, 
$685°, $675°*:;: 4-dr., $700°: One-fifty 
(6) station wagon, $485; 4-dr.. 2 at 
$475; Two-ten (6) 2-dr.. $460, $450. 

"54 Bel Air 4-dr $550°. $410°: 2-dr., 
$450°; Two-ten 2-dr., $435; One-fifty 
4-dr., $385 

"53 Bel Air 2-dr., $335; Two-ten 4-dr., 
$300, $200, 

"52 Deluxe 2-dr., 2 at $210 

CHRYSLER—'57 Windsor 4-dr., $1,575° 
(ps), $1,560° (ps). 

"55 NY 2-dr.. $850° (ps); 4-dr., $650°; 
Windsor Deluxe 2-dr $825° (ps) 
CONTINENTAL—'58 Mark III 2-dr., $3,- 

650° (ps) 

DeSOTO—'57 Firesweep Sportsman 4-dr., 
$1,480° (ps). 

'56 Firedome 2-dr., $900, $850 

DODGE—'57 Coronet (8) 2-dr.. $1,225°. 

"55 Coronet (8) Suburban, $745 (ps) 

"54 Royal (8) 4-dr., $425*: 2-dr., $305°; 

“ Coronet (6) 4-dr., $375* 

FORD—'59 Thunderbird, $3,650° (ps) 

'58 Country sedan, $1,890°; Fairlane (8) 
500 2-dr.. $1,775*:; 4-dr., $1,575°, $1,- 
500*; Custom (8) 300 4-dr., $1,380 

"S7 Thunderbird 2-dr., $2,365; Ranch 
wagon (8), $1,535° (ps), 2 at $i,- 
350° (ps) Fairlane (8) 500 conv., 
$1.465* (ps), $1,410; 4-dr., $1,350*; 
2-dr.. $1,460°, $1,175*, $1,125*: Cus 
tom (8) 4-dr., $1,210° $1,090°, $1,- 
000°; 2-dr., $1,000, $950*, $910, $885, 
$830°. 

"56 Fairlane (8) Victoria 2-dr.. $1,025*, 
$950°, $910*, $905*:; conv., $1,.000*, 
$975*, $950; 4-dr., $925* (ps); 2-dr., 
$865° (ps), $825, $815*: 4-dr., $925° 
(ps); Main (8) 2-dr., $655. 

"55 Fairlane (8) 2-dr., $975*, $740°; 
Country sedan (8). $880* (ps); Cus- 
tom (6) 2-dr., $475*; 4-dr., $475, $406. 

"54 Custom (6) 4-dr., $415*. 

'53 Custom (8) 4-dr., $400*; Main (6) 
Ranch wagon, $350; 4-dr., $230; Cus 
tom (6) 2-dr., $255. 

"50 (6) 2-dr., $230. 

LINCOLN—’57 Premiere 4-dr., 3 at $2,- 
100* (ps). 

56 Premiere 4-dr.. $1,250* (ps). 

"54 Canri 4-dr., $575* (ps). 

MERCURY—’'58 Monterey 2-dr., $1,655*. 

’57 Turnpike Cruiser 2-dr., $1,650* (ps), 
$1,590* (ps); Monterey 2-dr., $1,260*, 
$1,225°. 

*56 Custom station wagon, $1,050, $835*; 
Medalist 2-dr., $900. $775. 

*55 Monterey 2-dr., $720*. 

"54 Monterey 4-dr., $560*, $500*. 

OLDSMOBILE—’57 (88) Super Fiesta, $2,- 
000° (ps); (98) 2-dr., $1,770* (ps); 
(88) 2-dr.. $1,475* (ps). 

"56 (98) 4-dr., $1,175* (ps); (88) 4-dr., 
$1,155* (ps). 

"55 (88) 4-dr., $850* (ps), $725*; 2-dr.. 
$725*; (98) 4-dr., $825* (ps). 

"54 (88) 2-dr., $530*, 

PACKARD—’56 Clipper 4-dr., $640* (ps). 
PLYMOUTH—’58 Suburban (8), $1,800*, 
$1,575; Savoy (8) 4-dr., $1,425* 

’57 Belvedere (8) 2-dr., $1,375*, $1,- 
030°; 4-dr.. $1,215* (ps); Suburban 
(8), $1.175; Savoy (8) 4-dr., $1.100°; 
Plaza (8) 4-dr., 2 at $950*, $900. 

"56 Belvedere (8) 2-dr., $1,125" (ps), 
$770*; Suburban (6), $775; Plaza (6) 
2-dr., $590*, $550, $535; Plaza (8) 
2-dr., $565. 

"5S Plaza (6) 4-dr., $570*, $360*, $355°; 
station wagon, $540. 

PONTIAC—’57 Chieftain 2-dr., $970. 

’56 Chieftain Catalina 2-dr., $900*; 4 
dr., $880* (ps). 

’55 Chieftain Catalina 2-dr., $715*; 2-dr-, 

(Continued on Page 58, Col. 1) 











Meet the Mercedes-Benz 220s Coupe. This indisputedly elegant automobile is one of the many Mercedes-Benz 
sedan models. There are also sports cars, a convertible, a 4-door hardtop, cars with fuel injection, with diesel engines, 
with sliding sunroofs. The range of models and prices (about $3,300 to $13,000) is so broad, there are Mercedes-Benz 
prospects in virtually every walk of life. 


Mercedes-Benz cars have become an international yardstick of automotive excellence by virtue of their unparalleled 
quality and the large number of engineering advances on all models: four-wheel independent suspension by single-joint 
swing axle, high RPM overhead camshaft engines, immense finned brake drums, high oil pressure engine lubrication 
systems, to name a few. In fact, Mercedes-Benz is the only production car in the world to offer a purchaser all these 
features in one car. 

But it also offers something else. There is the “magic” of motoring behind the silver three-pointed star, based on 
a tradition and reputation built and maintained for more than half a century...and still growing. It is for these reasons 
that Mercedes-Benz Dealers enjoy remarkable sales flexibility and minimum competition. 

Mercedes-Benz Sales, Inc. (2 subsidiary of Studebaker-Packard Corporation) 





$675* 
(ps). 


$605*; Star Chief 4-dr., (ps). 
'S4 Star Chief 4-dr., $430° 
'53 Chieftain 2-dr., $270*. 
RAMBLER—’57 station wagon, $1,150. 
'56 4-dr., $745. 
’55 station wagon, $700; Custom 4-dr., 
$660, $655. 
’653 2-dr., $230. 
STUDEBAKER—’57 Silver Hawk (8) 2- 
dr., $1,100; Commander (8) 4-dr., $1,- 
* 


000*. 
"56 Commander (8) 2-dr., $750. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of March 
18. The outlook for spring has brightened 
as many dealers report that retail business 
is on the increase. Our sale reflects this 
as the demand for cars is high and our 
consignments are increasing along with the 
demand. 

BUICK —’'56 RM Riviera 4-dr., $1,050* 


(ps). 

’55 RM Riviera 2-dr., $950* (ps); Super 
Riviera 2-dr., $810* (ps), $720° (ps), 
$700* (ps). 

’53 Special Riviera 2-dr., $195*, $140°*. 

‘52 Super 2-dr., $215, $150*. 

CADILLAC—'56 (62) sedan de Ville, $1,- 
605° (ps). 

‘55 (62) coupe de Ville, $1,600* (ps). 

"49 (62) sedan de Ville, $115*. 

OCHEVROLET—’58 Impala (8) Hardtop 2- 
dr., $1,900*; Biscayne (8) 4-dr., 2 at 
$1,550. 

"57 Bel Air (6) 4-dr., $1,360; Two-ten 
(6) 2-dr., $1,205, $1,200*, $1,160*, 
$1,150, $1,125, $1,115, 3 at $1,050. 

56 Bel Air (8) 4-dr., 2 at $1,110* (ps); 
Two-ten (8) station wagon, $925", 
$865*; Two-ten (6) 4-dr., $740. 

"55 Bel Air (8) 2-dr., $935*, $815*; Bel 
Air (6) Hardtop 2-dr., $845*; Two- 
ten (6) 2-dr., $660. 

"64 Two-ten 2-dr., $600*; Bel Air 4-dr., 
$600*. 

"63 One-fifty 4-dr., $315, $255; Two-ten 
4-dr., $315, $245. 

"51 Deluxe 4-dr., $190*, $120, $100. 

CHRYSLER—'57 NY Hardtop 4-dr., 
960° (ps). 

"66 NY 4-dr., $1,255* (ps). 

"653 Windsor Hardtop 2-dr., $215°*. 

ao. Power Master Hardtop 2-dr., 
* 
DODGE—'55 Coronet (8) 4-dr., $875*. 

‘54 Meadowbrook 4-dr., $385. 

FORD—'58 Custom (8) Ranch wagon, $1,- 
750; Fairlane (8) 500 Victoria 2-dr., 
$1,700* (ps); Custom (8) 300 2-dr., 
$1,400. 

"ST Country sedan (8), $1,420*, $1,125°; 
Custom (8) 300 2-dr., $1,175*, $1,100, 
$1,000; Fairlane (8) 4-dr., $1,100*; 
Custom (8) Ranch wagon, $1,105. 

"56 Fairlane (8) Victoria 2-dr., $1,075*, 
$885*, $800°; conv., $820* (ps); Coun- 


$1,- 
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$1,050* (ps), $935, 
$950*, $850*. 
$650*; Custom 


try Squire (8), 
$735; Ranch wagon, 

’55 Fairlane (6) conv., 
(8) 4-dr., $525, $480. 

’563 Custom (8) 4-dr., $480, $405, $355°; 
Main (8) 2-dr., $275, $250°*. 

’52 Custom (6) Victoria 2-dr., $205*, 
$175. 

HUDSON—’54 Hornet (6) 2-dr., $310. 
LINCOLN—’'52 Capri Hardtop 2-dr., $135*. 

’51 Cosmopolitan 4-dr., $105*. 
MERCURY—’57 Monterey Hardtop 2-dr., 

$1,355* (ps). 

’55 Monterey Hardtop 2-dr., $750*. 

’54 Monterey station wagon, $655*; 
tom (8) 2-dr., $500. 

’53 Monterey Hardtop 2-dr., $330, $200*. 
NASH—’52 Ambassador 4-dr., $105*. 
OLDSMOBILE—’56 (88) 4-dr., $950. 

’55 (88) Super Holiday 2-dr., $875* (ps). 

’54 (98) 4-dr., $515* (ps). 

’53 (88) Super conv., $225* 
Holiday 2-dr., $200*. 

PACKARD — '55 Clipper 
$495* (ps). 

PLYMOUTH—’58 Belvedere (8) Hardtop 2- 
dr., $1,750* (ps). 

’57 Belvedere (8) 4-dr., 
(8) 4-dr., $1,085*; Savoy 
$775. 

’56 Plaza (6) 4-dr., $270* 

’55 Savoy (8) 4-dr., $650. 

'54 Plaza 4-dr., $265; Savoy 4-dr., $115. 
PONTIAC—’57 Star Chief conv., $1,775* 

(ps). 

‘53 Chieftain 2-dr., $175. 

RAMBLER — '58 station wagon, 
(ps), $1,750° (ps); American 
dr., $1,300. 

’56 4-dr., $765. 


Cus- 


(ps); 


Hardtop 2-dr., 


$1,230°* ; 
(6) 


Savoy 
4-dr., 


(taxi). 


$1,995° 
(6) 2- 


STUDEBAKER—’55 Commander (8) 2-dr., | 


$500. 
WILLYS—'54 station wagon, $470. 
’53 Aero 4-dr., $145. 
MISCELLANEOUS — '56 Chevrolet 
pickup, $795; Ford panel, $385. 
’54 Chevrolet %-ton pickup, $480. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of March 17. 
BUICK—’59 Electra Hardtop 4-dr., $3,- 

245* (ps). 

’57 Century Estate wagon, $2,145* (ps); 
Riviera 4-dr., $1,725*; Super Riviera 
2-dr., $1,735*; Special 
$1,725* (ps); Riviera 4-dr., 


%-ton 


$1,675* 


(ps). 

’56 Special 2-dr., £1,270*; Riviera 2-dr., 
$1,170*. 

‘55 Super Riviera 2-dr., 
Special Riviera 2-dr., 
$960, $780. 

CADILLAC—’57 (62) sedan de Ville, $3,- 
200° (ps), $2,975* (ps). 

CHEVROLET—’'59 Impala (8) Hardtop 4- 
dr., $2,750°*. 

'58 Corvette, $3,300; Impala (8) Hard- 


$1,100° 
$1,045°; 


(ps); 
4-dr., 


(88) | 


Riviera 2-dr., | 


$2,105*; Brookwood (8), 
Air (8) Hardtop 2-dr., 
$2,015* (ps); 4-dr., $1,875* (ps). 
’57 Bel Air (8) Nomad, $1,670*; Two- 
ten (8) 4-dr., $1,430*, $1,390*, $1,375*, 

$1,190; 2-dr., $1,280, $1,160. 

’56 Two-ten Hardtop 4-dr., $1,205*; 4- 
dr., $1,070*; Bel Air (6) station wag- 
on, Delray, $920*; $1,095; One-fifty 
(6) 4-dr., $965. 

‘55 Two-ten (8) station wagon, $1,190*; 
Bel Air (8) 4-dr., $1,095* (ps), $975*; 
Two-ten (6) station wagon, $855*; 
One-fifty (6) 4-dr., $745. 

53 Bel Air 4-dr., $550*; 
Two-ten 2-dr., $500*, 
4-dr., $460*. 

CHRYSLER — ‘55 Windsor 
(ps). 

’54 NY Deluxe 2-dr., $740* (ps). 
DeSOTO—’53 Firedome 2-dr., $325* (ps). 
DODGE—’57 Royal (8) Hardtop 4-dr., $1,- 

425* (ps). 

"56 Custom Royal (8) Hardtop 4-dr., $1,- 

225° (ps). 

"53 Coronet (8) 
"51 Coronet (6) 
2-dr., $125*. 

FORD—’59 Ranch wagon (6), $2,280. 

’58 Fairlane (8) 500 Victoria 2-dr., $1,- 
930* (ps); Custom (8) 300 2-dr., $1,- 
625*; Custom (6) 300 4-dr., $1,550. 

’57 Country sedan (8), $1,600*; Fairlane 
(8) 500 4-dr., $1,505*; Custom (8) 300 
2-dr., $1,270*, $1,260; 4-dr., $1,225, 
$1,190; Custom (6) 4-dr., $1,120 

"56 Fairlane (8) Victoria 2-dr., $1,260*, 
$1,245*; Parkliane (8), $1,120*; Cus- 
tom (8) 4-dr., $875*, $810*; 2-dr., 
$845*, $820*. 

‘55 Country squire (8), $1,085* (ps) 

"54 Crest (8) Victoria 2-dr., $775* 

*53 Crest (8) Country squire, $510*. 
HUDSON—'55 Hornet (8) 4-dr., $505* 
LINCOLN —'58 Premiere Hardtop 4-dr., 
| $3,275* (ps). 

’56 Premiere 4-dr., $1,855* 
MERCURY "55 Monterey 

$1,150* (ps). 

'53 Monterey Hardtop 2-dr.. $545*. 
OLDSMOBILE—’58 (98) Holiday 2-dr., $2,- 

800* (ps). 

"57 (88) Super Fiesta, $2,165* (ps); 

4-dr., $1,400* 

"56 (88) 4-dr., $1,250 

*54 (98) Holiday 2-dr., $975* 

"53 (98) Holiday 2-dr., $595*° 
| PLYMOUTH — '57 Suburban (8) station 

wagon, $1,795*; Savoy (8) Hardtop 
4-dr., $1,435*; Hardtop 2-dr., $1,420*; 
4-dr.. $1,295°; 2-dr.. $1,020°; Bel- 
vedere (8) 2-dr., $1,150*. 

"56 Suburban (6) station wagon, $990*. 
| °55 Belvedere (6) station wagon, $880*; 
} Plaza (6) 4-dr., $515. 
| °54 Savoy 4-dr., $370; Plaza 4-dr., $360. 
"53 Cambridge 2-dr., $170. 
| PONTIAC—'57 Star Chief Catalina 4-dr., 
$1,595° (ps). 

"56 Chieftain 4-dr., $950°. 

"51 Chieftain 2-dr., $195. 
RAMBLER—'58 Super (6) 

$2,175°. 

"56 Custom 4-dr., $905*. 

STUDEBAKER—'5S7 Champion (6) 4-dr., 
$935, $895. 

aa Ford Ranchero, 
1,675. 
’57 Ford %-ton pickup, $1,030, 


top 2-dr., 
$2,025*; Bel 


2-dr., 
$430°*, 


$495*; 
$420°; 


4-dr., $915° 


station wagon, $460*. 
4-dr., $300*; Hardtop 


(ps). 
station wagon, 


(88) 


(ps). 
(ps). 


Cross country, 


"56 Ford %-ton pickup, $760; %-ton 
pickup, $600. 

"655 Chevrolet %-ton pickup, $855. 

’54 Ford %-ton pickup, $545. 

"563 GMC %-ton pickup, $595*; %-ton 
pickup, $530*; Dodge %-ton pickup, 
$455. 

"52 Chevrolet %-ton pickup, $430. 

*49 Ford \%-ton pickup, $360. 

*48 Ford %-ton Fiat Bed, $275. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
March 16. We had a good, hot auction 
here today, but we thought 1956 and 
1957 prices softened a little. It may have 
been on account of car quality, which was 
not up to par for this cream puff market. 
Most consignors reported the market about 
steady. We had a nice clear day for a 
change with moderate temperature, Sold 
117 cars from 152 consignments. 
BUICK—'57 Super Riviera 4-dr., 

(ps); Special Riviera 2-dr., 
(ps). 

56 Century Riviera 4-dr., $1,250*. 

"55 Special Riviera 4-dr.. $980; 2-dr., 
$850*; 4-dr., $720*; Super conv., $750* 
(ps); RM Riviera 2-dr., $730*. 

’54 Special Riviera 2-dr., 2 at $600*. 

‘53 Riviera 2-dr., $510. 
CADILLAC—'58 (6) conv., $4,100* 

’57 Eldorado 2-dr., $3,125* (ps). 

"56 (62) sedan de Ville, $1,730* (ps). 

'5S (62) conv., $1,540*; coupe de Ville, 
$1,450*° (ps). 

"54 (62) coupe de Ville, 
$1,225* (ps). 

CHEVROLET—'58 Impala 
100* (ps) 

'S7T Bel Air (8) 2-dr., $1,600*, 
Hardtop 2-dr., $1,510*%; Two-ten (8) 
4-dr., $1,150; Two-ten (6) 4-dr., $1,- 
150, $1,056, $1,050, $1,045; Bel Air 
(6) 4-dr.. $1,335°; One-fifty (8) sta- 
tion wagon, $830". 

"56 Bel Air (8) 2-dr., 
(6) station wagon, $1,000; 2-dr., 
$860; One-fifty 6) 2-dr., $765. 

"55 Bel Air (8) 2-dr., $990°, $860°; 4- 
dr., $550°*; Two-ten (8) station wagon, 
$900*: 4-dr., $650°: Bel Air (6) 2-dr., 
$920; Two-ten (6) 2-dr., $725, $640, 
$580; Delray, $625°; 4-dr., $600* 

"54 Bel Air 2-dr.. $620°, $560°; 4-dr., 
$600*; Two-ten 2-dr.. $420. 

"53 One-fifty 2-dr., $270. 

"52 Deluxe 4-dr., $220°; 
$160°. 

CHRYSLER—'57 
$1,650° (ps) 

‘S55 Windsor Deluxe 4-dr., $730° (ps). 
CONTINENTAL—’'SS Mark III 4-dr., $3,- 

425° (ps). 
DeSOTO—'57 Firedome 4-dr., $1,500° (ps). 

"56 Firedome Seville 2-dr., $1,060° (ps), 
$1.010*° (ps) 

‘SS Firedome Hardtop 2-dr., $780* 

‘SS Firedome Hardtop 2-dr., $750* 

‘53 Firedome 2-dr., $240° (ps). 
DODGE—'5S Coronet (8) Hardtop 

. 


$1,650° 
$1,480° 


(ps). 


$1,450* (ps), 
$2,- 


$1,540°* ; 


(8) 2-dr., 


$1,150°; Two-ten 


$967, 


station wagon, 


Windsor Hardtop 4-dr., 


(ps). 
(ps). 

2-dr., 

FORD—'5S Fairlane (8) 500 4-dr., $1,- 
700" (ps). 

"ST Fairlane (8) 500 Retractable, $1,750° 
(ps); Ranch wagon (8) 2-dr., $1,400°; 
Country sedan (8), $1,350; 


Shat-R: Proof windshields for all automobiles 


From Maine to California (and everywhere in 
between) Authorized SHAT-R-PROOF Distributors 
carry the most complete stock of windshields in 
the world, to quickly service ALL your auto glass 
needs. 


CALL 


4815 CABOT 


VISIT OUR CURVED WINDSHIELD DISPLAY 
Booth 214 
International Automobile Show 
April 4-12 
New York Coliseum 


AUTO GLASS FOR EVERY AMERICAN AND FOREIGN CAR 


YOUR { patty) DISTRIBUTOR—TODAY! 
SHATTERPROOF GLASS CORPORATION 


DETROIT 10, MICHIGAN 


AVENUE 


Fairiane | 


! 

(8) 4-dr., $1,120*; Fairlane (6) 4-ar 

| $1,050; Custom (6) 300 4-dr., $1,050*' 

| °56 Country sedan (8), $1,225" (pg): 

Fairlane (8) 4-dr., $1,100*; Victoria 

| 2-dr., $1,100*; Ranch wagon (8), 

| $960*; Custom (8) 4-dr., $960*: Vig. 

| toria 2-dr., $900*. 

| °55 (8) Club sedan, $700*; 
4-dr., $690; Custom (6) 

’53 Custom 4-dr., $330, 

(ps). 

| "52 Main Ranch wagon, $260, 

MERCURY—’57 Commuter, $1,480* (ps): 
Monterey 4-dr., $1,200*. : 


Fair! 
4-dr 
$250* 


ne (8 
$670° 
$190 


"56 Custom station wagon, $750*. 

"55 Custom 2-dr., $590; Monterey Harg- 
top 2-dr., $580*; 4-dr., $550 

"54 Monterey Hardtop 2-dr., 
$400*; conv., $400. 

*53 Monterey Hardtop 2-dr., $430*, 
OLDSMOBILE—'56 (88) Super 4-dr., §1,- 
| 400°; (88) 4-dr., $1,200*; Holiday 4. 

dr., $1,200* (ps). 

53 (88) 4-dr., $300* (ps). 

"52 (98) Holiday 2-dr., 
PACKARD—'56 Clipper 4-dr., 

*53 Clipper 4-dr., $160*. 
PLYMOUTH—'57 Savoy 

070 

*53 Suburban, $265. 
PONTIAC — '56 Chieftain Catalina 2-dr., 

$1,100*. 

"55 Star Chief 4-dr., 
$875* (ps): 
$850*, $620. 

"54 Chieftain Deluxe station wagon, 
$440° 

RAMBLER — '58 
Custom 4-dr., 

"56 4-dr., $740. 

STUDEBAKER 
$185. 
MISCELLANEOUS—’51 Ford Walk-in van, 


$150. 
BUFFALO 


Auto Auction. Sale ever; 
are for sale of March 17 
to a typical St. Patrick's Day storm some 
of our heavier buyers were blocked off 
Our consignment was down from our antic- 
ipated 125-135, but all in all 81 percent 
were sold 
BUICK 


$470° ; 


$300* (ps). 
$625* (ps) 


qs) $1,- 


4-dr., 


$900* (ps 2-dr., 
Chieftain Catalina 2-dr., 


station 
$1,600°*. 


wagon, $1,650: 


54 Champion (6) 4-ér., 


Thruway 
day. Prices 


Tues- 
Due 


"57 Special 2-dr 
"56 Special Riviera 2-dr 
‘55 Super 2-dr $850° 

dr.. $735, $660° 
"54 RM 2-dr., $340° (ps) 
"52 RM 2-dr., $130° (ps) 

CADILLAC (62) coupe de Ville 

610° (ps) 

CHEVROLET 

310 
| "55 Bel Air 


$1.495* 
$1.010*. $905* 
(ps); Special 2- 


55 $1,- 


‘58 Delray (8) 4-dr., $1,- 
(6) conv., $820; 
(8) 2-dr., $710°; Two-ten 
$655; 2-dr., $650*° 
"53 Bel Air Hardtop, $390°; 2-dr 
One-fifty 2-dr., $245 
DeSOTO—'53 Firedome 4-dr., 
DODGE—'57 Coronet (8) 2-dr., 
"56 Coronet (8) Lancer 2-dr., 
"53 Meadowbrook (6) 4-dr., 
onet (8) conv., $135* 
| FORD—'58 Custom (8) 300 
| "S57 Country Squire (8), $1,700° (ps); 
| Fairlane (8) Victoria 2-dr.. $1,350*; 
2-dr $1,295°; 4-dr.. $1,290° (ps); 
Custom (8) 300 4-dr., $1,.315*; Fair- 
lane (6) 4-dr., $1,060°; 2-dr., $995*. 
‘56 Country sedan (8), $1,085*: Custom 
(6) 2-dr.. $700; Fairlane (6) 4-dr., 
$625° 
"55 Country Squire (6), $900° (ps); 
Ranch wagon (6), $675: Fairlane (6) 
2-dr., 75°; Custom (6) 4-dr., $480° 
"54 Crest (8) Country Squire, $635: Main 
(8) Ranch wagon, $575*, $545*: 2-dr., 
$550° (ps). $400°; 4-dr., $355; Custom 
(8) 4-dr., $475° 
"51 Custom Victoria, 
LINCOLN—'52 Capri 
| MERCURY—'58 
(ps) 
"ST Monterey 2-dr., $1,275°. 
"55 Monterey 2-dr., $925°; 
$725° 
| OLDSMOBILE—'57 (88) 4-dr., 
"54 (88) Super Holiday 2-dr., 
(88) Holiday 2-dr., $700°. 
PACKARD — ‘56 Executive 
(ps) 
"S53 Clipper 4-dr., $420° (ps). 
PLYMOUTH—'58 Plaza (8) 4-dr., $1,130. 
‘ST Savoy (8) 2-dr., $1,050°, $910 
| *°S6 Savoy (8) 2-dr., $650 
"55 Savoy (6) 4-dr., $530; 2-dr., 
Plaza (8) 4-dr., $520; Plaza 
dr.. $350°. 
"54 Savoy 4-dr., $405 
PONTIAC——'57 Chieftain 4-dr., 
"56 Chieftain Catalina 2-dr., 
"55 Star Chief conv., $810*; 
Catalina 2-dr., $700° (ps). 
"53 Chieftain 4-dr., $370° (ps); 
$195 
RAMBLER—'55 4-dr., $455. 
‘53 Hardtop, $300°. 
WILLYS— 48 Jeep, with plow, $400. 


NEW YORK 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of March 17. Mar- 
ket very strong in New York area. Clean 
cars very scarce. Dealers bidding very 
actively. Sold 69 cars out of 90 consign- 
ments. 

BUICK—'55 Super Hardtop. 2-dr., $810* 
(ps); Special Hardtop 2-dr., $730* 
(ps). 

"54 Special Hardtop 4-dr., 
4-dr., $505* (ps), $375°. 

CADILLAC—'57 (60) 4-dr., $2,940° (ps); 
(62) Hardtop 4-dr., $2,750* (ps). 

ESS Biscayne (8) 4-dr., $1,- 
50. 

'S7 Two-ten (8) 4-dr., $1,175, $1,155, 
$1,120, $1,050, $1,025, 2 at $1,010; 
2-dr., $1,050, $1,015, $990. 

"56 Two-ten (8) 2-dr., $810, $800. 

’55 Two-ten (8) Hardtop 2-dr., $750; 
4-dr., $675*, $645; Two-ten (6) 2-dr., 
$570; One-fifty (8) 2-dr., $510. 

’53 Bel Air Hardtop 2-dr., $390*; Two 
ten Hardtop 2-dr., $305. 

‘55 Firedome 4-dr., $655* 

"54 Firedome 4-dr., $305*. 
DODGE—'54 Royal conv., $365*° (ps). 
FORD—'57 Fairlane (8) 500 coupe, $1L- 

370* (ps); Custom (8) 300 4-dr., $L- 
010; Custom (8) 2-dr., $830. 

’56 Fairlane (8) conv., $860°; 2-dr., 
$700; Ranch Wagon (8), $675°; Main 
(8) 2-dr., $530. 

*55 Fairlane (8) club sedan, $630°. 

’54 Ranch Wagon (8), $440; Crest (8) 
conv., $435*; Skyliner (8) conv. 

; Custom (8) 4-dr., $415*; 2-dr.. 
$305°. 

"52 Custom (6) 2-dr., $180°. 
MERCURY—’55 Monterey 4-dr., $540°. 

*54 Monterey Hardtop 2-dr., $380°. 
OLDSMOBILE — ’56 (88) 4-dr., $1,110°, 

(ps); Hardtop 2-dt., 


"53 (98) Hardtop 2-dr., $210*. 
PACKARD—’56 Clipper 4-dr., $750* (ps)- 


(Continued on Page 60, Col. 1) 


Two-ten 
(6) 4-dr., 


$210°; 


$180° 
$1,.380°. 
$940° 

$190; Cor- 


2-dr., $1,345 


$125° 
coupe, $310° 


Monterey conv., $1,890° 


4-dr., $815°, 


$1,360°. 
S775° (ps); 


4-dr., $750° 


$420; 
(6) 4 


$1,155°. 
$955 
Chieftain 


2-dr., 





$585° (ps); 


(ps). 
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FIFTY 


YEARS 


LANC 
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NEW YORK: 443 PARK AVENUE / BEVERLY HILLS, CALIFORNIA: 9130 WILSHIRE BLVD. 


OF FRADITIEGORH 


OLDEST AND LARGEST 


Announcing 
the availability 

of dealer 
franchises 


Here is Lancia engineering, Lancia craftsmanship, 
Lancia prestige. And this triple tradition has never been 
more dynamic, brilliant and marketable than in 

these current Italian masterworks. Lancia spans the 
entire medium price range, with models starting at 

the suggested retail price of $2892, P.o.E. 









Exclusive V-4 engine, superbly 
engineered by Lancia for compact 
power and exceptional economy. 


tS ae 





"a 


Exclusive V-6 engine, a power 
plant of truly advance design in the 
finest Lancia tradition. 





Exclusive Transaxle combines transmission, 
reduction drive and differential at rear end, along with 

inboard brakes. This system, counterbalancing the 
engine, affords superior braking, steering and cornering. 


See the full line of Lancia’s Appia and Flaminia models 


(including three newly added Flaminia models) at the International 


Auto Show, New York Coliseum, April 4 through April 12. 


AND CRAFTSMANSHITI® 


IMPORTER OF FINE EUROPEAN CARS-—-ASSOCIATED WITH LANCIA FOR 30 YEARS 
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LINCOLN — '56 Premiere Hardtop 2-dr., $185, $180; 4-dr., $250. $890*; (88) Holiday sedan, $88 
$1,425* (ps). "52 2-dr., $165, $155, $150. Super (88) 2-dr., $800*. 
MERCURY—’57 Monterey conv., $1,280*. ’51 2-dr., $180, $110. *54 (88) Holiday sedan, $710* 


e e m9 
5 i " - ’49 2-dr., $240. 52 (98) 4-dr., $100*. 
-Car Auction Prices os Main acting er Sade | SS 3 Saas mis ta Boe 
NASH—’56 Ambassador (8) 4-dr., $975* 


(Continued from Page 58) 
PLYMOUTH 
"55 Savoy 


Hardtop 2-dr., 
'57 Super Chief Catalina coupe, 


Chieftain 4-dr., 


’51 station wagon, 
MISCELLANEOUS 
1-ton panel 


WEST PALM BEACH, FLA. 


Palm Beach 
every Thursday 


’54 Chevrolet carryall, | 
truck, $160 


other excellent percent sold 


'57 Super 4-dr., 
RM Riviera 4-dr., 


Riviera 4-dr., 
"54 Century 


CADILLAC 


Special 4-dr., 
sedan de Ville, 


*54 Eldorado conv., 


OCHRYSLER—’53 NY 4-dr., $225*. "50 (88) station wagon, $135*. 

(ps). DeSOTO—’58 station wagon, $2,190* (ps). | PLYMOUTH—’56 Savoy (6) r., $640 
OLDSMOBILE — (88) Holiday 2-dr., 54 Firedome 4-dr., $230* | coupe, $565 

$1,450* (ps); (88) Super 2-dr., $1,- 3 Firedome 4-dr., $265* ’55 Suburban (6) station wagon, $599+ 
395° DODGE—’ 54 Royal sedan, $195*. ‘ ; (6) 4-dr., $330* 

| 

| 


PACKARD—’56 Clipper 4-dr., $600* (ps) ’563 Coronet (6) coupe, $180*; 2-dr.,| ‘53 > , $145 
PLYMOUTH—’ 57 Piaza (8) 4-dr., $1,200*; | $120*, $115*; station wagon, $165* | N -'57 Chieftain station wagon 


CHEVROLET—’59 Impala (8) Hardtop 4- 
$2,550* (ps); 4-dr., $2,335°*. 2-dr., $800* FORD ’658 Thunderbird sedan, $ 
"5S Corvette, $2,800; Bel Air (8) 4-dr., 56 Suburban (8), $9: (ps); Skyliner (8) Hardtop conv ° ’56 Chief Catalina sedar 545 
$1,810* (ps); Brookwood (8), $1,740* ' Savoy (6) 4-dr 050° (ps); Fairlane (8) 500 $345*, $185* 
(ps) | ’54 Belvedere station agon, $480 4-dr., $1,68 (ps), $1,600*; *53 Hardtop, $240* (ps); 4-dr., 
’57 Bel Air (6) 4-dr., $1,340 Two-ten| °53 Cranbrook 4-dr., $320* | (6) 2-dr., $1,220 | RAMBLE ’55 station wagon 
(6) station wagon, $1,3 PONTIAC 56 Chieftain Catalina ° ’57 Fair e (8) 50$ ictoria sedan, $1,- | STUDEBAKER "5S Silver fF 
'56 One-fifty (6) 2-dr., $775. $8 , $1,300* (ps), $1,200*, $1,150* $1,395*, $1,1 ; Scotsman 
'55 Two-ten (8) 4-dr., $650 "50 Chieftain (6) 2-dr., $255 $1,060*; Custom (6) 300 2-dr., $800 MISCELLANEOUS—’51 Kaiser dr., $100 
54 Two-ten 2-dr., $51 | ’'56 Fairlane (6) conv., $875 Custom 
r 4-dr., $400; 2-dr., $ ‘ ie y (8) 2-dr., $700 
luxe 4-dr., $165 DY ER, IND. ’55 Fairlane (8) Victoria sedan, $805* 
c 56 NY Hardtop 4-dr., $1,- Len Pollak’s Dyer Auto Auction. Sale Fairlane (8) 4-dr., $650*; Main (8) | Colorado Auto Auction. Sale every Mon 
O85* (ps) every Friday. Prices are for sale of March 2-dr., $560 | day. Prices are for sale of March : 
| DeSOTO '55 Firedome Hardtop 2-dr., | 20. Sold 9 cars out of 335 consignments. | ‘54 Custom (8) 2- 5; Crest | BUICK—’58 Special 4-dr $1,980* (ps) 
$800* (ps) BUICK 58 Special Riviera sedan, $1,92 (8) 4-dr., $380*; Me § -dr., $280 $1,890° ; 
DODGE 57 Royal (8) station wagon, (ps) $185 'S7 Super Riviera 2-dr., (ps 
$1,400* (ps) 57 RM Riviera sedan, $1,650* (ps); Spe- "53 Main (8) 2-dr., $190; Crest (8) Vic- Special Riviera 4-dr., g Dd 
6B Coronet (8) 4-dr., $725* (ps) cial 2-dr., $1,195* toria sedan, $165* $1,440* (ps) . 
5 Coronet (8) station wagon, $7 0* ; | 56 Special Riviera 4-dr., $1,115*; Spe- "52 Main (8) 2-dr., 5 Custom (8 '56 Special Riviera  2-dr., $1 
Custom Royal (8) Hardtop 2-dr., $750* cial 2-dr., $1,075* 4-dr., $155, $140 095*, $1,020* : 
(ps) '55 Special Riviera sedan, $750* (ps) "651 4-dr., $105 55 RM 4-dr., $82 
| FORD—’'59 Galaxie (8) Hardtop 2-dr., $2,- 54 RM Riviera sedan, $685* (ps): Super | LINCOLN "56 Premiere 4-dr., $1,700* 54 Super Rivier 
| 490° (ps). Riviera sedan, $450*. (ps) 53 Super 2-dr., $40¢ 
"58 Fairlane (8) 500 Skyliner, $2,150* "53 Super 4-dr., $185*. MERCURY 58 Monterey coupe, $1,785 CADILLAC 59 (62) sedan de Ville, $5 
(ps); Victoria 2-dr., $1,725* (ps), $1,- | CADILLAC—’57 (60) Special coupe, $2,- (ps) | 375* (ps): coupe de Ville, $4 800° 
(ps) 


5° 800* (ps) "56 Custom 2-dr $900*: Medalist coupe 
Ranch wagon (8), $1,200*, $1,100°| ‘56 (62) coupe de Ville, $2,000* (ps); $600*° a. ery 4. BNe (me 
: Custom (8) 300 27?dr., $955 $1,745° (ps) ’55 Monterey coupe, $790*, $740*; 2-dr eT (68) "Teena, —_ 73.00. . 
stom (6) 2-dr., $885; 4-dr., $830 coupe de Ville, $700° $445: Montclair coupe, $590*; sedan, ” $3,000° (pe) Fe = 
56 Fairlane (8) 500 conv., $900*: Ranch | CHEVROLET—’57 Bel Air (8) Hardtop $590 ‘56 (62) conv $2,115* (ps) oupe és 
wagon (8), $885, $810; Country sedan | 4-dr., $1,450° (ps) '54 Monterey 2 $350°; 2-dr., $320° Ville, $1,870* (ps) 5 
(8), $875*; Custom (8) 2-dr., $850°| °55 Two-ten (8) station wagon, $1,010 53 Hardtop, $190 CHEVROLET—'58 Brookwood (8), $1,975* 
(ps). $780°, $755* $755; Bel Air (8) 4-dr., $825° (ps) 1 4-dr., $110 (pe) oon bar Gan acde $3 ». $1, % 
‘55 Fairlane (8) Victoria 2-dr., $760*; | 2-dr., $ $715° ‘ASH 2-dr., $185 $1,800* (ps). $1 800°: Biscayne af 
2-dr., $565*: Custom (8) station wag- "54 Two-ten tion wagon, $705*: 2-dr., | OLDSMC LE 56 (88) Holiday 4-dr., ir., $1.495*, $1,420 . 
on, $665*, $630, $530* $490°, $25: Bel Air coupe O* $1,275", $1,190° (ps) ' Bel Air. (a) on ' $1.675* ” 
IMPERIAL—’51 2-dr., $130° ‘53 station wagon, $505; 2-dr $ ‘55 (98) 4-dr., $1,075* (ps); (88) 4-dr 540°: 4-dr $1,430°* "$1 BOK ‘ o1. 
mara mer E a - 355 Two-ten (8) station wagon, $1,- 
4-dr $1,385*, $1,27% 


Air (8) Hardtop 4-dr 
$1,13 $1,095*, $1,050* 
"55 Two-ten ) station wagon, $1.9: 
Air «(R) conv $965*. S860 4 
$860*: Two-ten (8) 2-dr., § 
57 NY 4-dr., $1,750° 
Regis, $1,.305* (ps) 
4-dr $1,.085* (ps) 
56 Royal (8) Hardtop 2 
300° (ps) 
55 Coronet (8) 4-dr., $650* 
54 Meadowbrook (6) 4-dr., $ 
4-cr » 
Coronet (6) 4-dr $195° 
59 Thunderbird conv., $3,950* 
yalaxie (8) 4-dr., $2,750° (ps) 
. 500 coupe, $2.4 (ps); 
tom (8) 300 2-dr., $2,185 
Fairlane (8) 500 Skyliner, $2.105* 
(ps) 4-dr $1.860* (ps) $1 
$1.765* (ps) $1.740° (ps) Cou 
sedan (8) $2.075* (ps) $1,.920* ps) 
Sustom (6) 300 4-dr $1.365° 
y sedan (8), $1,520° (ps $1.- 
r., $1,495° 
: Custom 
2-dr., 205° 
56 Fairlane (8) Victoria 2-dr., $1,130°*; 
conv $1.125* (ps): Main (8) 2-dr., 
sso0* 
45 Country sedan (8), $1,070* 
RIAL—"t Crown Imperial 400° 
(ps) 
"S4 4-dr., $640° (ps) 
LINCOLN ‘58 Premiere 4-dr., 
(ps) 


(Continued on Page 61, Col. 


Jaguar—'58 coupe, $2 
Volkswagen—"57 Karmann-Ghia, 


Detroit 


MG—'57 roadster, $1,500 


0) . Dyer, Ind. 
4 rig Py, Triumph 'S7 Roadster, ° $1,725. 
rg teh fi a A 'Y ae 


E. Rutherford, N. J. 


Fiat—'57 station wagon, $610 
Hillman—’'5S8 station wagon, $970. 
Isetta—'57 coupe, $380 
Metropolitan—’'59 Hardtop, $1,250. 
Morris—'54 Minor 2-dr., $205. 

"53 Minor 4-dr., $250. 


Littleton, C 


Renault—'58 Dauphine 4-dr., 
Volkswagen—'59 2-dr., $1,800. 
'57 2-dr., $1,200. 


ri Los Angeles 
Fiat—'5S8 Multipla, $900. 
4 F ’57 4-dr., $700. 
* Yd e © y* * Ford (English)—'5S8 Anglia 2-dr., $935. 


Jaguar—’'52 coupe, $520. 
MGA—’58 Roadster, $1,740. 
Sunbeam—’57 Rapier, $1,290. 
Triumph—'59 station wagon, $1,450. 

’57 Roadster, $1,690. 
Volkswagen—’59 2-dr., $1,750. 

’58 2-dr., $1,545. 

'56 2-dr., $1,025. 

'55 2-dr., $805. 

’53 2-dr., $685. 
Volvo—’58 2-dr., $1,495. 
Zephyr—’57 4-dr., $950. 

'63 4-dr., $235. 


Renault—’57 Dauphine 4-dr., $ 
Skoda—’58 2-dr., $530. 


Portland, Ore. 


Metropolitan—'56 sedan, $695. 
Simea—'58 station wagon, $1,095. 


West Palm Beach, Fla. 


Fiat—’58 4-dr., $1,065. 

Mercedes-Benz—’'52 4-dr., $1,150. 

Metropolitan—’55 Hardtop 2-dr., $700 

Renault—'58 Dauphine 4-dr., $995. 

Simea— 58 4-dr., $1,175. 

Volkswagen—'57 Sunroof 2-dr., $1,125. 
’54 Sunroof 2-dr., $765. 
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57 Premiere Hardtop, $2,030* (ps). 
'56 Capri 4-dr., $1,690* (ps). 


ERCURY—'58 Montclair 4-dr., $2,275* 
(ps). 

’57 Montclair 4-dr., $1,610* (ps), $1,- 
495* (ps). 

56 Monterey station wagon, $1,290* 
(ps), $1,200*. 


’55 Montclair conv., $950* (ps). 

’54 Monterey Sun Valley, $625* (ps). 

°53 Montclair 2-dr., $520, $270. 

"50 2-dr., $110. 

ASH—’'53 Statesman (6) 4-dr., $370*. 

"OLDSMOBILE—’'58 (88) Super Holiday 2- 

dr., $2,435* (ps). 

’57 (98) 4-dr., $1,650* (ps); (88) Super 
4-dr., $1,475". 

’56 (88) Super 4-dr., $1,325*, $1,200° 
(ps); (88) 4-dr., $1,190*, $1,100° (ps), 


"54 (88) 4-dr., $325°. 

LYMOUTH—’58 Suburban (8), $2,075*. 
’57 Belvedere (8) 4-dr., $1,440*, $1,385*, 
$1,375*; Suburban (8), $1,300. 

’56 Plaza (6) 4-dr., $790. 

"55 Belvedere (8) 4-dr., $835* 
Savoy (8) 4-dr., $655, $435. 

’54 Plaza 4-dr., $385; Belvedere Hardtop 


(ps); 


2-dr., $345°. 

NTIAC—'59 Star Chief 4-dr., $2,800* 
(ps). 

’57 Chieftain 4-dr., $2,000°. 


Used-Car Auction Prices 


(Continued from Page 60) 





’56 Chieftain Safari, $1,415* (ps); Star | 


Chief 4-dr., $1,050* 
'54 Star Chief 4-dr., $435* (ps). 
’53 Chieftain (8) coupe, $270 
IiMBLER—'59 Super (6) station wagon, 
$2,365. $2,169 
’57 Custom station wagon, $1,425*, $1,- 


"55 2-dr., $690 
ILLYS—’57 station wagon, $1,340 


ISCELLANEOUS—'59 Chevrolet ‘%-ton 
pickup, $1,734. $1,700 
"58 Dodge %-ton pickup, $1,200; Ford 


%-ton pickup, $1,340 


’57 Chevrolet %-ton pickup, $1,195, $960; | 


Ford %-ton pickup, $1,035 
*56 Chevrolet %-ton pickup, $680 
"55 Chevrolet %-ton Cameo, $690; %-ton 


pickup, $435 
DETROIT 
Aptco Auto Auction. Sale every Wed- 
esday. Prices are for sale of March 18 


UicK—'57 Century Estate wagon, $1,- 
805* (ps); conv., $1,680°; Super conv., 
$1,.670*; Special conv., $1,585" (ps); 
Riviera 4-dr., $1,630*°; 4-dr., $1,400°, 
$1,275*; 2-dr., $1,240°; RM Riviera 
2-dr., $1,575° (ps) 

"56 Special 4-dr., $990° 

55 Super HKiviera 2-dr., $830° (ps); 4- 
dr., $810* (ps); Century Riviera 2- 
dr., $790* (ps); Special Riviera 2-dr., 


750°, $725°; 4-dr., $680°, $685*, 
$535". 
"53 Super Riviera 2-dr., $335* 


ADILLAC—'59 (62) coupe de Ville, $4,- 
850° (ps) 

"58 (62) sedan de Ville, $3,625°. 

"57 (62) conv., $2,850° (ps) 

"56 (62) sedan de Ville, $1,775* 


CHEVROLET—'59 Impala (8) conv., $2,- 
700°: Hardtop 2-dr., $2,665° (ps) 
‘58 Impala (8) Hardtop 2-dr., $2,100*, 
$2.090*: Brookwood (8), $1,765; Bel 
Air (8) Hardtop 2-dr., $1,750*°; Bis- 
cayne (8) 4-dr., $1,680°, $1,600°, $1.-| 
565°; 2-dr.. $1,625* (ps); Delray (8) 

2-dr., $1,405. 


"ST Bel Air (8) Nomad, $1,750; 2-dr., 
$1,300*, $1.250°; One-fifty (8) 2-dr., 
$1,100, $1,015; Two-ten (8) 2-dr., $1,- 
075, $1,065 


"56 Two-ten (6) station wagon, $950*; 


4-dr.. $750; Bel Air (6) 4-dr., $750; 
One-fifty (6) 2-dr., $385 

"55 Bel Air (6) Hardtop 2-dr., $825°; 
Two-ten (6) station wagon, $750*, 
$730, $705*; Bel Air (6) 2-dr., $710°; 


Two-ten (8) Delray, $700*° 


CHRYSLER—'57 NY Hardtop 2-dr., $1,- 
750° (ps); Windsor Hardtop 4-dr., $1,- 
630° (ps) 


"55 NY Hardtop 2-dr., $820°. 
DeSOTO—'57 Firedome Sportsman 2-dr., 


$1,.375*° (ps); 4-dr., $1,285 
56 Firedome Hardtop 2-dr., $810. 
"55 Firedome Seville 2-dr., $855. 


DODGE — ‘57 Coronet (8) Lancer 4-dr., 
$1,480*. 

"56 Coronet (6) 4-dr., $625 

EDSEL-—'58 Pacer conv., $1,850*° (ps). 
FOR D—'58 Thunderbird 2-dr., $3,200* 
(ps), $3,185° (ps), $3,135° (ps) 

"S57 Thunderbird, $2,340; Country sedan 
(8), $1,590° (ps); Fairlane (8) 500 
Victoria 4-dr., $1,400* (ps), $1,310°*, 
$1,200: Victoria 2-dr., $1,310*, $1,360° 
(ps), $1,300*°; Country sedan (6), $1,- 
390*, $1,300°; Fairlane (8) 2-dr., 
$1,275*; 4-dr., $1,175*; Ranch wagon 
(6), $1,115; Custom (8) 300 2-dr., 
$1.065°. 

"56 Fairlane (8) Victoria 2-dr., $1,155*; 
Country sedan (8), $1,150* (ps), $1,- 
100°. 

"55 Country sedan (8), $835; Fairlane 
(6) conv., $740*, $675*; Main (6) 2- 


dr., $380. 
’54 Custom (8) Country sedan, $605*; 
Crest (8) Victoria, $450*; Main (8) 


Ranch wagon, $375; Custom (6) 2-dr., 
$265; Main (6) 4-dr., $255; Crest (6) 
Country sedan, $250. 

*52 Main (8) 2-dr., $160°*. 

HUDSON—’57 Hornet (8) Hardtop 4-dr., 

$1,240°* (ps). 

"56 Hornet (6) 4-dr., $725*. 

TMPERIAL—’58 Hardtop 2-dr., $3,640°*. 

LINCOLN —'’58 Premiere Hardtop 2-dr., 

$2,900* (ps). 

MERCURY—'57 Monterey Hardtop 2-dr., 
$1,385* (ps). 

"56 Monterey 4-dr., $875*; 
Hardtop 2-dr., $875°. 

‘55 Custom Hardtop 2-dr., $625*; 2-dr., 
$530*. 

NASH—'55 Ambassador (8) 4-dr., $560. 

OLDSMOBILE — '59 (88) Holiday 4-dr., 
$2,900* (ps). 

’58 (88) Super Holiday 2-dr., 


Custom 


$2,160° 


(ps). 
"57 (98) Holiday 4-dr., $1,815*; 4-dr., 
—— (ps); (88) Super 2-dr., $1,- 


*56 (88) Holiduy 2-dr., $875*. 

"55 (88) Super Holiday 2-dr., $865* 

(ps); (88). Super 2-dr., $770*. 

*54 (98) Holiday 2-dr., $670*; (88) Super 

conv., $650*; (88) 2-dr., $495*. 

*53 (88) Super 4-dr., $300*. 

"52 (98) 4-dr., $150*. 

ACKARD —'56 Clipper Hardtop 2-dr., 
$875* (ps). 

*54 Clipper 2-dr., $330. 

WMOUTH—'58 Savoy (8) 2-dr., $1,530*. 























AUTOMOTIVE NEWS, MARCH 30, 1959 








 ' 


ier to Operate... 


| BALANCER 


61 





dr., $875* (ps); Special Riviera 2- (ps), $915; Two-ten (8) 2-dr., $825, ° 
dr., $810*; conv., $610*; 2-dr., $600*. $685*; 4-dr., $820*; Two-ten (6) 2- rices on mports 
*54 Century Riviera 2-dr., $665*; 4-dr., dr., $670*. 
$610* (ps). ’54 Bel Air station wagon, $750*, $680*; 
’53 Super Riviera 2-dr., $365*, $225*. Hardtop 2-dr., $550*; 2-dr., $535; Reported ont y 
CADILLAC—’57 (62) sedan de Ville, $3,- ab Goreeita 81306") Bat se Ot 
280* (ps), $3,050* (ps); coupe de ; orvette, , ; Be r 2-dr., 
Ville, $3,250* (ps), $3,135" (ps); $465; 4-dr., $330*; Two-ten Towns- HEMPSTEAD, N. Y.—The actual 
conv., $3,010° (ps); (60) Special 4-| ,, man, $450°; 2-dr., $345. cash value of used foreign cars is 
dr., $3,195* (ps). 51 Deluxe sedan, $485; 4-dr., $200,/—~ a a d 
: . . ‘ 56 (62) sedan de Ville, $2,270* (ps). 8190. listed monthly in the “Importe 
"' on 400 “He i aa A "55 (62) coupe de Ville, $1,955* (ps), 50 Deluxe 4-dr., $115*. Car Gold Book,” which was intro- 
) Hardtop 4-dr., $1,355°; $1,950* (ps), $1,930* (ps), $1,850* | CHRYSLER—’57 Saratoga Hardtop 4-dr., Weid 
Suse’ Gites”; Dine (Onn. ta” (ps), $1,575* (ps); sedan de Ville, $1,750° (ps). duced last August by Hugh on. 
. , . ; “Gr., 91, $1,700* (ps), $1,550* (ps). *51 Saratoga club coupe, $110*, $100*. inger, head of Hempstead Auto be 
$915; Savoy (6) 4-dr., $875; 2- ’54 (62) sedan de Ville, $1,195* (ps), | CONTINENTAL—’56 Mark II Hardtop & ee . P . 
‘68 Belvedere (8) 2-dr., §8s0° $1,100* (ps). coupe, $3,800* (ps). and his associates. 
« om “9 e ’ . ote * °°. e : ‘ 
’55 Belvedere (6) conv., $550*: 4-dr., a sTs5e } — ae ve? res voee — Sporteman sdr., He said the publication was a 
$225; Savoy (6) club sedan, $425°. $655* (ps); (60) Special 4-dr., $850* | DODGE —’58 Coronet (8) Lancer 4-dr.,| result of the “sudden upsurge in 
PONTIAC—’58 Chieftain 2-dr., $1,575. (ps), $790* (ps). $1,705* (ps). Soma ivi 
Chieftain Catalina 4-dr., $1,385°. 152 °(80) Special 4dr, $670° (ps); (62)| °S7 Coronet (8) Hardtop 4-dr., $1,480 | foreign-car activity which found 
"56 Star Chief Catalina 4-dr., $955*. sedan de Ville, $435*. (ps); Lancer 4-dr., $1,440*; Custom | Many new and used-car dealers un- 
"55 Chieftain Catalina 2-dr., $610*, 49 (60) Special 4-dr., $350*. Royal (8) conv., $1,450* (ps), $1,135* repared to handle the vehicles 
$605*; 2-dr., $600*. CHEVROLET—’59 Impala (8) conv., $2,- (ps). ——- _ 
Chieftain Deluxe (6) 4-dr., $155*, 870* (ps); coupe, $2,835* (ps); Hard- ’56 Coronet (8) Lancer 2-dr., $1,005*. because of lack of knowledge of the 
top 2-dr., $2,775* (ps), $2,610* (ps); | °53 Coronet (8) Diplomat, $350*; 4-dr., valu im- 
—°58 Ambassador (8) 4-dr., Bel Air (6) 4-dr., $2,375* (ps); Hard- $295*, $235. actual cash e of a used 
$1,615*; station wagon, $1,- top 2-dr., $1,935* (ps). *52 Coronet (6) 4-dr., $100*. ported car. 
$1,775. "58 Corvette, $2,630; Impala (8) Hard- | EDSEL—’58 Pacer Hardtop 2-dr., $1,775* : : +: 
’55 station wagon, $665. top 2-dr., $2,175*, $2,115* (ps), $2,- (ps); Ranger Hardtop 2-dr., $1,255. The idea for the guide was con 
STUDEBAKER—'56 2-dr., $665, 055*; conv., $2,100* (ps); Brookwood | FORD —'59 Thunderbird, $3,975* (ps),| ceived just before World War II 
(8), $2,010*, $1,970*; Bel Air (8) $3,965* (ps), 2 at $3,950* (ps), $3,- 
LOS ANGELES Hardtop 4-dr., $1,915* (ps), $1,805* 800* (ps); Fairlane (8) 500 Victoria when Hempstead Auto, then a large 
a 5 a = (ps). te =.<ae (ps); Country sedan | wholesaler of domestic cars, began 
aro enry’s s Angeles Dealer Auto ’57 Corvette, $2,595; Two-ten (8) Towns- (8), ,450*. ‘ ‘ 
Sale every Tuesday. Prices are man, $1,720*, $1,605*; 4-dr., $1,385* ’58 Thunderbird, $3,600* (ps), $3,495* to handle an es number of 
tor sale of Marah 17. ~ (ps), $1,250*; 2-dr., $1,330; Bel Air {ps ——. (ps), a on = imports, Hempstead said. 
JICK—'57 entury Estate wagon, $1,- (8) Hardtop 2-dr., $1,595* (ps), $1,- ; alrlane (8) 5 -ar., , P . : 
Riviera 2-dr., $1,725* | (ps); 590* (ps), $1,520° (ps); 4-dr., $1,155* (ps): conv., $1,850* (ps); Victoria] With the growth of the import 
Riviera 4-dr., $1,600* (ps); RM Rivi- (ps), $1,525*; Hardtop ‘4-dr., $1,500 2-dr., 2 at $1,800* (ps); Country| market since the war, Hempstead 
era 4-dr., $1,700* (ps). (ps); Two-ten (6) Townsman, $1,535°; sedan (8), $1,925* (ps); Ranch wagon . . : 
Riviera 4-dr., $1,290* (ps), 2-dr., $1,340°. (8), $1,700; Custom (8) 300 2-dr.,| said, his firm became an import 
(ps); RM Riviera 2-dr., $1,- °56 Bel Air (8) Hardtop 2-dr., $1,275*, $1,500*; Custom (8) 2-dr., $1,475*; | wholesaler exclusively. A owin 
Century Riviera 4-dr., $1,- $1,245*; conv., $1,150*, $1,035*; Hard- Custom (6) 2-dr., $1,385. . y . Bc e 
Special Riviera 4-dr., $965*. top 4-dr., $950*; Two-ten (8) Hardtop ‘57 Thunderbird, $2,815* (ps), $2,670*| volume of price enquiries from 
'5S Century Riviera 4-dr., $1,175* (ps), 4-dr., $1,150*; 4-dr., $865*; 2-dr., (ps), $2,625* (ps), $2,500* (ps); Fair- led to introduction of the 
(ps), $925*; Riviera 2-dr., $820*; Two-ten (6) 2-dr., $890. lane (8) 500 Skyliner, $1,890* (ps); dealers 
conv., $685*; Super Riviera 2-| °55 Bel Air (8) Hardtop 2-dr., $1,125* (Continued on Page 62, Col. 3) guide last year, he added. 








with exclusive Hand Strobe Light ! 


Builds service profits faster! Now, 
with Alemite’s brand new electronic 
wheel balancer, you can balance 
wheels completely, on the car, in the 
record-smashing time of less than half 
an hour! Only the new Alemite 
Wheel Balancer features all these ez- 
clusive advantages to help you handle 
more balancing jobs and build service 
profits faster. 


© New “Move-About” Hand Strobe 
Light works both indoors and out- 
doors for handier, faster, easier bal- 
ancing! Built-in meter shows amount 
of unbalance and sells need for bal- 
ancing — gives proof that job has been 
done. 


@ New Dual-Control Vibration 
Pick-Up. Only the Alemite balancer 
registers both up-and-down and side- 
to-side unbalance... corrects all un- 
balance right on the car. 


© Balances all sizes of wheels—on the 
car! No attachments needed to oper- 
ate —no additions to buy .. . never 
becomes obsolete. 


© New, low-slung, all-in-one design! 
All parts, including weights, are car- 
ried in one compact, rugged, easy-to- 


roll unit. 


Three models—11/ h.p. single spinner, 21/2 h.p. 
double spinner, 5h.p. heavy-duty truck spinner. 


oe tne ee 


MAIL COUPON 


Symbol of} 


TODAY! 


ALEMITE 





Available Now For 


Free Dealer Showings... 


Two new Alemite full-color films on wheel 
balancing! “Waggin’ Wheels” tells the story 
of the cause and effect of unbalanced wheels. 
“Noah Had A Word For It” demonstrates the 
technique of wheel balancing, and portrays 
the profit potentials of this service. Reserve 
a date for your free showings now! . 


ALEMITE, Dept. AP-39 
1850 Diversey Parkway, Chicago 14, Illinois 
(CD Please contact me and reserve a date for 
free Alemite film showings. 


(CD Please arrange for free wheel balancer dem- 
onsteation. 
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Company. 
City__Zone___State_ 








at | 2 
DARGESTIAND MOS TIMODERN, 
3 


SPACE No. 5 AT THE SHOW 
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Victoria 4-dr., Victoria 
2-dr., $1,550*, $1,545* <‘ps), $1,525* 
(ps), $1,520° (ps), $1,515* (ps); club 
sedan, $1,425* (ps); Country sedan 
(8), 2 at $1,700* (ps), $1,655* (ps), 
$1,555*;: Ranch wagon (8), $1,485* 
Custom (8) 300 2-dr., $1,250*, $1,205* 
$1,110*: Custom (8) 4-dr., $1,045*; 
2-dr $920*; Custom (6) 4-dr., $1,- 
040*, $960 

"56 Thunderbird, 
Ranch wagon $1,170* (ps); 
$870*; 2-dr., $840*, $790, $740; 
lane (8) Victoria 2-dr., $1,080°* 
$1,035* (ps), $970*, $950* (ps), $845*; 
conv $845*; club sedan, $800* (ps); 
town sedan $955* (ps); Main (8) 
business coupe, $790* 


$1,730* 


$1,725* (ps); 


$1,900: (8) 
4-dr., 
Fair- 
(ps), 


Custom 


$1,610* 
$1,000* 


$800* 


"55 Thunderbird 
(ps); Country 
$930*, $895*; Fairlane (8) conv 


New Truck Lamp 
Called Brighter 


BLOOMFIELD, N, J.— Westing- 
house Electric Corp. has introduced 
a heavy-duty truck and bus head- 
lamp which it says provides nearly 
twice the brightness of ordinary 
headlamps on the lower beam and 
is extremely resistant to shock. 


(ps) 


An extension of the recently an- 
nounced “Town-and-Highway” line, 
the new Safe-T-Beam headlamp 
also features a vastly improved 
beam pattern, Westinghouse said, 
and, despite its greater brightness, 
the new bulb causes no increase in 
battery drain. 


The complete change in design 
of the new headlamp will provide 
the driver of a conventional two- 
headlamp truck with a quality of 
lighting which approaches that of 
the newer four-headlamp arrange- 
ment used on most new autos, the 
firm added. 


BY SWEDEN’S LEADING BUILDER OF JETS 


...the economy car 


| of activity 


| percentage of sales 





For name of nearest dealer write or phone Saab Motors Inc., 405 Park Ave., New York 22, N. Y. « PLaza 1-7115 


2-dr., 
$635°*; 
sedan, 
(6), $800; 
Main (6) 
2-dr., $350 
(6) 2-dr 
$350 
(8) 


(Rm) 


$785*; 
town 
$635*, 


Victoria 
$750*, 
town 


(ps); 
sedan, 
$635", 
Country sedan 
4-dr $585; 
Custom (8) 
54 Custom 
(8) 4-dr 
Crest 
Custom 
Main (8) 2-dr., 
"52 Custom 
(8) conv 


sedan, 
$600*; 
Main (8) 
4-dr., $485; 
$475*; Custom 
Victoria, $43: 
2-dr., $390*; 
$310* 
4-dr 
$170* 
istom (6) 2-dr $100* 
48 Deluxe (6) 2-dr $290 
HUDSON 4 Hornet (6 
(ps) 
52 Hornet (6) 4-dr 
LINCOLN 58 
(ps); Capri 
56 Premiere 
apri conv 
54 Capri coupe 
53 Capri conv 
politan coupe 
MERCURY 59 
56 Montclair 4-dr $960 
"55 Monterey coupe, $875* 
4-dr $685°* Montclair 
ps); coupe, $785*, $750* 
54 Monterey coupe, $500 
52 Monterey coupe, $225 
NASH Statesmar 6) 
OLDSMOBILE 
$3.550* (ps 
57 88 Ho iy 2-dr 
v., $1,760° ( 


1,675* 


53 


(3) $245*, $155; 


50 C 


$480* 


$165* 
Premiere 
coupe 
coupe 
$815 
$705* (ps) 
$460 (ps) 
$365* (ps) 
Monterey 4-dr 


$3,300 


(ps) 
(ps) 


coupe 
$2,965* 
$1,800° 


55 « (ps) 


59 OR) 


9s conv 
Holiday 4-dr 
56 SS He 
SS Super 
Hol 


$315* 
Holiday 
"50 (88) 4-dr 
dr., $130° 
PACKARD 58 
(pe? 
"56 Clipper Hardtop 2-dr., $895 
PLYMOUTH 58 Custom S)» Sut 
$1,.900* 
57 Belvedere (8) 
Hardtop 4-dr $1 
Savoy ‘R) 4-dr 


52 9S) 4 
$175* 


Hardtop 


4-dr $1,460° ps 
410° ps $1,215* 
$1,100 Plaza 8 
2-dr $835 
56 Suburban $1,305*° (ps Belve 
dere (8) 4-dr., $850*° 

55 Belvedere (8) 4-<dr $770° 

54 Belvedere 4-<dr $425 s400* 
Deluxe 4-dr $195 

Super Chief Safar 


Catalina 2-<dr 


(R) 


50 Specia 
PONTIAC 57 
(ps); Chieftair 
(ps) 

"56 Star Chiel 
tain Catalina 2-<dr 
$845°; 2-dr $755 

"55 Chieftain Catalina 
2 ur $590" 

54 Chieftain statior 

53 Chieftain (8) conv ; 6 
4-dr., $265, $255*. $215 

52 Chieftain (8) conv $125 

RAMBLER 57 Custom (8) C 
$1,.565"° 

"53 Cross country 

"S52 station wagon 

51 station wagon 

STUDEBAKER S44 
$465 

53 Comm 
Champion 

"50 Champion (6) 2-dr 

MISCELLANEOUS ‘55 
mino, $2 

ST Chevrolet tor pickup $1.04 
Ford R $1,195 -ton pickup 
$1,030° 

56 Chevrolet pickuy $1,000*° 
Doge ton pickup, $770; Ford - 
ton pickup, $825, $735; GMC 4 -tor 
pickup, $825* 

"55 Chevrolet Cameo 
pickup $5810° Dodge -ton pickup 
$600 Ford i-ton pickup, $650; GMC 
sub $700° Willys tor pickup 
$925 

*S4 Ford ton pickup 

"53 Ford ton pickup 

"51 Studebaker -ton pickup. $225* 

‘47 Chevrolet i-ton pickup, $255 

* * * 


conv $955 


$285° 
$210° 
$265° 
Commander (5S 
ander 8) 2-<dr 
(6) 4-dr $320° 
$145" 
Chevrolet El Cc 


070 
anchero 


-tor 


$1,025 tor 


$500 
$500° 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange 
every Wednesday ‘March 18) 
alltime high due to excellent 
Prices were strong across the board, 


Sale 


selection 


1953 and down group was bringing top 
dollar and foreign cars and trucks are still 
in great demand. Buyers were taking home 
very clean cars that were offered. A little 
more detailing on the part of the seller 
will certainly pay for itself, Sold 79 per- 
cent of 506 cars consigned 
* * 
; EBENSBURG, PA. 
Ebensburg Auto Auction Sale 
Thursday (March 19). Pienty of 
and sellers today; spring is here and lots 
in used cars. Sold 58 cars from 
70 consignments 
* * * 


MANHEIM, PA, 

Manheim Auto Auction, Inc. Sale 
Friday (March 20). Today was a beautiful, 
warm, spring-like day. Prices 
was good 
the size of the sale. Sold 79 percent of 789 
cars registered. 

* . * 


MASON CITY, IA. 

Central States Auto Auction. Sale every 
Wednesday (March 18). Market 
Bad weather hampered retail and whole- 
sale. Sold 67 percent of 130 cars registered. 

* * * 


NASHVILLE, TENN 
Nashville Auto Auction. Sale every Wed- 
nesday (March 18). Prices declined a few 
dollars. Sold 146 cars from 248 consign- 
ments. 


| what | 


* * * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (March 20). We had an extra good 
sale today. Weeded more clean cars to 
meet the demand. 


Sales at/| 


with | 
| 1955-56 cars still selling exceptionally well 


every | 
buyers | 


every | 


strong— | 
considering | 


strong. | 


| page 


club 


ongress 


MICHIGAN BLVD. AT CONGRESS Sr 


tT Tae lee 1) 


7° 
ms trom s 


1000 roo 
chitdren 


sir-Conditioned Rooms 


WM. BURNS 
Gen. Mor 


Radio and T 
Harrison 7- 


LEONARD HICKS 
v.P. ond Mag. Director 


FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 


A PORTABLE ALL-STEEL 


Obit BUILDING 
for your 

‘ar CAR 

LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here's an attractive, all-steel building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
you're in business. Simple to move to new 
location as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details. 


VALENTINE MFG., INC. 
P. O. BOX 667-N WICHITA, KANSAS 


STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


ADVERTISEMENT 


CAUGHT 


your eye with this little 
column, practicing 
preach, You 
can catch a hundred- 
fold more eyes with a 
series of columns than 
with a series of quarter- 
ads, and they 
will sell more cars and 
service. | write the 
column for you. You 
become a columnist 
with human interest 
material that appears 
to be “soft sell,"’ but 
is the “hardest sell" 
you can achieve, plus 
top personalized pub- 
lic relations, Write 


Edward Fiske Co., wane NY. 





New Yorkers do everything other people do. Only more 
so. For example, they buy more cars than the people 


in any other market. And you can sell them more cars 


by using more space more often in The New York Times 


.... first in New York in automotive advertising 
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West Coast DeSoto Dealers Elect Officers— 


George Kari, left, Pasadena, newly elected president of the DeSoto Dealers Assn. 
of Southern California, and C. D. Colley, second from right, Los Angeles, vice-president, 


How They're Pushing Sales... 


Dealer Ad Ideas 


Safety Stressed in Alaska 


OUR dealers joined in a coop- 

erative safe-driving ad in the 
Anchorage (Alaska) Daily Times. 
They included: 

Jimmy Vernon, manager of 
Alaska Sales & Service and the 
Auto Center (Chevrolet-Cadillac- 
Oldsmobile-Pontiac-G MC Trucks); 
Julian Longaria, Nu-Kar Sales, Inc. 
(Studebaker); Austin Simonds, 
Westward Motors (Ford-Edsel-Lin- 
coln-Mercury), and Bill Wallace, 
Wallace Motor Co, (Rambler), 


+ * * 


‘The Fleet's In’ 


B. SMITH FORD, Buffalo, pro- 

*moted truck-fleet business with 

a newspaper ad showing a fleet 

purchased by a Buffalo heating- 

supply firm. The ad was captioned: 

“The Fleet’s In at the Case Plumb- 
ing Supply, Inc.” 


ing and heating, and having used 
Fords for years, naturally again 
purchased Fords for his new com- 
pany, Case Plumbing Supply, Inc. 
“Mr. Allen is seen taking deliv- 
ery of his six new 1959 Ford station 
wagons and two new 1959 Ford 
trucks from John C, Owens, presi- 
dent, and Mel Elliot, sales manager, 
of the L. B. Smith Motor Corp.” 


aa ~* - 
Miss America Is Guest 
Miss AMERICA was guest of 
honor when Biljac Oldsmobile, 
Jackson, Miss., held open house in 
its new quarters. 
Miss America is Mary Ann Mob- 
ley, a resident of Brandon, Miss., 


12 miles east of Jackson, 
* + * 


Loyalty to Chevy Rewarded 


D. WELBORN, Pioneer Chev- 
* rolet Co., Inc., Yadkinville, N. 


' —— 

| recognition of the loyalty of the 

|Krigers, who were buying their 

| 20th annual Chevrolet, The dealer 

j}also served a double-decked, 29 
candled cake in observance of th; 
occasion, 

| * a * 


Southern Hospitality 


Bh posers a three-day oper 
Southern Chevrolet, 


house 
ecatur 


choice of an electric iron, 
coffee maker, waffle iron, 
pan or other small electric 
ance. 


toaster, 
frying 
appli- 


The company also served dough- 
nuts, coffee and soft drinks to aj] 
| showroom visitors. 


= offered new-car buyers their 
| 


ee 28 
‘Shoot’ the Prospect 


A NOVEL way for a dealer to 
4 get his message into the homes 
|} has been suggested by Motor Ideas 
| Detroit. 

Using a Polaroid camera. take ; 
| picture of the prospect at the wheel 
| of the car. Place the picture in ar 
}envelope containing literature on 
the car and figures on the deal. 
| “You can be sure he'll take it all 
|}home to discuss with the family,” 


are congratulated by R. B. McCurry, second from left, Western area director, Chrysler} Said the ad copy: “John B. Allen, | 
Motors Corp., and Bob McClure, Long Beach, outgoing association president. Don Le | president of Allen Heating Supply 
Roux, la Jolla, was elected secretary-treasurer. Directors include Howard Haefner, ky knowing the full importance 


Pomona; Domenich Basso, Los Angeles; Joe Phillips, Burbank; Colley and McClure. of service in his own fields, plumb- | 


C., swapped even when Mr. and| said Aubrey Meisner, of the dealer 
Mrs. Luke Kriger turned in their} sales-promotion service. 
1958 model on a 1959 Chevrolet. 


Welborn’s no-profit deal was in| , 


When CONTROL cannot be 


a question of degree... 


Exacting engine control believed impos- 
sible only a few years ago is now the 
expected, not only in modern aircraft 
and missiles, but also in today’s automo- 
biles and trucks. And, this absolute ac- 
curacy is demanded under temperature, 
pressure, and power conditions found, 
until recently, only in laboratories. Tem- 
perature variations alone of —80°F to 
+160°F require almost continuous com- 
pensations in today’s jet aircraft and 


quirements must 


missiles. More, these ever-increasing re- 


be designed for ever- 


decreasing standards of size and weight. 

For more than a half-century, Holley has 
pioneered such developments as: lower 
automotive hood lines through smaller 
carburetors and fuel control systems for 
jet engines that save one-third the weight, 
one-fourth the space. That’s why two 
generations of Americans on the move 
have come to depend on Holley products. 


1-30 


For more information about 
Holley products, automotive or 


aircraft, write to 


G, 


11955 E. NINE MILE RD. 


WARREN, MICH. 


FOR MORE THAN HALF-A-CENTURY . . . 
ORIGINAL EQUIPMENT MANUFACTURERS FOR 
THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES 


3 Dixie Dealers, 
‘One at Tacoma 
Appointed by Fiat 
NEW YORK.—Four new dealers 


have been appointed to represent 
the Fiat. They are: 


Morgan Brothers Motor Co. 
| Selma, Ala.; Hibriten Motors, Inc., 
|Lenoir, N, C.; A. B, Motor Com- 
| pany, Florence, 8S, C., and Winthrop 
| Motor Co., Tacoma, Wash. 

Also, various changes have been 

made in the names and address of 
| Fiat dealers. Corrected listings are: 


Stuart Wilson, Inc., 13840 W. 
Warren Ave., Dearborn; European 
Motor Cars, Inc., 1507 Coney Island 
| Ave., Brooklyn; Foreign Car Center, 
192 Coxe Ave., Asheville, N. C., and 
Heights Imported Car Co., 2166 Lee 
Rd., Cleveland. 


In Brazil Has 
Many Worried 


RIO DE JANEIRO.—Brazils 
booming automotive production is 
causing plenty of concern among 
|industrial and financial leaders, 
according to the New York Times. 

The big question, the paper says, 
is who is going to buy the cars 
and how. 

President Juscelino Kubitcheck, 
who started the program to en- 
courage foreign investment in the 
auto industry three years ago, said 
Brazil this year will place 10th 
among auto-producing nations with 
an output of 110,000 vehicles. 

Government critics think the 
plants are turning out .more cars 
than the public’s purchasing power 
|can absorb, Government officials 
; naees that the money the industry 
|spends in manufacturing will pro- 
| vide the public the money needed to 
buy. 


2 Ohio Bills Seek 
Halt to Axle Tax 


COLUMBUS, O.—A new drive to 
kill the State’s controversial axle- 
mile tax has been launched by the 
Ohio Trucking Assn. in twin bills 
introduced in the Ohio House and 
Senate. 


The legislation proposes that ® 
gross weight highway-use tax be 
substituted for the axle-mile levy, 
according to Jesse Sentle, OTA 
president. It would yield the same 
annual revenue as the axle tax, he 
said. 

Both the American Trucking 
Assns, and the OTA have fought 
the axle tax since its enactment— 
through the Legislature, the courts 
and at times through the Team 
sters Union. 


Reid Gets Calif. Post 


James S. Reid jr. has been 
named manager of Standard 
ucts Co.’s West Coast division at 
Fullerton, Calif. Charles T. 
succeeds Reid as industrial rel@ 
tions director, 















By Ed Brown 
Staff Correspondent 


NEW YORK.—One irate Chev- 
rolet dealer in New York, who pre- 
fers to remain anonymous for ob- 
vious reasons, questions the wisdom 
of Big Three entry in the small-car 
market. 

“I am willing to bet that the 
Big Three will find the small-car 
market confined rather more 
than they imagine to a very small 
segment of the population,” he | 
said, “and once they try splitting | 
this little half-ripe peach five | 
ways, they are going to find it 
has turned bad. 

| “In the past few months we have 
taken a large number of imported 

| cars in trade on our 1959 models, 
and more than 90 percent of the 
trades we have taken were 1958 
models,” he continued. 

“As far as I can figure from talk- 
ing to these people, they were 
greatly disappointed in a lot of 
things where their new cars were 
concerned. First and foremost, the 
majority of them said it was im- 
possible for them to get the kind 


A 


Malone Appointed 
Pontiac Ad Chief; 
Zone Chiefs Shift 


PONTIAC.—John F. Malone has 
been appointed Pontiac advertising 
Manager, succeeding B. A. Kissam, 
Who has been named manager of 
the vehicle sales staff for General 
Motors overseas operations division. 

Malone, formerly Pontiac Cleve- 
land zone manager, joined Pontiac 





in 1940 as parts and service rep- 
resentative in Boston. He also has 
held posts as district manager, 
service manager, business manage- 
ment manager and assistant zone 
manager. 

Kissam joined Pontiac’s adver-| 
tising department in 1936 and held| 
various positions with the division 
before becoming advertising man- 
ager last year. 

In other Pontiac promotions, 





+ 





) R. V. Curie C. E. Michael 


Robert V. Curie, formerly Omaha 
zone manager, succeeds Malone as 
Cleveland zone manager, and Carl 
E. Michael, formerly New York as- 
sistant zone manager, replaces 
Curie in Omaha. 
William S. Norton, 
Memphis assistant zone 
has been appointed New 
sistant zone manager. 


formerly 
manager, 






















“a 
R. B. Haley C. K. Overholser 


Odell, formerly Memphis service 
Manager for Pontiac, succeeds 
Norton. 

In other moves, R. B. Haley was 
_ appointed Pontiac Dallas zone 
/ Manager, succeeding C. K, Over- 
-holser, who has been named to re- 
place Haley as Kansas City zone 
manager. 


> -_ = CO 











York as-| 
Omer H. | 


Poor Gamble, Says Chevrolet Retailer . . . 


Dealer Chides Big 3 on Small Car 


of gasoline mileage claimed by the 
dealers who sold them, 

“They found that parts and 
repairs were very little cheaper 
than on our car, As a matter of 
fact, we had to replace a bumper 
on one of the cars we brought in 
here as a trade, and it cost us $85 
even with our discount. I don’t 
call that economy, By the way, 
that was a small family car on 
which the replacement had to be 
made, not one of these fancy 
sport jobs. 

“Furthermore,” he added, “these 
people complained that the cars 

were not comfortable for them. And 
in a few cases where they were the 
second car in the family, we found 
the arguments were over who 
would be allowed to have the big 
car, not the little one. 

“Frankly, we find that once the 
novelty of the little car has worn 
off, everything else about them 
comes into proper proportion, and 
the new owners find themselves 


pretty dissatisfied with their pur- 
chase. 

“When the family finances will 
take the strain, these people turn 
quickly to an American product,” 
the dealer said. “I just feel sorry 
for those people who bought these 


little cars and can’t afford to do) 


anything about it, I'm willing to 
bet there are plenty of them 
around.” 

He added that in his opinion 
today’s cars are a trifle too big. 
“When I saw the 1959 models, I 
was a little worried about their 
length. I do believe that our low- 
priced three models have grown 


just a little more than is good for | 


them, but I don’t think it’s a major 


catastrophe that can’t be quickly | 


remedied.” 
This large-volume dealer also had 
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a few criticisms of thinking at the | 


factory level. It is his opinion that 
none of the Big Three should mar- 
ket a car which impinges on the 
medium-price field, 


He believes the top models in 


each of the low-priced three lines 
—such as the Chevrolet Impala, 
the Ford Fairlane 500, the Ga- 
laxie, and the top Plymouth 
models—s hould be dropped in 

1960. 

“We do the lion’s share of our 
business in our middle-priced Chev- 
rolet, As a matter of fact the cars 
at either end of our line account 
for a small percentage of our total 
business at the end of the year. 

“If we could discontinue our top 
lines, reduce the size of the car 


a little, glamorize the two remain- | 


ing lines with good names and con- 
centrate our sales effort on these 
two models, I am certain that the 
small-car menace would disappear 
rapidly,” he said. 

“We are spread too far, and are 
doing nothing more than cutting 
into the business of our good broth- 
ers in the medium-price field.” 


East City Opens 2nd Outlet 


A thousand silver dollars was 
the top prize offered in connection 


|with the opening of East City 


Motors’ second Standard-Triumph 
outlet in Toronto. The new show- 
room is at 1747 St. Clair W. Phil 
Spivack is president of the firm. 





TRUCK DEALERS find there are six big advan- 


bodies: 


tages in selling Fruehauf steel or aluminum van 


Easy extra profits with chassis sales 


expense 




















TRUCK BODIES 


Fast mounting - immediate delivery 
Low initial cost - and low upkeep 
Countless optional features - at low cost 
Complete replacement assemblies - save 


High quality - rugged construction 


Fruehauf has been the first name in truck bodies 
from coast to coast for nearly a decade, partly 
because no one else can offer dealers so many 







COMPANY 


eee 
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selling advantages. Rugged, 
hauf “CubeoKing” 
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‘Medium’ Lines 
Seen Top Victims 


Of Compact Car 


| HARTFORD, Conn, — The Big 
| Three’s medium-price cars will suf- 
fer most when more makers come 
out with compact economy cars, 
|Roy Abernethy, American Motors 
Corp. automotive distribution and 
| marketing vice-president, said at a 
press conference here. 

He was in town to present an 
award to Morris Lipman, the na- 
tion’s top Rambler dealer in sales 
volume last year. It was the fourth 
straight year he has won the award 
for sales leadership. 

Abernethy also predicted that im- 
port sales in the U. S. will level 
off and then fall as U. S. manufac- 
turers move into the field, Imports 
| offer economy but not the comfort 
that Americans want, he said. 

He said AMC’s Ambassador, a 
more expensive and luxurious car, 
isn’t “selling as well as it should 
be.” He added that the company 
is spending about $1 million a 
month on advertising. 


low-priced steel Frue- 


ies and handsome, economi- 


cal aluminum Fruehauf “‘Cargo*xStar’”’ units are 


offered to truck buyers ¥ 
dealers, because Frueha 


hundreds of successful 
sells more quality and 


optional features per dollar and provides more 
follow-up service, such as fast mounting and paint- 
ing, lettering, washing, and repair facilities, and 
immediately available replacement assemblies at 


any time. 


When your customer: needs a husky steel or 


economical aluminum body of any len 
any door combination, call Fruehauf 
in chassis delivery, enjoy extra cus- 


avoid 


dela 
tomer aoa will! 


FRUEHAUF TRAILER COMPANY 
Truck Body Division 
10949 Harper Avenue 


SEND FULL FACTS ON TRUCK DEALER PROFITS AVAILABLE. 
NAME ————$$——_ $n 


, with 
t—and 





Detroit 32, Michigan 





a a ne ee a 


CITY. 





STATE 
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Join New-Car Promotion . . 


300 Cities Organize 
‘Live-Better’ Drives 


(Continued from Page 3) 


C.; Ashland, Wis.; Anniston, Ala.; 
Atlanta, Ga.; Atlantic City, N. J.; 
Aurora, Ill.; Austin, Tex. 


Bakersfield, Calif.; Baltimore; 
Battle Creek, Mich.; Beaver, Pa.; 
Beaver Falls, Pa.; 
N. Y.; Bloomington, Ind.; Blue- 
field, W. Va.; Boise, Id.; Boston; 
Boulder, Colo.; Bremerton, 
Wash.; Brownsville, Tex.; 
falo; Butte, Mont.; Burlington, 


Ia.; Burlington, Vt.; Burlington, | 


N. C. 

Canon City, Colo.; 
Canton, O.; Carlsbad, N. M.; Cedar 
Rapids, Ia.; Centralia, Wash.; Cold- 
water, Mich.; Corning, N. Y.; Cos- 


hocton, O.; Chillicothe, O.; Cham-| 


paign-Urbana, IIl.; Charleston, IIL; 
Charleston, 8S. C.; Charlotte, N_ C.; 
Chattanooga, Tenn.; Chester, Pa.; 
Cheyenne, Wyo.; Chicago; Chico, 
Calif.; Clinton, Ia.; Columbia, 8S. C.; 
Columbus, O.; Colusa, Calif.; Cor- 
vallis, Ore. 

Dallas; Danville, Ill; Danville, 
Va.; Decatur, Ala.; Decatur, IIL; 
Detroit; Duluth, Minn.; Dunkirk, 
N. Y. 


East Liverpool, O.; Elizabeth, 
N. J.; Elkhardt, Ind.; Elko, Nev.; 
Elmira, N, Y.; El Paso, Tex.; 
Eureka, Calif.; Everett, Wash. 
Fargo, N. D.; Fremont, Neb.; 
Fremont, O.; Fayetteville, N. C.; 
Flint, Mich.; Florence, Ala.; Ft. 


Collins, Colo.; Ft, Lauderdale, Fia.; | 
Ft. Morgan, Colo.; Ft, Wayne, Ind.; | 
Fresno, Calif.; Fuller- | 


Freeport, IIL; 
ton, Calif. 
Galion, O.; Gary, Ind.; 


Junction, Colo.; 
Goldsboro, N. C.; Grand Forks, N. 
C.; Grand Rapids, Mich.; Green 
Bay, Wis.; Greenfield, Mass.; 
Greensburg, Pa.; Greenville, Mich.; 
Greenville, S. C.; Greenwood, 8. C. 

Hackensack, N. J.; Hagerstown, 
Md.; Hammond, Ind.; Haverhill, 
Mass.; Hanford, Calif.; Harlingen, 
Tex.; High Point, N. C.; Hills- 
dale, Mich.; Holland, Mich.; Holl- 
ister, Calif.; Hornell, N. Y.; Hou- 
ston; Holyoke, Mass.; Hartford, 
Conn.; Harrisonburg, Va. 

Idaho Falls, Id.; Independence, 
Mo.; Indianapolis; Iowa City, Ia.; 
Ithaca, N. Y.; Ironton, O. 

Jackson, Miss.; Jackson, Tenn.; 
Johnson City, Tenn.; Joliet, IL; 
Jamaica, N. Y. 

Kalamazoo, Mich.; Kankakee, IIL; 
Klamath Falls, Ore. 
Lafayette, Ind.; 
La Grande, Ore.; Lancaster, Calif.; 
Lansing, Mich.; Laredo, Tex.; La 
Salle, Ill.; Lawrence, Kans.; Levit- 


Lafayette, La.; 


town, Pa; Lancaster, 0.; ; Lockport, 


Witnesses Attack 
U.S. Plan for 
GM Stock Sale 


CHICAGO, — The Government’s | 


plan for the sale of its General 


Motors stock by Du Pont was at-| 


tacked from all sides in Federal 
Court here last week. 


In line with the Supreme Court} © 


order that Du Pont must divest it- 
self of the stock to eliminate a 
“tendency toward monopoly,” the 
Government has proposed that 43 
million GM shares be distributed 
to DuPont stockholders and the 
remaining 20 million shares be sold 
on the open market over a 10-year 
period. 

The court hearings here were 
called to determine a method of 
earrying out the Supreme Court 
order. GM and Du Pont are oppos- 
ing the Government’s plan, chiefly 
on grounds that it would be detri- 
mental to stockholders of both 
companies. 

DuPont Treasurer R. Russell 
Pippin last week said the company 


had no idea what it would do with | 


the More than $2 billion it would 
receive from the sale of the stock 
under the Government’s plan. 

He said the company had ade- 
quate funds for its expansion pur- 
poses and would not be interested 
in investing in other companies. He 
noted the company had invested 
in GM in the past and “that is why 
we are here today.” 


Binghamton, 
Buf- j 


Canton, IIL; | 


Garden 
City, N. Y.; Glendale, Calif.; Grand | 
Gettysburg, Pa.; | 


|N. Y¥.; Lewiston, Id.; Little Rock, 
|Ark.; Lodi, Calif.; Long Beach, 
| Calif.; Long Branch, N. J.; Long- 
| mont, Colo.; Longview, Wash.; Los 
| Angeles; Lubbock, Tex.; 

burg, Va. 

McAllester, Tex.; McKeesport, 
Pa.; Malone, N, Y.; Manitowoc, 
Wis.; Mankata, Minn.; Marinette, 

Wis.; Martinez, Calif.; Marysville, 
| Calif.; Medford, Ore.; Merrill, 
| Wis.; Minneapolis; Minot, N. D.; 
| Mitchell, S. D.; Mobile, Ala.; 
| Moline-Rock Island, IL; Monroe, 
La. 

Monrovia, Calif.; Monterey, 
Calif.; Montgomery, Ala.; Martins 
Ferry, O.; Michigan City, Ind.; 
Middletown, O.; Morris, Ill.; New 
| Bedford, Mass.; New Britain, 
Conn.; New Castle, Pa.; New 
Haven, Conn.; New Orleans; New- 
burgh-Beacon, N. Y.; Niagara Falls, 
|N. Y¥.; Niles, Mich.; New Philadel- 
|phia, O.; Norfolk, Va.; Norman, 
| Okla. 

Oakland, Calif.; Odessa, Tex.; 
| Oklahoma City; Olympia, Wash.; 
Ontario, Calif.; Ottawa, Ill; Or- 
ville, Calif.; Oxnard, Calif, 

| Parkersburg, W. Va.; Pasa- 
dena, Calif.; Pendleton, Ore.; 

Peoria, tiL.; Perth Amboy, N, J.; 
Plainfield, N. J.; Plymouth, Ind; 
Pomona, Calif.; Pontiac, Mich.; 
Port Huron, Mich.; Portland, 
Ore.; Poughkeepsie, N. Y.; Pue- 
blo, Colo.; Phoenix, Ariz.; Piqua, 
O.; Portsmouth, O.; Pottsville, 
Pa. 

Racine, Wis.; Raleigh, N. C.; 
Rawlings, Wyo.; Redding, Calif.; 
| Redland, Mich.; Redondo Beach| 
| Calif.; Reno, Nev.; Richmond, Ind.; 
Roanoke, Va.; Roanoke Rapids, N. 
|C.; Rockford, Ill.; Rochester, N, Y.; 
Rochester, Minn.; Rock Hill, S. C.; 
Rock Springs, Wyo.; Rocky Mount, 
|N. C.; Roseburg, Ore.; Rutland, Vt. 

Sacramento, Calif.; Saratoga, N. 
| ¥.; St. Louis, Mo.; Salem, Ore.; 
| Salinas, Calif.; Salisbury, N. C.; 
b= Lake City; San Bernardino, 
Calif.; San Diego, Calif.; Sandusky, 
1O.; San Gabriel, Calif.; San Jose, 
| Calif.; San Rafael, Calif.; Santa 
Ana, Calif.: Santa Barbara, Calif.; 
Santa Cruz, Calif.; Santa Fe, N, M.; 
Santa Rosa, Calif. 

Savannah, Ga.; Scottsbluff, Neb.; 
| Scranton, Pa.; Sedalia, Mo.; Shreve- 
port, La.; Spokane, Wash.; Spring- 
| field, Ill.; Springfield, O.; Sterling, 
Colo.; Stockton, Calif.; Sunnyvale, 
Calif.; Superior, Wis.; Schenectady, 
N. Y.: Seattle; Syracuse; Shenan- 
doah, Pa. 

Tacoma, Wash.; Taylorville, 
IiL; Terre Haute, Ind; Toledo; 








"Miss Auto Parts’'— 


Pat Mays, “Miss Cleveland Auto Parts," 
wears accessories made by Cleveland parts 
manufacturers. The whole idea stressed 
that “There Is a Part of Cleveland in 
Every Car You Buy,” theme of the city's 
“The Price Is Right—Right Now” sales 
drive. Her hat is a hubcap made by 
Eaton Mfg. Co.'s stamping division. The 
bracelets, also by Eaton, are bezels from 
a ‘59 tail-light assembly. Thompson-Ramo- 
Wooldridge poppet valves make up the 
necklace and the earrings are valve-seat 
inserts, Eaton and T-R-W are two of the 
largest of the area's 550 parts manufac- 
turers. 


Lynch- | 


Trenton, N. J.; Tulare, Cailif.; 
Tulsa, Okla.; Turlock, Calif. 

Utica, N. Y.; Ventura, Calif.; 
Vallejo, Calif.; Vicksburg, Miss. 

Waco, Tex.; Washington; Wash- 
ington, Pa.; Watertown, Wis.; 
Waterville, Me.; Watsonville, Calif.; 
Wausau, Wis.; Warren, O.; Weir- 
ton, Va.; Wenatchee, Wash.; 
Wheeling, W. Va.; 
| Va.; Woonsocket, R, L; 
Wyo.; Wooster, 
Rapids, Wis.; 
Wyandotte, Mich. 

Xenia, O.; Yakima, Wash.; 
Youngstown, O.; Yuma, Ariz.; 


Zanesville, O. 
* * * 


Cleveland Sales Drive 
Hikes Deals 50 Percent 


CLEVELAND.—The nation’s first | 
—“The | 


concerted spring sales drive 
Price Is Right—Right Now”’—pro- 
duced 3,257 sales in a 10-day period 
and was a “tremendous success,” 


according to a spokesman for the | 
Cleveland Automobile Dealers | 


Assn., campaign sponsor. 
The total was up more than 50 


Williamson, W. | 
Worland, | 
O.; Wisconsin | 
Worcester, Mass.; | 


| 
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Chief Wide-Track Runner— 
S. E. 


Knudsen, left, Pontiac general manager, received one of the highest honors 


percent over the 2,019 new cars| bestowed upon a visitor to Oklahoma when Chief Jasper Saunkeah named him oan 


sold during the comparable period | honorary chief of the Kiowa tribe of Indians. 
meaning 
Knudsen receive the traditional Indian war bonnet is Chick Coker (Pontiac), 


|}a year ago, he added. In addition, 
jhe continued, the zone offices for 


“Chief Kavu-Dale-Ate-Kau-Dadle,” 


10 makes (excluding one of the! homa City. 


low-priced three) reported nearly 
2,500 unfilled orders. 

In the week prior to the drive, 
dealers sold 1,403 new cars, he said. 
During the week-long Auto Buy 
promotion a year ago 1,292 new 
units were sold, he added. 

Sales during the first 23 days 
of March totalled 5,623, the spokes- | 
man added, compared with 5,480 for | 
all of February. 


The used-car pickup was not as| 


great, he continued. In the first 23 


| 


days of March, sales numbered 6,- | 


| 182 for a gain of slightly more than 
|400 over the comparable period a 
p= ago, he said. 


N. Y. Abandons 
‘Plan to Trade In 
Its Cars Annually 


ministration has scrapped former 
Democratic Gov, Averell Harri- 
man’s program under which vir- 
tually the entire multimillion dollar 
fleet of State cars would be traded 
in for new models each year. 

The new administration will go 
back to the old practice of keeping 
cars several years and replacing 
them as needed. 

The Rockefeller program was 
|}announced by Douglass C. Coupe, 
new commissioner of the Division 
of Standards and Purchase. 

The Harriman plan never actu- 


State bought 946 cars in 1957 and 
traded them in the next year—but 
then the program stopped. 

The November election interfered 
and auto factories stopped giving 
discounts ranging up to $400 per 
car. Some dealers also quietly op- 
posed the plan since it dumped 
large numbers of almost-new cars 
onto the used-car market. 

Under the Harriman plan, it was 
estimated the cost of operating a 
car was cut in half—from eight to 
four cents a mile. The saving was 
calculated in elimination of the 
need for tires, motor work, bat- 
teries and other maintenance, 

Under the Rockefeller plan, 
Coupe said, the State will save 
money, too. 

He said that even if factory 
subsidies are reinstated, he will 
continue to buy cars only when old 
ones need replacement. The State 
usually assumes a car’s life is 75,000 
miles, Coupe said. 


Chrysler Treats 
100 Top Salesmen 


DETROIT.—The 100 best Chry- 
sler and Imperial salesmen in 
America have been awarded ex- 
pense-paid vacation trips to Nassau 
for themselves and their wives in 
recognition of outstanding sales 
performance during the 1958 model 
year. 

C. E. Briggs, general manager of 
the Chrysler division, said each 
was named to the Centurion Chap- 
ter of the Chrysler Medallion Club, 
an organization devoted to sales 
training and personal improvement. 

The couples will leave by air for 
Miami Apr. 2. After a welcoming 
party, the group will leave by spe- 
cial planes for Nassau. 





ALBANY.—The Rockefeller Ad- | 


| 


Knudsen also received the title of 
“Chief Wide Track Runner."" Watching 
Okla- 


Business Gains Continue 
Despite Winter Storms 


(Continued from Page 6) 


capacity in 1948, it has 40 percent 
of the 1959 capacity, Even though 
the district had a shade under 
half of steel capacity, only about | 
one-fourth of the new facilities | 
built in the nation in 1958 were 
located in the district. 

More than one-half of the steel | 
capacity added in 1958 was located | 
in the Chicago area and in the} 


Western — 


| 


| 


ally got into full operation. The| had received orders for all the steel 


C hicago 


EAL gains in reducing unem- 

ployment as the business re- 
covery goes forward were reported 
by the Chicago FRB. Major reduc- | 
tions in joblessness were reported | 
in South Bend, Milwaukee and 
Peoria, Il. 

While many of the district's 
industries continued to mark up 
gains through the winter, the 
steel industry took the spotlight. 
On top of increased use of steel, 
stockpiling in preparation for an 
expected summer strike pushed 
up steel orders. 

The bank said that some firms} 


they could produce before the cur- 
rent labor contracts expire at the 
end of June. 





> * 


Upper Midwest 


7 Upper Midwest was one of 
the areas hard hit by the severe 
winter, the Minneapolis FRB said. | 
Employment slipped off in a winter | 
which saw temperatures 3 to 4 
degrees below normal in the Twin | 
Cities. 

The severe weather had an 
adverse effect on many busi- 
nesses, With frost going far into 
the ground, many construction 
projects had to be delayed. 

However, construction firms in 
the district face a better-than-aver- 
age spring. While construction con- 
tract awards were up 9 percent in 
the nation in 1958, the district’s| 
orders for construction increased 
by 22 percent. 

7 


x * 


Kansas City 


T= Kansas City FRB studied 
marketing of beef, pork and 
mutton and advised farmers to 
shape their production to meet in- 
creases in demand due to the ris- 
ing population plus a small increase 
in per capita consumption of meat, 

Noting that supplies of meat 
have at times moved out of rela- 
tion to demand, the bank ob- 
served that lower prices do not 
bring the farmer much help in 
the form of increased consump- 
tion of meat. 

The bank said that meat prices 
have to drop about 2 percent to 
bring about a one-percent boost in 
consumption. 

* 





* * 


Southwest 
AN 8-PERCENT year-to-year 
boost in department store sales 


| killed 


|in the Southwest was reported by 


the Dallas FRB. 

Moisture conditions have im- 
proved farm prospects in much of 
the district although the western 
section of the district remains on 
the dry side, The district’s winter 
vegetable crop may be one-third 
below the 1958 crop. 

Little change was reported in 


| industrial production in Texas and 


the usual seasonal dip in employ- 
| ment was noted. 


'S.D. Dealer Unit 


Sees Few Gains 


In ’59 Legislature 


PIERRE, S. D.—A review of the 
1959 Legislature’s actions shows it 
was not “a successful session for 
the auto industry although no 


|particular losses were suffered,” 
|}according to the South Dakota 
| Automobile Dealers Assn. 


The fate of the following pro- 


| posals was cited: 


Driver’s education tax of $1 killed 
in the Senate. 


Additional qualifications for 


| dealer license—killed in Senate. 


Appropriation measure for ve- 
hicle inspections—killed in Senate 
after veto. 

Stiffer tests for driver licenses, 
| driving test and reexamination of 
drivers and four-year license at $2 


| —passed. 


A ton-mile tax for large trucks— 
in House committee. 
Flagrant, misrepresentative ad- 
vertising grounds for revocation of 
dealer licenses—killed in House 


| committee. 


Dealers were told that a number 
of bills on unemployment compen- 


| sation and workmen’s compensation 


were adopted and would cost them 
more. Most of the increases are 
justified, the association said. 


Ford to Open 
Service Parley 


DETROIT. — Seventy parts and 
service managers for Ford division 
district and regional sales offices 
will attend a four-day conference 
on 1959 sales plans and programs 
beginning tomorrow (March 31). 

Tuesday and Wednesday sessions 
will be held at the Statler Hotel. 
The group will move to the Fo 
division offices in Dearborn for the 
Thursday and Friday meetings. 

E. F. Laux, Ford division parts 
and service marketing manager, 
and J. B. Browning, Ford division 
parts and service promotion man- 
ager, will be in charge of the con- 
ference. 
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ecials for Americans . 





according to 
| Renault. 
The Caravelle coupe and soft-top 
|convertible will not be shown at 
| New York, The Dauphine and 4-CV 
| will be exhibited, however. 
| The three models will be dis- 
| played in a “French park” exhibit 
|\featuring flower gardens and 
| French girls in bright provincial 
| costumes, The Caravelle will grace 
|an island in a lily pond. 

* 


* * 


| before next fall, 
| 
| 












> bolts. no screws to fool with when 
aging your dealer's plates on your 
















LICENSE PLATE HOLDERS 
will hold them firmly in plece for your demonstration 
rides. 

% Will Not Bounce or Slip Off 
% Will Not Scratch 







Peugeot Station Wagon 


EUGEOT, Renault’s sales com- 
panion in the U. S., will show 
its 403 station wagon for the first 
| time. 
| Rootes will introduce the Singer 
| Gazelle, which will share its dis- 
play with Hillman, Sunbeam and 
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Send your orders today to 
Cleveland Products Company 
Cleaveland Building 
Rock Island, Illincis 


DISTRIBUTORSHIPS AVAILABLE 
Inquiries Invited 


QUANTITY PRICES On REQUEST 








Obituaries 


Cc. R, Grosvenor 
ROSWELL, N. M.—C. R. Grosvenor, 
who was with Massey Auto Sales, died 
of a heart attack March 10. He was with 
Cadillac and Oldsmobile in sales for many 
years before going to Roswell. 
* * * 


Stevenson H, Evans 
































| retired Chevrolet executive, died March 16. | 
He had been with GM 25 years and at one 







time was general manager of Central) 
Chevrolet Co. here. | 
| * * * | 
Edward N, Stimson 






ELIZABETHTOWN, Pa. — Edward N. 
Stimson, 76, a Packard dealer in Lan- 
| caster from 1916 to 1926, died here March 
| 15. He retired in 1955 as a field representa- 







helps you make sales 








- tive of the Pennsylvania Motor Truck | 

ati: | Assn. 
* * * 

Isaac B, Krall 
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@ More New Car Sales! 
@ More Used Car Sales! 
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RICHLAND, Pa.—Isaac B. Krall, 79, | 
an auto dealer here for 34 years before} 
his retirement in 1956, died March 20 in 
|a Harrisburg hospital | 

* * 


John B, Gordon 
CLEVELAND.—John B. Gordon, per- 
sonnel director of the Cleveland Automo- 
bile Dealers Assn. since 1945 died March 
19 in his home at Olmsted Falls. He was 
64. 









Ben F. Jennings 
SPRINGFIELD, Ill.—Ben F. Jennings, 
58, vice-president of Harold Prehn, Inc., 
died March 17. 













J. J, Canning Jr. 

WINDSOR, Ont.—J. J. Canning jr., 43, 
general manager of Willys of Canada, 
Ltd., died March 22 in the Cleveland (0O.) 
Clinic Hospital. He entered the auto busi- 
ness in 1936 with Cadillac and was with 
Kaiser-Frazer Export Corp. and Kaiser- 
Frazer Sales Corp. before joining Willys 
of Canada as merchandising manager in 
1954. 










AMALIE DIVISION 
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L. Sonneborn Sons. Inc. Frank 


cont 







L, Benton Howard 
SHREVEPORT, La.—L. Benton Howard, 
68, former auto dealer here, died March 
13 in New Orleans. 
* 











C. O. Wanvig Sr. 
he & van MILWAUKEE.—C. O. Wanvig sr., 68, 
chairman of Globe-Union, Inc., died March 





18. He also was chairman of Peerless 
DEFIANCE: OHIO Machine Co., Racine. 
* * 
Don O, Scott 





GARDENA, Calif.—Don O. Scott, 73, 
who was known as the father of four- 


wheel hydraulic brakes for cars, died 
March 21. He was the founder of Lock- 
heed Hydraulic Brake Co., Detroit, and 


organizer of Bendix Home Appliances 


Corp., South Bend. 
* * * 


John A. Reid Sr. 
DETROIT.—John A. Reid sr., 63, for- 
mer director of purchases for Ford Motor 
Co., died March 19 in Pompano Beach, 


Fla. 
* * * 


Jack E. Garlent 

DETROIT.—Jack E. Garlent, 73, former 
president of Motor Wheel Corp., died 
March 17 in Fort Lauderdale, Fla. Previ- 
ously he had been with Oakland Motor Car 
Co., Hupp Motor Car Co., King Motor Car 
Co. and Harroun Motor Co. 
* * 


John Robert Phillips 
PHOENIX, Ariz.—John Robert Phillips. 
55, co-owner and operator of Phillips Mo- 
tors (Rambler), died March 11. He and 
Henry Werner took over the dealership in 
1955. 


The answer to this and countless other 
in “The Automobile Dealer” 
by Martin H. Bury. This valuable book 
has been acclaimed the “bible” of its 
field. if, after 10 days, you are not 
convinced that this book merits being 
@ worthwhile, permanent reference, re- 
turn it and your money will be re- 
funded. Send for your copy now. 


a seen PUBLISHING COM ee 





* * * 


Gary F. Davis 
CHATTANOOGA, Tenn.—Gary F. Davis, 
sales manager of Ernest Holmes Co., died 
March 11 in a Chicago hospital where he 
had been confined since the International 
ASI Show, wim, he =e gttending. 


Richard W, Barkley 


| 
j= N, Broad St. Philadelphia 21, 


| 
Send_____copy (copies) of the new aad | 
“The Automobile Dealer" | 
(1 Check enclosed for books at $5.20 ea. | 
(Send books C.0.D., plus postage | 
Name 


| 
| Street 


ee DALLAS. — Richard W. Barkley, 68, 
City ——_—__—_Zene____Shote____. yoanogte of Barkley Motor Co., died 
i arc! 4 


| Humber. Most Americans will see | 





International Show 
To Accent ‘New’ 


(Continued from Page 2) 


| cars, the Farina-styled MG Mag- 





| England. 


BUFFALO.—Stevenson H. Evans, 79, 
secretary of Trico Products Corp., died/| 
March 16. 

* * * 
William H. Alexander 
ATLANTA.—William H. Alexander, 57, | 


|New Metropolitan 


|automatic transmission fitted as 
| standard equipment, 


jin worldwide competition. Promi- 
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the Humber for the first time at 
the show. 

The Singer will be available as a 
sedan, station wagon and convert- 
ible. 

Goggomobil will show its new 
Florida sunroof model for the first 
time. 

* * * 

RITISH MOTOR CORP. will 

include in its display two new 


nette and the Austin A-55. Both, 
with essentially American styling 
and modified fins, are obviously 
aimed at the U. S. market. 

Volvo will show its 122S Ama- 
zon, the six-passenger, four-door 
sedan which up till now has been 
withheld from the U, S. market. 
The first 122S models are ex- 
pected to reach U. S, dealers 
sometime next summer or fall, 

Another car on display for the 
first time in America will be the 
Aston Martin DB4, a luxury sports 
car from Britain. 

The show will also mark the 
“preliminary showing” of the 1960- 
model Daimler sports car from 


Simca will feature its V-8 Ve- 


| dette, which was introduced in the| 


U. S. only last January and is still) 
a new model as far as many poten- | 
tial buyers are concerned. 

= * > | 


MERICAN MOTORS will show 

a new version of the Metropoli- 
tan 1500, with door-vent window, 
exterior trunk lid, larger tires, im- 
proved seats and new interior trim. | 
New in the Jaguar line will be | 
the Mark IX sedan, with power 
steering, disc brakes and a more 
powerful engine, Also on the 
Jaguar stand will be its 150 series 
of sports cars and the 3.4 sedan. 
The Mark IX has a Borg-Warner 


although a 





Auto Union, Bentley, BMW, BMW- 
Isetta, Borgward, Calthorpe, Chry- 
sler, Citroen, DKW, Dodge, Facel- 
Vega, Ferrari, English Ford, Im- 
perial, Lancia, Lloyd, Lotus, Mer- 
| cedes-Benz, Messerschmitt, Moretti, 
| Morgan, Morris, KLG, NSU, Opel, 
Panhard, Porsche, Rambler, Riley, 
Rolls-Royce, Rover, Skoda, Stude- 
baker, Taunus, Tempo, Toyopet, 
Triumph, Vauxhall and Victoria. 

The show also will feature 
motorcycles, new accessories and 
improved fuels, tires and supplies. 

Among motorcycle displays will 
be Lambretta’s Firefly, a three- 
wheel unit for emergency fire 
fighting. 


Stock Offering 
Planned by Simca 


WASHINGTON. — Simca Iast 
week asked the Securities & Ex- 
change Commission to register one 
million capital shares and two mil- 
lion American shares, in connection 
with a rights offering. 

The capital shares have a U. S. 
par value of $10.12 and the Ameri- 
can shares are worth one-half a 
capital share. The prospectus said 
Chrysler Corp. holds 735,115 capital 
shares and will exercise subscrip- 
tion rights. No underwriting is 
involved. 

Simca said it is also offering 
3,360,000 capital shares outside the 
U. S. Proceeds would be used for 
expansion and possibly for engi- 
neering and styling of new cars, 
Simca said. 

At midweek last week, Simca 
closed on the American Stock Ex- 
change at $10.88. 














Diesel Economy Run— 


Driver Bill Carroll, center, discusses 
cross-country economy run of diesel-pow- 
ered Mercedes-Benz with R. G. Lewis, 
left, Hollywood (Calif.) dealer, and Erwin 
M. Rosen, managing editor of Motor Trend 
magazine. Carroll expects to complete the 
5,000-mile trip from Seattle to New York 
at a cost of less than one cent a mile 
for fuel. He will report on the trip in 
Motor Trend, and also do a special report 
for Automotive News. 


25 Years for North State 

GREENSBORO, N. C.—North 
State Chevrolet Co., 431 N, Eu- 
gene, is celebrating its 25th an- 
niversary. 








he doesn’t know... 





manual four-speed gearbox is avail- 
able on special order. 

SAAB will feature a display de- 
voted to equipment used by en- 
thusiasts in races and rallies. High- 
light will be a GT-750 flanked by 
some of the trophies won by SAABs 


nent American racing drivers will 
be on hand to answer questions. 
= = + 
THER makes to be presented at 
the show include: 
Abarth, AC, Alfa-Romeo, Arnolt- 
Bristol, Asardo, Austin-Healey, 








DeSoto to Honor 
162 Salesmen 


DETROIT.—Cash awards of $43,- 
200 will be made to 162 national 
DeSoto salesmen for superior sales 
efforts in 1958. DeSoto will host 
the top cash winners at luncheon 
meetings to be held in 18 cities, 
beginning Apr. 1. 

The 162 men, all members of 
DeSoto’s “master salesman’s club,” 
represent the top 3 percent of De- 
Soto retail salesmen. Nearly 350 
salesmen have shared in cash 
awards since the club was formed 
three years ago. 

In 1957, jackpot winners averaged 
235 units per salesman. New units 
sold by each salesman numbered 


over 100, with 125 used cars and 


approximately 10 trucks delivered 
by each the same year. 





Consumer Prices 


Trend Downward 


WASHINGTON. — Consumer 
prices in U. S. cities declined 0.1 
percent between January and 
February, according to the De- 
partment of Labor’s Bureau of 
Labor Statistics. 

Lower food prices more than 
offset higher prices for most 
other groups of goods and serv- 
ices, the bureau said. Its con- 
sumer price index in February 
was 123.7 percent of the 1947-49 
average, or 1.0 percent higher 
than a year earlier. 





the cash value of foreign 
cars. Don’t lose that sale 
because you don’t know 
the market. Keep “up” on prices 
with the “Gold Book.” 





clip and mail today 
Attached, find my check, or bill 
me [_], for $ , covering my 
subscription to The Imported Car 
Gold Book. 

1 year at $18 . 2 years at $28 
Plus additional copies at $10 
each per year. 

NAME 
ADDRESS 
CITY 


The imported Car Gold Book, Inc. 


46 Fulton Avenue, Hempstead, New York 








SUCCESS OR FAILURE 


(for the Automotive Dealer) 
CAN BE DECIDED IN THE SERVICE DEPARTMENT 


a Ae I aes service absorption and customer 


FLASH-A-CALL SERVICE CONTROL Dept. AN-204 
Chicago 


2170 Se. Canalport Avenue, 8, Mm. 
ne Oe 


ee 


MAME & INA. -____ APR, PR. UABGR acct 
RB cerciccerenntioniiins 


CG teenie 
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Cutbacks Fail to Upset Output Goal... 


1,603,000 Cars Due in Quarter 


(Continued from Page 1) 
the 93,844 cars turned out during 
the week ended March 29 last 
year. 
The previous week’s output was 
the second highest of the year, just 


missing the 135,976 cars produced | 


during the week ended Jan, 17. 


x * * 


Ely -eaton output didn’t suffer as 
severely from the Good Friday 
observance as car assemblies, de- 
clining only from 25,912 assemblies 
the previous week to an estimated 
25,505 units last week. The week 
ended March 29 a year ago saw 
the industry turn out 17,638 trucks. 
Commercial-car output for the 
month is expected to reach near 
the 110,000 mark, which would be 
the highest output for the year. 


Truck output for the first quarter 


is expected to hit the 308,000 level, 
or well above the 227,519 units as- 


sembled during the first three 


months of last year. 
> o ca 


RD MOTOR CO. showed the 

biggest decline in car output 
last week. Not only were Ford di- 
vision and Mercury closed the en- 
tire week in Los Angeles, but Mer- 
cury was idle the whole week in 
St. Louis, Lincoln-Thunderbird at 
Wixom, Mich., and Edsel in Louis- 
ville closed down at noon Friday. 


The Ford-Mercury shutdown on 
the West Coast was brought about 
by removal of machinery from the 
Long Beach assembly plant to 
Ford division’s new lines at the 
Mercury plant in Los Angeles. 

Ford division worked three 
plants Saturday to help offset 
some of the loss in California, 
but still dropped from 31,106 as- 
semblies the previous week to an 
estimated 27,950 units last week. 
Ford division was the only car 
manufacturer to work Saturday. 

Rambler worked only five days 
last week and declined from a 
record-breaking 8,555 assemblies a 
week earlier to an estimated 7,100 
units. Studebaker, also working 
only five days, dipped from 4,341 
to 3,709. 

> > > 
7 8,555 Ramblers built during 
the week ended March 21 sur- 
passed the 8,518 turned out a week 


|earlier and marked the eighth 
| time since the beginning of the 
|model run that American Motors 
| set a weekly high for car output. 
Chrysler Corp., with all five of its 
| car-producing divisions on five-day 
schedules, produced an estimated 
| 21,900 cars last week, compared 
with 24,226 units a week earlier. 
A breakdown of Chrysler Corp. 
operations showed Plymouth with 


| 12,600 assemblies last week, com- | 


| pared with 14,412 units a week ear- 


| lier when it worked six days; Chry- | 


sler division (excluding Imperial), 
off from 1,942 to 1,900 assemblies; 
DeSoto up from 1,685 to 1,750; Im- 
perial off from 515 to 500, and 
Dodge off from 5,672 to 5,150, 
General Motors output declined 
from 61,086 car assemblies a week 
earlier to an estimated 59,905 
units last week as Buick read- 
justed assembly schedules from 
5,381 units the previous week to 


an estimated 4,131 assemblies last 
week. 

Other GM divisions, however, re- 
mained on par with the previous 
week, Both Oldsmobile and Pon- 
tiac scheduled approximately 9,000 
cars apiece. 

Two Chevrolet plants, Flint and 
Oakland, Calif., were on four-day 
schedules to bring production in 
line with field inventories, It 
marked the second consecutive 
week that the Flint assembly plant 
has been on a four-day schedule. 

= * oe 


ANADIAN makers worked only 
four days and turned out 7,834 
cars and trucks, That compares 
with the assembly of 9,746 vehicles 
a week earlier and 8,959 during the 
week ended March 29 last year. 
Of the 7,834 vehicles turned out 
in Canada last week, 6,396 were 
cars and 1,438 were trucks. The 
previous week’s output included 
8,137 cars and 1,609 trucks. 





Paint Firm Holds Clinic 


On Auto Color-Mixing 


DETROIT.—Automobile painters 
have argued for years about the 
relative color matches obtained 
with factory-packaged material vs. 
base colors and tints mixed with 
|a color mixing machine. 


But the controversy may have 

been settled at a national sales 

| convention in Detroit when the 

refinishing sales division of Acme 

Quality Paints, Inc., held a color- 
mixing clinic for its salesmen. 


Actual pieces of car bodies, 
fenders, hoods, and trunk lids con- 
sisting of all years from 1955 
through 1959 were sent in from all 
parts of the country. This included 
panels from different makes of 
cars, with a total of 35 separate 
colors involved. 


Here’s how the clinic was con- 


ducted: Twenty-four Acme sales- 
men mixed their colors on six dif- 
ferent Acme Color-Eye mixing ma- 
chines using six different sets of 
basic tinting colors; because they 
were mixing lacquer or acrylic lac- 





TURNTABLES 





Adding a small-car line? 


Now, more than ever, you need 


effective, low-cost turntable dis- 


y to show off new features of your important second line. 
ber, in addition to the famous portable PARAVANE turn- 


table for the most dramatic dispia 
Macton offers the companion PA 


of your 1959 Detroit models, 
VANETTE for short wheel- 


base cars. In use around the world for several years, both 
models feature the same simplicity, economy and dependability. 


Practically invisible in use, they consist of only four simple parts, 
require just 5 minutes to set up, pennies a day to operate. No 
tools or anchorage cre required. Change turntable location in 
minutes, move indoors or out at will. Drive on, plug it in and 


forget it. 


Write or call today for full information or prompt delivery of 
your PARAVANE or PARAVANETTE Turntable. If you already 


are using PARAVANES, Macton 
cor use. 


Maciin 


can provide adapters for small- 


Machinery Company, Inc. 


Stamford 12, Connecticut 


quer to match original lacquer, 
acrylic lacquer or baked enamel 
panel finishes, the possibility of off- 
color matches was greater than 
normal. 

Thirty-four of the 35 colors 
being mixed were excellent color 
matches to the pieces of cars re- 
finished; the 35th color was a satis- 
factory match approved by the 
Acme laboratory, according to the 
company. 

The “do-it-yourself” demonstra- 
tion confirmed beliefs that color 
intermixing enables the painter 
to match all colors as accurately 
as any factory packaged colors, 
with an added bonus of a reduc- 
tion in color inventories, Acme 
officials said. 


The color-mixing clinic brought 
out these recommendations for 
matching cars with any repair fin- 
ish—either factory-packaged or 
intermixed: 

1. The painter should be abso- 
lutely sure the surface is clean 
before any repair work 


ing a waxed or polished color 
rather than the original one. Pre- 
pare panels with a wax, grease 
and road-tar remover, then clean 
the surface with a rubbing and 
blending compound. 

2. The color, either factory- 
packaged or intermixed, should be 
thoroughly stirred before attempt- 
ing to use. This helps avoid loss of 
“fugitive” colors in packaged 
paints. 

3. It is essential to clean and 
compound the area adjacent to 
the main repair area to permit 
perfect blending of the new fin- 
ish with the old. 


4. The color is then reduced ac-| 


is done. | 
-| This will prevent him from match- 






































e 
Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March 28, Week, March 21, March, March 29, March 9g, 
1959 1958* 1959 To Date 1958* 1959 
AMERICAN MOTORS 
ee 7,100 3,010 8,555 32,677 40,538 97,367 
CHRYSLER CORP. .... 21,900 14,617 24,226 92,407 156,649 170,048 
Chrysler 1,900 1,352 1,942 7,755 15,574 17,890 
DeSoto 1,750 1,385 1,685 6,871 10,916 14,939 
STIS Santasinduiedads 5,150 2,693 5,672 21,538 25,233 10,435 
Imperial 500 455 515 2,135 4,682 5,883 
PE = esiascorsstessecisece 12,600 8,732 14,412 54,108 100,244 90,901 
FORD MOTOR. .............. 32,470 29,967 37,259 143,161 334,195 452,877 
SE piaieadansarattehvenidbes 820 373 1,041 3,616 4,055 13,315 
BE  Silatinceisantintestinate .. 27,950 24,199 31,106 119,976 278,201 369,71 
Thunderbird ............. 1,275 1,014 1,524 5,827 7,435 17,987 
Lincoln . 575 515 675 2,592 9,617 8,720 
RE, cciscticticaluntiemiese 1,850 3,866 2,913 11,150 34,887 43,194 
GENERAL MOTO . 59,905 45,024 61,086 243,451 685,972 783,543 
IES. Saardscvcngeasteianietont 4,131 4,693 5,381 22,697 $1,173 86,073 
Cadillac --- 8,960 2,573 3,361 13,488 38,360 44,743 
Chevrolet ...... . 84,500 27,175 34,496 136,105 389,480 427,595 
Oldsmobile 8,914 6,440 8,918 35,899 102,090 112,732 
IRS sdutleanicivnndidibeiiasiaineia 9,000 4,143 8,930 35,262 74,369 112,400 
S-P CORP. 
Studebaker 3,709 1,149 4341 16,730 8,214 48,831 
Total Cars, U, S.** ....125,084 93,844 135,467 528,426 1,226,646 1,552,666 
 *Revised. ae 7 i’ Aa : 
**Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March 28, Week, March 21, March, March 29, March 2, 
1959 1958* 1959 To Date 1958* 1959 
CHEVROLET .................. 8,200 5,955 7,913 30,094 73,910 97,500 
DIAMOND T ................... 140 108 133 554 1,376 1,716 
80 62 62 269 731 130 
1900 1,133 1910 7,056 13,160 22,065 
6,750 4,588 7,115 26,516 59,230 79,685 
1,660 1,301 1,642 6,718 16,520 22,058 
3,320 1,778 3,308 13,229 27,666 31,58 
EY  cincinntiibeaeninnainns 300 378 392 1,383 3,726 4,261 
STUDEBAKER  ............ 325 160 349 1,473 1,737 4,316 
NT caccintnnikentinsnicniels 395 373 412 1,582 4,507 4,491 
SE 1,751 2,585 9,980 19,448 28,41 
MISCELLANEOUS** . RA 51 91 354 661 95 
_——— EE ee eee 
Total Trucks, U. S. .... 25,504 17,638 25,912 99,208 222,672 297,82 
~ Total Cars, Trucks, rs a nae 2 a 
Uv. 8. ‘ ...150,588 111,482 161,379 627,634 1,449,318 1,850,5%8 
| “Total Cars, Trucks, oe ae 
| Canada . 7,834 8,959 9,746 36,424 96,605 109,119 
~ Grand Total, — ; a : : ae 
Cars and Trucks, 
U. S. and Canada ..158,422 120,441 171,125 664,058 1,545,923 1,959,657 
*Revised. 





**Miscelianeous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway is 


Mack totals. 


N.B. All U. 8. totals include cars and trucks for military orders. 


Nearly $25 Million Slated 


For Future DeSoto Cars 


NEW YORK.—DeSoto is invest-| live outside of the city limits, De- 


|cording to directions with the| ing nearly $25 million in engineer-|Soto’s market potential will also 
| proper solvent sprayed on the re-| ing and styling of its future models | increase.” 


paired area and slightly overlap- 
ping the adjacent area. Remaining 


|}color is removed from the spray 


| “full house” 





cup, leaving only the colors which 
would normally cling to the sides. 

5. Further thin the material re- 
maining in the spray cup until only 
a “tinted thinner” remains. This is 
then “dusted,” or blended, from the 
edge of the repaired area into the 


adjacent area. 


'Hot-Rod Fans 


Get New Guide 


DETROIT.—Automotive men who 
think that the terms “deuce” and 
refer to a game of 
skill ought to read “The Complete 
Book of Hot Rodding.” 

Published at $5.95 by Prentice- 
Hall, Inc., 70 Fifth Ave., New York 
11, N. Y., the book is a slick 224- 
page job written by Robert E. 
Petersen and the editors of Hod 
Rod Magazine. 

Everything from basic theory to 
advanced techniques is covered in 
simple but complete fashion. Many 
illustrations are included. 

Oh, yes. A deuce is a 1932 Ford 
and a full house is a much-modified 
mill. Or, rather, engine. 


|in preparation for the expanding 
auto market of the ’60s, according 
|to General Manager J. B. Wagstaff. 


Addressing DeSoto dealers at a 
luncheon meeting, Wagstaff said 
that commitments have been made 
on the ‘60 and ’61 DeSotos, that 
development work is in progress on 
’62 models and that the ‘63s are 
on the drawing boards. 

“DeSoto is looking forward to 
a rising long-range demand for 
its cars, spurred by the rapid 
growth of the American popula- 
tion and the steady increase in 
the standard of living,” Wagstaff 
said, 

“As the trend into the suburbs 
continues to grow, with about 24 
million of an anticipated 30 million 
population increase in the country 
in the next eight years expected to 


$100,000 Fire Hits Deal 
JONESBORO, Ark.—Fire de- 
stroyed a building housing the shop 
and parts department of Patton 
Motor Co, (Ford), a small used-car 
lot office owned by Central Chev- 
rolet, and 10 customers’ cars in 


the Patton building. Loss was esti- 
mated “in excess of $100,000.” 





He said that it has been estab 
lished that the growing trend to 
ward multiple car families is 
directly related to the desire to 
reside in the suburbs, 

“DeSoto’s present product is 
aimed principally at this specific 
burgeoning market of the future,” 
he said, 

Wagstaff forecast an increase in 
the intense competition in the 
medium-priced class. 

“There is no question that the 
battleground in the automobile im 
dustry is centered here,” he saié 
“Our products compete in pri 
classes which account for 57.8 pef 
cent of all car sales.” r 


Wagstaff expressed confidence: 
in DeSoto’s continuing to be al 
important factor in the sales 
competition of the future, 

“There are good opportunities 
ahead for all car manufacturers t 
sell more cars,” he said, 

With resumption of full-scale 
production, DeSoto is anticipating 
record sales for the model year @ 
March and April, he added, He 
said that in the first two months 
this year, the production of '® 
DeSoto models was nearly 15 per 
cent higher than in the first two 
months of 1958. 
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New Spring Ad Twists 


HE automatic spring boom in 

auto sales apparently is a thing 
of the past—it last occurred in 1955 
--but the nation’s dealers have high 
hopes that the power of advertising 
will help bring about a respectable 
upsurge in the coming months. 

They'll be aided by the “Live 
Better by Far” campaign which 
the ad bureau of the American 
+ Newspaper Publishers Assn, will 
inaugurate next week. Individual 
dealers also are increasing their 
advertising efforts in their own 
markets. 


The local ads follow the custom- 
ary patterns of giveaways, prices 
and terms, but many merchants 
have added new twists to the es- 
tablished themes. 


x * * 


N FORT LAUDERDALE, Im- 
ported Motors of Florida laid in 
a stock of headgear and offered 
imported French berets for $1,695. 


= 





















Amazing NEW Tool For 


TRAFFIC BUILDING 
SALES CLINCHING 


Here's a powerful new way to stim- 
ulate sales — just set one of these 
midget cars on your showroom floor 
and watch the results! 

Use for traffic-building promo- 
tions, contests, drawings, etc., or 
as a sales clincher by offering the 
little car free (or at your low, low 
cost) when he buys a big one. 

Other benefits too— when the 
whole family comes shopping the 
midget car should keep Junior(s) 
out of harm’s way...leave you a 
clear field for selling. 


Dealers & Distributors: 
Write for details today — 


ARNOLD-DAIN CORP. 


Box 93, Mahopac, N. Y. 








ALL 
IMPORTED 


CAR 


Write or call 
for free catalog 


COLUMBIA MOTOR CORP. 


419 E. 110 St. New York 29,N.Y 





Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 
fee relations . . . builds 

t business .. . in- 
creases sales volume. 
Typical sample, complete 
details on request. 


FAL - $temat me. 


Division of C. A. Norgren Co. 


6434 So, Delaware, Littleton, Colo. 
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A Renault Dauphine was given 
free with each beret. 

“Frankly,” the dealership con- 
fided, “we doubt the berets are 
worth this price, But the Renault 
is.” 

Green cars meant money during 


at Roger Dean Chevrolet, Charles- 
ton, W. Va. Prices of green cars 
were reduced $100, and another 
$100 was knocked off if the buyer 
traded in a green auto. 


Telephones were a talking point 


Fla. New-car buyers were given an 
extension phone, and Tillman paid 
the installation charge and six 
months’ rental. 

* = * 


IPPODROME MOTORS (Ford), 


of many motorists to own a Model 
T by staging a drawing for a three- 
horsepower, 50-inch-wheelbase ver- 
sion of the beloved antique. The 
company said the prize offers 
“thrills galore for youngsters up to 
80.” 

Bird dogs could earn $25 to $100 
by sending a customer to Economy 
Motors (Chrysler-Plymouth), 
Youngstown, O. And in New Or- 
leans, Metairie Ford declared: 
“Friend, if you’re looking for a car 
and don’t see us—we both lose 
money.” 

Another Youngstown dealer, 

| South Side Motors, offered a free 
| lubrication to any Mercury or 
Edsel owner who telephoned for 
an appointment, The firm said it 
wanted owners to get acquainted 
with its service personnel. 
Two Fort Worth dealers picked 
|}up the economy-car package deal 
which Hine Pontiac is promoting 
in Dallas. 

Frontier Pontiac duplicated 
Hine’s offer of a Pontiac and a 
Vauxhall for $399 down and $133.36 
per month, while Fort Worth Mo- 





a St. Patrick’s used-car promotion | 


at Tillman Chevrolet, Panama City, | 


Nashville, catered to the desire | 


tors advertised a Mercury and al 


Lark for $399 down and $93.41 per 
month, 
* * * 
NE-CENT sales on accessories 
(including radio, heater and 
automatic transmission) were the 
vogue at Summers-Hermann Ford, 
Louisville, and Ewing Chevrolet, 
Canton, O. An extra penny bought 
a ’54 Plymouth at Porsche Plym- 
outh, New Orleans. 
Free gasoline for a year con- 
tinues to be a popular come-on. 
| Morgan Motors (Volkswagen) 
used it in Dallas, and King Karp 
extended the offer to Renault 
buyers in Savannah, Ga. 
In Biloxi, Miss., George Pattison | 
Pontiac said it would give five gal- | 
| 
| 





lons of gas to anyone who brought 
his car in for an appraisal. 


| The lady of the house could solve 


husband purchased a new car from | 
Joe Dust Rambler, Monroeville, Pa, | 
The company offered a $150 gift} 
certificate or a $200 bond with each | 
‘59 model. 
* * + | 
—— stamps were the in-| 
centive at Jeff Motors, Jeffer- 
| sonville, Ind. The company gave | 
10,000 stamps with a new Mercury 
or Edsel and 5,000 with a ’51 to ’58 
used car. 

Nine Rambler dealers in Kansas 
City offered six trips to Miami for 
two. The prize included free use 
of a Rambler while in the South. 
The dealers declared it was their 
way of saying “thanks to you for 
boosting our sales 147 percent.” 

In Dallas, nine Plymouth deal- 
ers combined to give away four 
new cars to persons who regis- | 
tered at one of the participating | 
firms. 

The free cars were the highlight | 
of a “Dallas Dealin’ Days Sale” | 
which featured “Texas-size trades; 
Rhode Island-size payments.” 

Hannah Oldsmobile, Louisville, 
pegged a ‘59 model at $2,441 with 
any trade worth $468 or more, and 
Tindall Pontiac, San Antonio, listed 
a Catalina four-door hardtop at 
$2,797, including radio, heater and | 
Hydra-Matic. It was part of Tin-| 
dall’s “Gold Tag Sale.” 


. LAFAYETTE, LA., Domingues 
Chevrolet said Biscaynes started 


$106,000 in Fines Imposed 


On 27 Capital Dealers 


(Continued from Page 2) 


oneself on the mercy of the 
court. 
| Fines against the Oldsmobile 
dealers totalled $35,750 and those 
against the Ford dealers $71,000. 
| The indictments, handed down by 
a grand jury last July 28, con- 


| tained two counts against the Olds- 


mobile dealers and three against 
the Ford dealers. 

Fifteen Ford dealers will pay $4,- 
500 each and 10 Oldsmobile dealers 
will pay $3,500. 

One Ford dealer was fined $3,500 
and one Oldsmobile dealer $750. 


The former was Haley’s, Inc., and| 


the latter was Congressional Mo- 
tors, Inc. Haley’s was assessed on 
the first two counts but was not 
|charged with trying to fix prices 
on parts and accessories. 
| * * * 
| G’ONGRESSIONAL was not 

charged on the price-fixing 
count but was fined on the mini- 
mum-profit count. 

The fines were levied by Dis- 
trict Court Judge Joseph Jack- 
son, who allowed the defendants, 
who could have a maximum pen- 
| alty of $50,000 for each count, to 
| work out with the Government 
the method of payment of the 
| fines. 
| Late last year Jackson levied a 
| total of $32,000 in fines against 14 
| Chevrolet dealers and their associa- 
'tion after hearing guilty pleas on 
charges similar to those brought 
against the Ford and Oldsmobile 
dealers. 

The following dealerships were 
fined $1,500 on the price-fixing 
count and $2,000 on the minimum- 
gross profit count: 

Akers Oldsmobile-Cadillac Co., 
Alexandria, Va.; Alber Oldsmobile, 
Inec.; Capitol Cadillac-Oldsmobile 
Co.; Colonial Oldsmobile Co.; Lus- 
tine Nicholson Motor Co., Inc.; 
Mann Motors, Inc., Silver Spring, 
Md.; Olmstead Motor Co., Arling- 
ton, Va.; Paul Bros., Inc.; Pohanka 





| Service, Inc., and Suburban Cadil- | 
| lac-Oldsmobile Co., Bethesda, Md. | 
i + > > 
| THE following Ford dealers were | 
fined $2,000 for conspiring to set | 
a minimum list price, $1,500 for 
| agreeing to a $225 minimum gross | 
profit, and $1,000 for conspiring to| 
fix prices on parts and accessories 
Arlington Motor Co.; Broad 
Street Motors, Inc., Falls Church, 
Va.; Cave Ford Corp., Bethesda, | 
Md.; Cherner Motor Co.; Edmonds | 
Motors, Inc., Arlington, Va.; 
Handley Ford, Inc.; Herby’s, Inc., 
Alexandria; Hill & Sanders, Inc.; | 
| Logan Motor Co.; Monroe Ford 
Co., Silver Springs, Md.; Norman 
Motor Co., Inc., College Park, 
| Md.; Northeast Motor Co.; 
| Palmer Ford, Inc., Hyattsville, 


Md.; Parkway Motor Co., Inc., 
and Steuart Motor Co. 
Ford Motor Co., named in the 


origina] indictment, and one Ford 
dealer—Takoma Motor Co., Inc.— 
pleaded innocent and their trials 
are still pending. 


Anti-Smog Units | 
Sent to Coast 


DETROIT.—Test units of an ex- 
perimental auto exhaust control 
device developed by the automotive 
industry are being shipped to Cali- 
fornia air pollution authorities for 
testing and evaluation, the Auto- 
mobile Manufacturers Assn. an- 
nounced. 


Two are going to the Los Angeles 
Air Pollution Control District, one 
to the Bay Area Air Pollution Con- 
trol District and one to Dr. Mal- 
colm H. Merrill, director of public 
health, AMA said. 

This is the low temperature cata- 
lytic device developed through the 
automotive industry’s cooperative 
research and engineering program 
on exhaust controls, 








Both Taunus Series 
Coming to Canada 


TORONTO.—Two German-built 
Taunus series are to be marketed 
for the first time by Ford of Can- 
ada. They are the 17 M line, which 
also is available in the U. S., and 
the lower-priced 12 M. 


The new models will supple- 
ment Ford’s 23 imported English 
models, which were introduced to 
the market here in 1948, The 
Taunus 12 M is rated at 60 
horsepower and the 17 M at 67 
horsepower, Each has a two-door 
sedan and station wagon, while 
the 17 M also offers a four-door 
sedan. 





her Easter shopping problems if her | 4t $1,962, Bel Airs at $2,070 and} 


Impalas at $2,230. 

Monarch Auto Co, (Lincoln-Mer- 
cury-Edsel), Louisville, mentioned 
terms of $15 per week for a new 
Edsel and declared, “Others talk 
price—we lower it.” 

L, P, Steuart asked only $95 
down at its four DeSoto-Plym- 
outh outlets in the Washington 

(D. C.) area, and Majer Ford 
Centre, Spokane, offered “3 per- 
eent financing for everyone.” 


69 


Majer said it meant a saving of 
$270 to $450 on a ’59 Ford, 

Terms of $10.50 per week with 
one-third down were offered by 
Nalley Chevrolet, Atlanta, while 
Don Allen Chevrolet, Charlotte, N. 
C., set the weekly bite at $10.92. 
Galaxie two-door sedans were listed 
at $2,243.45 or $13.34 per week by 
Hub Ford, Atlanta. 

—Joun K. TEAHEN JR. 


‘Eaton Sees Rise 
In Sales, Profits 


CLEVELAND.—Eaton Mfg. Co.’s 
sales in the first quarter of 1959 
are expected to exceed those of the 
like period of last year by more 
than 20 percent with an even larger 
percentage increase in profit antici- 
| pated. 

John C. Virden, chairman and 
president, made that observation at 
the company’s annual meeting. He 
| said the first-quarter surge was a 
continuation of an upswing noticed 
jin the fourth quarter of 1958. 


Virden said there has been a 
|“healthy pickup” in new orders 
from producers of heavy-duty 
trucks, an industry which “has 
| been doing quite well” since late 
1958. 











TRI-EX REFINED 
Wolfs Head Oil 


Ugy 
Oe ent 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
Wo LF’s HEaD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 


customers coming back. 
HEAD commands distinctive cus- 
tomer loyalty the world over. 


Gouna) 
WOLF’S HEAD °“’ 


OIL REFINING CO., INC. 
Olt CITY, PA. 


WOLF’sS 
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ANN ARBOR, Mich.—Independ- 
ent dealers can acquire through a 
national sales organization services 
they might not otherwise be able 
to afford, according to Walter J. 
Cooper, Ford division general sales 
manager. 


Addressing a University of Mich- 
igan conference 
on sales and mar- 
keting manage- 

Pee PCAC ment, Cooper 
Safety-Scoop Dealer— agen 
, | “It’s a little like 

Harold Casey, left, Hal Casey Chevro-| the mass produc- 
let, Inc., Buffalo, is briefed by inventor|tion process, We 
Roger Racine, president, Protect-O-Matic|can do market 
Corp., Tonawanda, N. Y., on the operation| research for 7,000 
of the Protect-O-Matic safety system. Casey|dealers much 
has been appointed the first dealer for) more thoroughly 
the new device that is designed to pre-|and at a lower 
vent injury to front seat passengers in a) cost per dealer 
front-end collision. By means of a hy-|than the dealer could do it for 
drauvlic system that is actuated when a/| himself.” 
chrome “trigger bar"’ mounted on the front | He said the same is true for 


bumper is struck at speeds exceeding | aia ‘ 
seven miles an hour, the front seat filts sales training, business manage 
back and slides forward in a scooping) ment or even showroom planning, 


motion. | but that the dealer must evaluate 





W. J. Cooper 





Auto Market Improving 
In Japanese Port City 


Eprror’s Note: This is another have been considered a luxury 
in a series of reports on automo- in Kobe, but smaller, domestic- 
tive markets around the world manufactured cars are beginning 
by Mrs. George M. Slocum, chair- | to be considered a necessity. 
man of the board of AUTOMOTIVE Owing to poor roads and the ex- 
News, who is on a world tour: | celient railroad system and water- 





Cooper Cites Aid to Retailer... 


Big Sales Group Lauded _ | e:te,cvn ins te nations) 


tributing to America’s growth has 
been, in my opinion, the nation’s 
ability to sell itself a perpetually 
higher living standard. This is 





N. C. Bill Asks 


For Inspections 


RALEIGH, N. C.—Backed by 


State Motor Vehicles Commissioner 


He said the auto industry “has| Ed Scheidt and the Governor's Aq- 


o| moved ahead to new marketing | 
concepts which would have been 
considered revolutionary 10 years 


the firm’s services in relation t 
his own business. 


The increased emphasis on na- ago.” 
tional sales organizations has| “M ti f d| 
streamlined distribution systems| |Most corporations are face 
and lowered the percent of total| With the problem of selling all the 


|cost chargeable to distribution | goods they have the facilities to 


ee - way shipping, the general economy | 
By Mrs, George M, Slocum of Kobe has not been too dependent | 


K OP. Japan.—As we docked in| 0n automotive transportation up to 
this ship-crowded harbor on|the present, Miyahara said. 
Osaka Bay, I was surprised to see| But now, he added, the local 


a huge VU, S. aircraft carrier, the | government along with the federal | 


Bon Homme Richard, moored on/| government is trying to improve 
the other side of|the road system (including a 
the pier. “Speedway” between Kobe and 


was swarming|future for automotive transporta- 
with American | tion. 
sailors, and they 2 .8 





ship, the Ber- ing, he said, the sale of more 
gensfjord, as well.|cars and trucks should help the 
After leaving| general economy to some extent. 
the ship and) Right now, he said, the major- 
passing a long! ity of automotive travel is local, 


row of stands cept for long-distance highwa 
Mrs. Slocum selling toys, ki- aie, ” —— 


monos and plain junk, I met old 
friends here for sightseeing, shop- cars, Miyahara said that large-size 


ping and dining. cars are bou - 
‘ ght mostly by the gov 
In talking with Isao Miyahara, | ornment, business firms, banks and 


The whole town | Nagoya) so there should be a good | 


were all over our INCE this situation is improv- | 


In discussing the market for) *“***® acai . 
| FOREIGN CAR ROAD MAN for midwest 


of Kobe Isuzu Jidosha Co., Ltd. I/ taxi companies, Cab firms and pri-| 


asked him to describe special prob-| vate companies also do a good bit 
lems encountered in selling cars| of buying of smaller cars. 
and trucks in the Kobe area, Said) rout 60 percent of autos sold 


Miyahara: in Kobe go into use as taxis, he 
“There are some good customers | said) while 12 percent are pur- 
in our area, to whom we have spe-| chased by manufacturing com- 
cial connections with these cus-| panies and 9 percent for other 
tomers we can not make sales only | commercial purposes. 
on prices, but we have to make * * * 
closer relations which can not EGULAR-SIZED trucks find 
cultivate in a short period of time.” their best market in the truck- 
a ing companies, which account for 
YING again, I asked about the | about 28 percent of all sales, Miya- 
outlook for sales in his area! hara said. 
this year. The market for cars is Some 19 percent go to manu- 
increasing gradually, he said, while; facturing firms, 15 percent to 
the truck market is improving} construction companies, 10 per- 
“quite rapidly” after a very slow| cent to public offices and 9 per- 
period of a year and a half. cent to commercial firms. 
Privately owned cars, he said, Among smaller trucks, he said, 
48 percent go to commercial firms 
and 47 reent to manufacturin 
Vermont Dealers Urge — r 
eH About 90 percent of new-car sales 
Sliding Seale of Car Fees entail a tradein, Miyahara said, 
MONTPELIER, Vt.— Supported! with obsolescence playing about the 
by the Vermont Automobile Deal-|same role in the new-car market 
ers’ Assn., a proposal for a sliding| as it does in America. 
scale of auto ory fees has * * * 
been presented to the House Ways| ¥ ATER, in Tokyo, we lunched at 
and Means Committee in the Legis- L the American Club, which is 
lature. next door to a building flying the 
Described by the dealer group as/| Russian red flag. 
“a more equitable way” of raising I visited a very modern build- 
additional money for Vermont] ing housing the Ford Motor Co. 
highway construction, the plan| overseas group, and I was sur- 
woul@ set a $45 registration fee on! prised to find a part of the build- 
new cars and those two and three| ing rented out to the J. Walter 
years old. Models four and five| Thompson advertising agency, 
years old would be registered at; We motored back to Yokohama 
$40 a year; older models would be/and after driving around the city 
continued at the $30 rate now/|I returned to the ship, Just before 
applying to all passenger cars, and /| sailing time, all the overland tours 
the cost of “special” or initialed| began returning. What a sight as 
plates would be increased from $5|the buses pulled in with their 
to $10. cargoes of Bergensfjord passengers. 








| SERVICE MANAGER for truck dealership | 





services, he added. make,” he continued, “For that 
Cooper called successful sales- | reason alone, the stature of the 
manship a key factor in the | sales organization has increased— 
country’s economic growth, and this was particularly spurred 
“The most important factor con- by the recent recession.” 








CLASSIFIED WANT ADS 


Reaching an estimated 150,000 readers engaged in all branches of the nation's automotive industry, 
RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED AD 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full na 
and address at regular rates. Add One Dolier ($1) per insertion for use of a box number. Replies to 
Box Number ods ore forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 

WANT AD DEPT.. AUTOMOTIVE NEWS, 965 EAST JEFFERSON AVE.. DETROIT 7, MICH. 


visory Committee on Traffic Safety, 
a bill providing for compulsory 
mechanical inspection of autos has 
been introduced in the Legislature, 


The bill, prepared by the Depart- 


ment of Motor Vehicles, calis for 
yearly inspections at State-licenseg 
garages of brakes, lights, tires, 
horn, steering mechanism and 
windshield wipers. 


Similar legislation has been re- 


jected every year the Legislatuge 
has met since 1951. 


—e 















HELP WANTED HELP WANTED 


DEALERSHIPS AVAILABLE 


ee an | EXPERIENCED AUTOMOBILE SALES-| DEALERSHIP AVAILABLE due to iliness 


MAN capabie of moving into job of sales/| 
manager in triple line Chrysler product | 
dealership in eastern Nebraska county 
seat town of 10,000—good industrial and 
agricultural area. Here is a chance to} 
make good money with a straight salary 
and commission commensurate with your | 
ability. Our employes know of this ad. 
Write Box 305, c/o Automotive News, 
Detroit 7. 


in Chicago area. Must be able to manage | 
shop staffed with twenty mechanics and 
shop foreman on each shift. Service sales 
in excess of $20,000.00 monthly. Salary 
will commensurate with experience and 
ability. Write Box 273, c/o Automotive 
News, Detroit 7. 





Manager for exclusive General Motors _ 


dealership in large midwestern city. Must > a sat “ATION 
be young, aggressive and thoroughly ex- ae wad at oo “eet, Pet 
perienced in developing and training 1 £1959 A i af i 
salesmen. 750 to 900 car potential. This pr a tee on. a a aa Hie _ ws 
is a real opportunity for the right man. ona ‘ —_ = coma > a “sets & Aue 
Salary and bonus open. Submit complete Cost npr ‘204 leew York 1 -— uto 
background and recent photo in first CS, OE » Now s0re 2, NN. 


letter. Replies strictly confidential. Box WANTED—SERVICE MAN 
‘ 2 @ Al 2 5 2 ANAGER to take 
299, c/o Automotive News, Detroit 7. charge of Service Department for a 


aaamernren tA aa an = ; Chrysler dealership in New York state. 
SERVICE MANAGER of broad experience Excellent starting salary and great pos- 








and proven executive capacity for south’s sibilities for advancement. Apply by writ- 
most progressive Ford dealership. Ex- ing Box 282, c/o Automotive News, 
ceptional opportunity in tropical Florida Detroit 7. 


for qualified individual capable of direct- 
ing volume service operation with lead- 
ership ability in all phases, i.e., man- 
agement principles, owner relations, 
customer development, factory relations, 
personnel direction, technical training 
meetings, service sales meetings, tech- 
nical and practical knowledge, etc. Ex- 
ecutive income accompanies position for 
applicant who qualifies. Write Box 300, 
c/o Automotive News, Detroit 7. 

EXPERIENCED SALES MANAGER. Must 
be capable of taking full charge of sales 
force. Also, must be good closer. Real 
opportunity for right man. Room for 
advancement New car potential 600 
cars, handling Chevrolet, Buick and 
Cadillac. Box 301, c/o Automotive News, 
Detroit 7. 





YOUNG GM district manager desires deal- 
ership management position. Prefer 
southwest Box 283, c/o Automotive 
News, Detroit 7. 





GENERAL MANAGER — Experienced all 
phases dealership operation. Can take 


me of the larges m - : 
aiid ae = — — an full responsibility immediately. Now 


commission. Box 291, c/o Automotive profitably managing deal in competitive 
News, Detroit 7 5 area selling 70 new, 100 used per month. 


Desire change with possibility of even- 
tual buy-in. Box 302, c/o Automotive 
News, Detroit 7. | 


SALES EXECUTIVE NEED HELP? Have experience, will travel 








Auto parts manufacturer with national sales to challenge and potential. Sales man- 
in replacement field seeks experienced man ager, very strong closer and organizer. 
with background in replacement and original Twelve years’ Chevrolet, Oldsmobile sys- 


equipment sales. Will be given opportunity tem sales. Secrets in all phases of auto 
to advance to top position on basis of finance. My methods or yours. Have 
performance. Salary plus profit-sharing. Box some cash. Wire—I'll come and see you. 
297 c/o Automotive News, Detroit 7. Available now. Neil Buchanan, 242 N. 
Brad Oaks, Monrovia, Calif. 








ACCOUNTANT - OFFICE MANAGER, 
Proven record of accomplishment with 
large new car dealer. Responsible, thor- 
ough, shirt-sleeve worker. Excellent 

ability to organize and maintain efficient 

BE THE office, train personnel. College accounting 

degree, married, 33. Southwest only. Box 

292, c/o Automotive News, Detroit 7. 


TOP BRASS BUSINESS OPPORTUNITIES 


BUY sa PROPERTY DIRECT 
; NO ROM GOVT.—Jeeps, trucks, trac- 
Im prove yourself financially. tors, boats, aircraft, amphibious vehi- 


You may qualify. Individual cles, miscellaneous. Fraction of Army 


and Navy costs. Send for ‘‘U. 8S, Depot 
effort will pay $15,000 per Directory and Procedure’’—$1.00. Gov- 


ernment Surplus Sales, Box 8-AU, Sun- 








year. nyside 4, New York. 
As an organizer THE SKY !S 





AVAILABLE SOUTHERN CALIFORNIA, 
Los Angeles area, successful used car— 
finance—insurance business. Inadequate 


THE LIMIT! working capital necessitates either sell- 

ing —— or permitting buy-in. Busi- 

: . as ness profitable selling and financing low 

Business ona cooperative con price cars. Records of past performance 

tact basis. Established 22 years. —. Box 306, c/o Automotive News, 
ro . 





Low overhead: Limited space: 
Low capital: Exclusive territory. 
References exchanged. 


Land for Auto Parking 


Major asgee Bivd. Hudson River and W. 
177 St. 122, sq. ft. level partially blacktop, 
railroad siding and dock facilities. 100 per- 


LEARN ABOUT A PROVEN [| it", wurttrited wage. Dimensions, 295 
MONEY MAKER TODAY! SOLDBERS-KORNSPUN AssOG NC. ass 
Air mail or wire—NOW. 


Burke Ave., Bronx, N. Y. TUlip 1-0100. 
Box 298, c/o Automotive News, 
Detroit 7. 





DEALERSHIPS AVAILABLE 


HANDLING ONE OF THE “BIG 3’’. Ex- 
cellent facilities near downtown. Buy in- 
ventories and leaseholds. Factory ap- 
Proval necessary. Box 295, ¢/o Automo- 
tive News, Detroit 7. 


- Handling Plymouth-Chrysler-Imperial, 
established thirty-two years. Gity nine 
thousand, trade territory over fifty thou- 
sand. Flourishing southwest. Extremely 
reasonable lease. Box 287, c/o Automo- 
tive News, Detroit 7. 








DEALERSHIPS AVAILABLE with a non- 


competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.O.B. Texas 
less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


NEW & USED CAR DEALERSHIP, cen- 


tral Wisconsin, handling Studebaker- 
Mercury. Fully equipped nine year old 
building, 60 x 110 feet. Low overhead, 
no accounts receivable, no used cars. 
Parts and equipment at % of true value, 
$10,000. Sell or five year lease on build- 
ing, $200 month rent, five year lease 
with options. Average over 500 new and 
used cars per year past ten years. Resort 
and farming area. Reason for selling, 
other interest. Box 275, c/o Automotive 
News, Detroit 7. 





HANDLING FORD—potential 198—Central 


Ohio, balanced community. Lease avail- 
able, excellent facilities, superior service 
operation. Selling parts and fixed assets 
only. Solid, going business—good profit 
opportunity. Confidential. Box 286, c/o 
Automotive News, Detroit 7. 


FOR LEASE — Old established location 


north side Chicago, approximately 45,000 
feet. Auto building and lot, for import 
cars, Firestone Franchise Transmission 
Exchange. Ten two post lifts, signs, etc. 
No real estate to buy. Contact Trustee, 
950 Bluff Road, Glencoe, Illinois. Phone: 
VErnon 5-3513 


FOR SALE—With American Motors ap- 


proval, dealership handling Ram bier. 
Good location and good potential, within 
80 mile radius of Greensboro, North 
Carolina. Box 303, c/o Automotive News, 
Detroit 7. 


FOR SALE OR LEASE—Ultra-modern ga- 


rage, fully equipped in approximately 
50,000 population trading area Fran- 
chise handling Chevrolet and Oldsmobile 
available If interested answer soon, 
above mentioned franchise will not be 
open long. Write or phone: Evan Hughes, 
Phone 2501, c/o Hotel Scott, Hancock, 
Michigan. 


DEALERS NOW BEING APPOINTED in 


Georgia-South Carolina for the new 1959 
LLOYD ALEXANDER TS. Retail $1,- 
497.00 P.O.E. Amazing value—traditional 
German quality. Contact Clark Lyndon, 
. C. Lewis Imports, Inc., P. O. Box 
1318, Savannah, Georgia. Phone: ADams 
4-4421. 





CENTRAL NEW YORK, beautiful Finger 


Lakes region, long established dealership 
handling Rambler. Prosperous industrial 
and farming area, 150 car. Modern build- 
ing on main highway, well equipped 
shop, large used car lot. Will sell parts, 
shop equipment, building at inventory. 
Good mortgage on building available. 
Owner retiring to other interest. “A 
money maker for a good manager.’’ Box 
293, c/o Automotive News, Detroit 7. 





AUTO AGENCY HANDLING FORD—Due 


to other interests will sell all or half 
of long established Ford dealership, 800 
car potential. Prime New Jersey location, 
20 minutes from Manhattan. Low over 
head operation. Fully staffed with effi- 
cient personnel. Factory approval neces 
sary. State full background. Act fast 
Box 294, c/o Automotive News, De 
troit 7. 





NORTHERN NEW JERSEY—Auto agency, 


showroom, garage, body shop, % acre 
extra land. For sale or lease with oF 
without franchise handling Pontiac and 
International truck. Houston, Settle & 
Co., 200 Washington St., Newark, New 
Jersey. CO 7-3909, MI 2-8250. 


DEALERSHIP handling one of the ‘Big 


Three,’’ located on southeast coast of 
Florida. Facilities and location excellent. 
All replies will be held in strictest con- 
fidence. Write Box 296, c/o Automotive 
News, Detroit 7. 


DEALERSHIP WANTED 


— 


— 


WANTED: General Motors dealership, 


Cadillac with Olds or Chevrolet pre- 
ferred, in Florida or Arizona. Box 304, 
c/o Automotive News, Detroit 7. 
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DEALERSHIP WANTED 


.L BUY FOR CASH Chevrolet or Ford 
dealership, anywhere, any size, where 
potential is sufficient, Am accustomed to 
eadership in sales ata satisfactory 
ofit. If you have a sick dealership, 
wish to retire, or want to sell for any 
feason, I may be the cure, Rest assured 
any communication will be held in strict 
sonfidence, No real estate please, The 
ime to sell is when you are doing good. 
Write me now. E, E. Holman, 8311 San 
Benito Way, Dallas 18, Texas. 

1. PAY HIGH DOLLAR for your deal- 
@ship assets in any General Motors, 
Ford or Chrysler dealership of 400 or 
more new car potential. We will also 
invest up to $200,000 in your dealership, 
and will let you manage the dealership 
gn a buy-out basis. This 
applies to either an existing or new 
dealership. Please send details in con- 
fidence. Box 281, c/o Automotive News, 
Detroit 7. 
@DILLAC 
ear up. Reply in confidence. 
than, Box 117, Utica, Michigan. 
REpublic 9-4761. 



































DEALERSHIP wanted, 150 
T. S. Pon- 


















investment | 


Phone: | 











ANTED: Information leadirig to where- 
abouts of car salesman known as John 
Yank or Andy Layton. Last seen driving 
B 1959 Ford retractable H.T.. white, 
gerial number C9EW137925. Please write 
Nappa Ford, Inc., 655 Newark Ave., 
Elizabeth, New Jersey or call collect: 
Elizabeth 4-8030. 


DEALER SERVICES 
NEW CAR SALES! 











Dis- | 
cars 
“AUTO COSTS,”’ 


TOP LOSING 
tover how much your competitors’ 





feally cost. The book, 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10— three year subscription $158 
{including all supplements). AUTO 
COSTS, Box 224, Dept. 3Z, New York | 
- w. Z. 
© YOU HAVE THIS UNIVERSAL PROB- 
LEM? Not able to hire, train and keep 
hew salesmen’? Big turnover? We may 
have the answer, at least we have a 
pew approach. No gimmicks, just a basic 
plan that has worked successfully. If 
you need salesmen, write today for full 
details. No obligation. Sales Associates, 
Box 79, Washington, Missouri 













TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


WTOMOTIVE INVENTORY & APPRAISAL CO. 

040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 

_ cea eR RSL Re INE 


let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL | 


Military Acceptance Corporation will help| 
you make more auto sales to Military per- 
tonne! . . . because: 
1. We finance up to 36 months. 
2. Cars may be taken overseas without 
refinancing. 
3. We make auto loans, finance, or re-| 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades E5/ 
and above .. . on a simplified, non- | 
recourse basis. 
MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 6-268! 
"Worldwide Financing for Military Personnel” | 
(USAA Insurance available 

to qualified officers) 














Air Force Cadets 


Ne Down Payment 
36 Months to Pay 
Low Bank Rates 
Ye handle all branches of the service, tech. 


gts. and officers, No dealer liability. Car 
tay be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


2625 Broadway 
San Antonio, Texas 









VOLKSWAGENS 1959 


LOW PRICES 


Immediate Delivery Out of Stock in Weekly Shipments 
To New York, Charleston and Jacksonville. 


DOW MOTORS, INC. 


W. 63rd St., New York City. Empire Hotel, Suite 128 
JUdson 6-1950-1, 24 Hour Service 








| 
CARS WANTED 


——_—_—_—_——— | 

WANTED: Fords, Chevrolets and Piym- 

ouths, 6 cylinder, 1955 and up. State low- 

est price per unit. Beach Auto Service, 

P. O. Box 4052, Columbia, South Caro- 
lina. 


. CARS FOR SALE 





USED MERCEDES-BENZ 
Selected Ist class condition 
All models, 1951-1959 
220A Cabriolets our Specialty. 
Supply on hand. Tel.: NEwburgh 2248 
| GLOBE AUTOMOTIVE IMPORTS, INC. 
Box 508 Montgomery, New York 





SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. | 
2836 N. E. Sandy, Portland 12, Ore. 





1958 FORDS — $625 
Taxicabs—Standard 


‘57 PLYMOUTH TAXICABS 


WANTED 
TO BUY 


SPORTS CARS |] “= $750 ‘stns.t 
Corvettes Phone, Write or Wire Mr. Karlin 
Thunderbirds EMKAY MOTORS 
1046 Bedford Ave., Brooklyn, N. Y. 


Austin Healeys 
MGAs 
Triumphs 


UL 7-0651 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewal! tires— 


Porsches 
Jaguars 


Top Dollar for clean cars. 
Call H. H. Willis 


ATLANTIC 
AUTO SALES 


Norfolk, Virginia 
JU 7-7711 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 








For information call, write or wire 


HERTZ RENT-A-CAR 


9 W. Kinzie 


Chicago, Illinois 
Dtlewore 77-7272 


CARS FOR SALE 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model « Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 
We Supply 
English Manuals 


Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


KENT IMPORTS, 
INC. 


Small Cer Division, 
Sales and Service 
2911 35th Avenue, 

Long Island City 6, N. Y. 

EMpire 1-1690-1-2 


Don Miller 


Volkswagens 


TOD-O-CAR, INC. 
Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 


On Hand at All Our 3 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Washington, D. C. 
Phone REpublic 7-7402 


Darlington, S$. C. 
Clanton's Auto Auction 
Phone: L. D. 2 


VOLKSWAGENS 


Buy From The Largest] 
And Most Experienced 
VW Supplier 


We sell only the best ‘5és 
through ‘59s — All models 
available——-No red tape—No 
waiting. Shipments to South 
and West Coast ports. Orders 







1959s 

Chevrolet, 
Oldsmobile, Ford, 

Cadillac 


Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 




















for 1 to 100. 






Complete American models. 
State inspection guaranteed. 


VALENTINO 
MOTORS, INC. 


“It's easy to do business in 
Baltimore"’ 


4709 Bel Air Road 
Baltimore 6, Md. 
HA 6-4700, Mr. Grillo 
















PARTS FOR SALE 


SIMCA PARTS — 35% OFF Simca Parts 
Book list. All orders shipped C.O.D, day 
received. Box 132, c/o Automotive News, 
Detroit 7. 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 
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MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


PARTS FOR SALE 


VAUXHALL 


PARTS 


Factory Stock 


Chassis and Body Parts, 
Accessories 


1,016 Different Items 
CASHON 





PONTIAC, INC. 


1200 S. Boston 
Tulsa, Oklahoma 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Phone: CHerry 2-2101 
Immediate Shipments 


LET ONE CALL 
DO IT ALL 


$100,000 Pontiac Inventory 


Four Clamp Hook-U 
DEALERS’ SPECIAL fo. y~ 4 Net) 


.85 Fed. Tem Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 





PARTS 


At a Tremendous Savings 
for 


DODGE, PLYMOUTH & DESOTO 
CARS AND DODGE TRUCKS 


. . | “Leaders in the Industry 
Brand new engines, radiator cores and} Since 1939" 


many other parts. 
Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 


Write or call us—regardiess of year 
GRO-PAR MOTOR PARTS CORP. | 


309-313 Central Ave., Newark, N. J. 
Phone: HU 2-0200 








i 


PARTS WANTED 1959 PRICEMASTER 
WANTED: Chevrolet and Ford obsolete 

parts for export, 1928 and up. Passenger | The encyclopedia of dealer cost prices of all 
cars and trucks. Send lists for immedi-| American cars, three trucks, 25 foreign - 
ate orders to: Jack’s Auto Parts, 606|—plus all optional accessories — 
Anderson Ave., Cliffside, N. J. Phone: | Standard Equipment for All Models—Yea = 
WHitney 3-6666. | subscription price—$10. 5% Geant ae 
en " with order, All supplements free 
ACCESSORIES FOR SALE AND AUTOMOTIVE AFFILIATES ONLY — 


NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 


K-B SALES CO.., INC. 


Dept. D-i, 924 lith Street 
ROCK ISLAND, ILLINOIS 





NEW AUTO RADIOS 
*'59 Chevrolet, PB 


*'S9 Plymouth, PB . 
*'S9 Ford, PS 


*S Tube, 2 Transistor sets with rear speaker, | 


fader control. The “ORIGINAL YELLOW” 





ia ont I creatinine wor} A 
'S? Lark, Manual . : { ti B KinG 
+ = wal 4 utomati¢ bra 
‘39 YW, Menval 29.93 || Is the ONLY—TOW BAR—TODAY 
a ne WITH THE UNIVERSAL 
rite for complete catalog . . $ 45 
we "WRIST ACTION 51 
a ee a Incidg. BRAKE HOOK-UP 
Fast C.0.D. shipments | ; 
T Ki 6G 4 Point $4500 
LIBERTY AUTO RADIO OWRIANG Hook-up 
191 E. 161 Se New York 51, N. Y.| 


TRAIL-KING $37.50 


LUdiow 8-7111 


SERRE | EMRE eter oe 
~~ ACCESSORIES WANTED 


WANTED: Complete convertible soft top 
1956 Thunderbird. Price and condition 
write: S. W. Rounds, 2370 Woodmere 
Drive, Cleveland Heights, Ohio. 


ANTIQUE CARS FOR SALE 


1924 CHRYSLER. One owner is all this 
car has had. Car in good running condi- 





Delivery 
Fits 2" Ball 


WE STOCK PARTS FOR 
RED ARROW TOW BARS 


Tow Bar Sales Co. 





tion, new Goodyear all weather tread Exclusive Factory Distribvtors 
tires, invertor mohair upholstery in good DE 2-0700 AN 3-8888 Nites: BA 18717 
repair frite for picture and make offer 
M. E. Pollard, 210 N. York Street, Elm- 40 So. Clinton St. Chic 6. a. 
hurst, Illinois. 


SHOP EQUIPMENT FOR SALE 


AUTOMOBILE ENGINE HOIST, portable, ———— 
| hydraulic boom type. Almost new. Can TRUCK DECALS; no charge for sketch; 
| be put to many uses. $50.00. Petzold durable, brilliant colors. Write for sam- 
| 


DECAL TRANSFERS 


Chrysier-Imperial, Inc., 14820 Gratiot, ples. Allied Decals, Inc., 8356 Hough, 
Detroit. DRexel 1-4050. Cleveland 3, Ohio. 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canade and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 
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BPs 05 060.06 $00 Ke R6s ah we aed baiedeeenenbes daeek ee oossadebes 
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| Cor Dealer 1 truck Dealer [J Manufacturer [] 
; Jobber [] Insurance [] Financial [) Supplier [J 
Bilin WER. boca savevsnntsusctachacsdanachtven @hkceumeRaeneee 
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OF SEALED POWER 
STAINLESS STEEL OIL RINGS 


assures an end to oil ring clogging 


Here you see a section of Sealed 
Power’s stainless steel oil ring 
after fifty thousand miles of serv- 
ice. Note how clean the surface, 
how open the vents. 

The stainless steel used in this 
Sealed Power oil ring is not af- 
fected by the acids and gases of 
internal combustion; does not pit 
or corrode; carbon does not cling 


to it, varnish doesn’t build up. 

Thus the main cause of carbon 
build-up and consequent oil ring 
plugging is eliminated. Because 
of the self-expanding design, the 
oil vents in Sealed Power stain- 
less steel oil rings are not blocked 
by springs in back of them. They 
permit the free flow of oil back to 
the crankcase. 


OTHER KEY FEATURES 


e They hold their fit in the cylinder e They stop 
smoking even under high vacuum operation 
e They are side-sealing @ They are quick seating 
e They are chrome-plated for long life 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN 


STAINLESS 
STEEL 
OIL RING 


U.S. Pat. No. 


2,789,872 


¢ ST. JOHNS, MICHIGAN + ROCHESTER, INDIANA ~- STRATFORD, ONTARIO 


DETROIT OFFICE + 7-236 GENERAL MOTORS BUILDING ~- PHONE TRINITY 1-3440 


"Sealed Power Piston scr cs 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1 911 
ae Proditiere of re Rings for Aufomatic Transmissions and Power Steering Units 





